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(Car Production 
For Week Dips 
To 131,300 


* Buick, Pontiac Latest 
’ To Trim Schedules; 
Trucks S&rpassing °55 
. Whitmyer 


Jriter 
BACKS in @ar assemblies at 
Buick and Pontiac helped drop 
ustry auto output to a three- 
ek low of 131,319\units last week 
3.4 percent dip\from the pre- 
s week and 27.3\percent below 
180,657 cars turned out during 
same week of 1955 
' Last week’s car 
percent of Autoniotive News’ 
3 -year index, co 
‘the 108.3 percent cornpiled the 
us week on 135, units. 
')The production decline held in- 
‘@ustry car output totals an esti- 
d 400,497 units for the first 15 


days of April. With six work- |° 
days remaining, observers fore-| i 


an output of 560,700 cars for 
month. 


* * * 


H R production through Saturday 
firs was 570,570 units behind the 
16 weeks of last year. Cessa- 

n of Saturday operations at most 
stories, plus minimization of 
Overtime activities, have been the 


difference between '56 and ’55 
tions. 
' A decline also was shown in 
truck operations last week as the 

Manufacturers rolled 22,903 units 
from the lines—a 1,167 unit or 4.8 

__percent dip from the previous 
ek’s output of 24,070 trucks. 

’ With 382,797 commercial vehicles 
“produced through Saturday, how- 
@ver, the truck manufacturers were 
Tunning 30,405 units or 8.6 percent 

of the same period of 1955. 
ted truck output for April is 
units. 
* s 
Little Two manufacturers 
were the only makers to show 
luction increases last week as 
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Guide Dealers in 2 States 


Rhode Island Dealers Elect Officers— 


John M. Dunne (Ford), center, Providence, newly elected president of the R 


Island Automobile Dealers Assn., is congratulated by outgoing president, Leo B. G 
Other officers include Robert W. Pierce (Chevrolet), left, 


Pawtucket, bulletin e 


Frank W. Blaney (Buick), second from right, Providence, vice-president; and Philfp 


Desrochers (Chevrolet), Providence, treasurer. 


Picked to Lead Indiana Dealers— 


Newly elected officers of the Automobile Dealers Assn. of Indiana, Inc., are, from 


left, 


Richard M. Smith, Chesterton, recording secretary; John Earnshaw, Greencastle, 


rysler Corp., Ford Motor Co. and | vice-president; Paul Abel, Muncie, president; Verlin Brown, Richmond, treasurer; and 


(Continued on Page 37, Col. 3) 


Harry Adams, Terre Haute, vice-president. 


Auto Men Rap New Credit Pinch 


" By Maynard M. Gordon 

News Editor 
OVERNMENT MOVES to de- 
flate the credit boom brought 
critical reactions from auto manu- 
facturers and sales finance com- 
Panies last week. 

Clamor against “tight credit” 
was intensified after Federal Re- 
Serve banks and major finance 
institutions raised loan cost rates. 
Bank discount rates went up % 
Point under a Federal Reserve 
Board order, resulting in %-point 
boosts in rates paid on commercial 
Paper by all major financing firms. 

General Motors Acceptance Corp. 


pointedly observed that the new 
3% percent rate on 180 to 270-day 
paper is the highest since the de- 
pression days of May, 1932. Other 
new rates are 2% percent on 30 to 
89-day paper and 3 percent on 90 
to 179-day paper. 
* * aa 
M PRESIDENT Harlow H. 
Curtice said he couldn't 
understand the FRB’s tight-money 
attitude. 

“If the Board has evidence of 
inflation,” Curtice said, “it must 
be in statistics which have not 
been available to me.” 

Curtice voiced full agreement 


Inside Automotive News... 


Automatic transmissions and power driving 
assists enjoy heightened: demand. Page 2. 


Bert Simons hooks a live one in the backshop. 


Page 24. 


Spring is sprung, and so are blitz promotions. 


Page 6 


John Benedict comments on trends in brakes. 


Page 19. 


New-car and truck registrations and new-car prices, Page 32. 
Used-car auctions, Pages 6 and 26. Preduction 
by makes, Page 37. 


with the position taken by execu- 
tives of major finance companies 
that the amount of outstanding 
auto credit for 1955-56 is not out 
of line in terms of the increased 
auto market. 

Credit experts gave three reasons 
for the FRB move, which comes in 
the midst of reduced new-car sales: 

1. The ratio of installment car 
sales to total market volume in- 
creased in the first quarter. This is 
reflected in sales increases for 
finance houses, in contrast with de- 
clines for auto companies. 

2. President Eisenhower’s request 
for renewed authority to impose 
Regulation W has met with a nega- 
tive response from Congress. 

*> * * 


THE Administration has be- 
*come sensitive to Democratic 
charges that it favors big business 
and wishes to pursue a more inde- 
pendent policy in an election year. 
The FRB’s consumer-credit 
statistics for January and February 
of this year showed overall in- 
creases—but below’ the sharp up- 
surges experienced during the peak 
car sales months of 1955. 

March data, to be announced 
at the end of this month, 
expected to show continued 
gains, if the FRB discount 

Col. 
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Sale of 2 Million Cars 
In Four Months Falls 
10 Days Off °55 Rate 


Gap Is Widening, However, as Current Pace Fails 
To Match the Boom Volume of Spring; 
Both March, April Shy of 600,000 


By Robert M. Lienert 
Associate Editor 

ST before the showroom lights 
blink out next Saturday night 
(Apr. 28), some new-car salesman 
will wrap up a deal marking retail 

delivery No. 2,000,000 for 1956. 
This sales milestone will be 
passed exactly 10 days later than 
a the 2,000,- 


RY as inside 


0 SOO 
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—— years in whieh registrations 
failed to reach the 2,000,000 
mark include 1946 (1,815,196); 1938 


Dealer Policy Unit, 
5-Year Contract 


Revealed by Ford 


'W YORK. — Formation of a 

top-drawer dealer policy board, 
several franchise changes and es- 
tablishment of a national market- 
ing institute were announced here 
last week by a Ford Motor Co. 
executive team headed by Presi- 
dent Henry Ford II. 

Ford also made a firm state- 
ment of opposition to such prac- 
tices as bootlegging, deceptive 
advertising, false registrations 
and price packing. 

The company’s broad new pro- 
gram was revealed by Ford; Ernest 
R. Breech, board chairman, and L. 
D. Crusoe, executive vice-president, 
at a meeting of more than 1,000 
New York and New England 
dealers. 


Mis 


the §21 sales 


* * * 


HAIRMAN of the new dealer 

policy board is Benson Ford, 
group director of the Mercury and 
special products divisions. In his 
new post, he will report directly 
to the board of directors and execu- 
tive committee. 

Other members of the policy 
board are Walker A. Williams, 
sales and advertising vice- 
president, who will serve as vice- 

(Continued wn Page 36, Col. 3) 


Lawmakers Told 
Auto Marketing 
Is On Upswing 


By William Ullman 
Washington Correspondent 
ASHINGTON. \— The auto in- 
dustry is making progress in 
solving trade problems, spokesmen 
for Chrysler Corp. and American 
Motors testified last week before 
a House subcommittee on Com- 
merce and Finance. 


William H. McGaughey, com- 


ing of new cars. 

A marked change in conditions 
and attitudes throughout the in- 
dustry has taken place since a 

(Continued on Page 4, Col. 4) 


1933 
and 


(1,891,021); 1934 
(1,493,794); 1932 
1931 (1,908,016). 


Attainment of next Saturday’s 
milestone is based on Automotive 
News estimates, drawn from reg- 
istration figures supplied by R. 
L. Polk & Co., industry statisti- 
cians. 


The Polk registration tabulators 
counted 879,190 new-car registra- 
tions in the first two months of this 
year. Projecting the partial report 
for March adds another 564,162 
units, for an estimated first-quarter 
total of 1,443,352. 


Preliminary field reports for 
April put the sales rate at 23,200 
daily. This makes No. 2,000,000 roll 
around Saturday, with the overall 
total estimated at 2,000,152 units at 
the close of business that day. 

This, in turn, makes the projected 
total 2,023,352 for the first four 
months. 


(1,888,557) ; 
(1,096,399), 


. . 
Wie ee current sales position 
gives 1956 the distinction of 
being history’s runnerup year, sec- 
ond only to 1955, the gap between 


this year’s total and last year’s 
total is rapidly widening. 


This year started out by rather 
closely paralleling 1955. At the 
end of January, with a daily 
sales pace of 16,600, this year’s 
registrations were running only 
a half-day behind the 1955 total. 
The February sales pace was 

stepped up to 17,900 units daily. 
Nevertheless, at the end of the 
month, the nation’s new-car deal- 
ers were running a bit more than 
two days behind 1955. 
March and April, however, spelled 
a big difference. Last year, regis- 
trations spurted tremendously in 
those two months. In March some 
636,534 registrations were tabu- 
lated. compared with an estimated 
564,162 for this year. 
* af e 
ave. despite an estimated daily 
Sales rate of 20,900 new cars in 
March, dealers wound up the first 
quarter trailing last year by ap- 
proximately 5% days. As noted ear- 
lier, this month—with its daily pace 
(Continued on Page 4, Col. 1) 


Top Cars 


New-car registrations for two 
months, plus eight states for 
March: 
1956 Pos. 

1—241,806 

2—195,637 

3— 97,103 

4— 81,183 

5— 77,742 

6— 61,920 

I— 43,129 

8— 33,807 

9— 23,427 
10— 17,585 
1l— 16,286 
12— 15,492 
13— 12,664 
14— 6,555 
15— 5,921 
16— 5,800 
17— 1,819 2,147—17 
18— 390 Cont’ 

11,029 Misc. 71,349 
Total All Makes 
949,295 990,868 
Further details on Page 32. 


Make 
Chev. 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Nash 
Lincoln 
Packard 
Hudson 
Imperial 


1955 Pos. 
191,864— 2 
212,851— 1 
110,181— 3 
101,677— 4 

86,542— 5 
77,406— 6 
48,276— 7 
43,511— 8 
25,063— 9 
24,471—10 
18,704—11 
15,227—12 
10,006—13 
4,475—16 
5,480—15 
5,638—14 
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Automatic Drives on 75% of Cars 


By John K. Teahen Jr. 
Staff Writer 
HEN World War II ended, 
only two auto makers—Olds- 
mobile and Cadillac—could offer 
fully automatic transmissions to 
their car-hungry customers. 

Today, less than 10 years later, 
every manufacturer has adopted 
the no-clutch principle. And in 
the first quarter of 1956, a healthy 
74.2 percent of all cars assembled 
in the U. S. were equipped with 
automatic transmissions, an 
Automotive News survey revealed 
last week. 

In the corresponding period of 
1955, automatic drive appeared on 
68.6 percent of the industry’s out- 
put. 

* * * 

—o steering and power 

brakes, both comparative new- 
comers to the auto scene, also are 
making important strides, the sur- 
vey showed. Some 27.3 percent of 
first-quarter. output was equipped 
with power steering compared to 
22.9 a year earlier. 

Power brakes, which allows a 90- 
pound girl to exert as much brak- 
ing pressure as a 250-pound man, 
showed up on 26.3 percent of first- 
quarter models, up from 22.9 per- 
cent a year ago. Acceptance of 
this feature is a bit harder to 
gauge since in many lines it is a 
dealer-installed item. 

To Oldsmobile goes the credit 
for “pioneering” the automatic 
transmission as it is known to- 
day. Oldsmobile threw away the 
clutch pedal in 1940 and opened 
the door to a new age in motor- 


ing. 

Cadillac offered Hydra-Matic in 
1941 before World War II called a 
halt to automobile production. 

* > > 


Bou and Pontiac spearheaded 
the postwar surge to automatics 
in 1948—Pontiac with Hydra-Matic 
and Buick with Dynafiow, the lat- 
ter a different means to achieve 
the same end. 

Lincoln and Packard entered 
the fold in 1949, and by 1954 
every salesman in the industry 
could demonstrate automatic 
transmissions when prospects 
came to call. 

As automatic drive progressed 


Business 
Barometer 


Auto Production — 154,222 cars, 
trucks in week vs. 211,956 year ago. 

Aluminum Output — 291,875,457 
in March vs. 260,543,479 year before. 

Business Failures — 255 in week 
vs. 204 year before. 

Department Store Sales—Down 
15 percent from year before. 

Freight Loadings — 685,397 cars 
in week, an increase of 26,180 cars 
from year before. 

Gasoline Stocks — 197,322,000 
barrels, a decline of 887,000 barrels 
in week. 

New-Car Registrations — 949,- 
295 in 1956 to date vs. 990,868 year 
before. 

New-Truck Registrations—143,- 
475 in 1956 to date vs. 128,596 year 
before. 

Oil Stocks—263,823,000 barrels, 
an increase of 1,757,000 barrels in 
week. 

Steel Output — 99.4 percent of 
capacity estimated vs. 100.9 percent 
week earlier. 

Used-Car Prices—$877 average 
in April to date vs. $873 in March. 

Wholesale Prices — 113.4 per- 
cent on 1947-49 index vs. 113.5 per- 
cent week earlier. 

ore 6 


Common Stocks 


April April 1956 
18 i High Low 


7%. 7% 8% 7% 
70% 73% 87 70% 
55% 57% 63% 55% 
44%, 45% 49%, 42% 

8% 9% 10% 8 


37.45 38.78 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


Average 











from the novelty stage to that of 
general acceptance, the next step 
was to begin making it standard 
equipment. To date, only the high- 
est-priced makes — Cadillac, Con- 
tinental, Imperial, Lincoln and 
Packard—have been able to do 
this on all models. 
* * ® 

UT four other makers have 

made this feature standard on 
one or more series. They are: 
Buick Roadmaster, Super 
Century; Chrysler New Yorker, 
DeSoto Fireflite and Oldsmobile 98. 

In addition- to the five luxury 










Air Spring for Cars— 

America will be “floating on air’ by 
1958 said L. A. McQueen, vice-president, 
General Tire & Rubber Co., in announcing 
test results of the company's air spring 
for cars. The new development, he said, 
will provide a softer, safer, quieter ride 
even over the bumpiest roads. Constructed 
primarily of rubber reinforced with Ny- 
gen, the air spring, above, is girded by 
a steel band. 


ETROIT. — At 10:10 a.m. last 

Monday (Apr.16), Board Chair- 
man Paul G. Hoffman called to 
order the annual meeting of the 
shareholders of Studebaker- 
Packard Corp. 


At 12:56 p. m., he appeared 
mighty happy to intone, “This 
meeting stands adjourned.” 
During the intervening two hours 

and 46 minutes, Hoffman had been 
labeled “an international politician” 
by a disgruntled shareholder and 
had been accused of “consorting 
with the (automotive) enemy.” 

* * x 


H= ALSO heard S-P’s president, 
James J. Nance, inform some 
200 owners of the company that 
S-P is in an “extremely difficult” 
financial position. 

All 14 directors on the company- 
nominated slate were elected de- 
spite a nomination from the floor 
of John H. Neville, Brooklyn, who 
is in the surety. bond business. 
Neville polled 312,676 votes in an 
effort to unseat Hoffman. All suc- 
cessful directors drew upwards of 
five million votes. 

The meeting played to a 
standing-room-only house in the 
executive dining room of the 
Packard plant on E. Grand Blvd. 
It was a boisterous affair with 
some 20 shareholders rising to 
tell management how to run the 
store. More than one voice was 
raised in anger. 

Nance’s remarks had a sobering 
effect. The company lost $29 mil- 
lion last year and there will be 
additional losses in the first quar- 
ter of 1956, he said. 

” * * 
NEW financing which was to 
have been negotiated early in 
the year did not materialize; he 


and | 


Stockholders Air S-P Problems 


lines, eight other makes are in the 
85-percent-or-over bracket on pro- 
duction of automatic transmissions, 
and seven of them are higher than 
they were at this time last year. 

Packard-Clipper division in- 
stalled Ultramatic Drive on 99 
percent of its first-quarter units, 
the same percentage as in 1955. 
Oldsmobile made 98.6 percent 
against 98.3 a year earlier and 
DeSoto built 98.5 percent against 
97.5. 

Buick climbed to 96 percent from 
94.2; Pontiac to 92.8 from 90.7; 
| Mercury to 90 from 85; Chrysler to 
|89 from 83.6, and Dodge to 87.6 
| from 84.1. 

* * + 

As MIGHT be expected, the 
| lower-priced makes were well 
| behind the larger models in per- 
centage of automatic transmissions 
built. 

| “Our customers necessarily are 
| more price conscious,” one of these 
|dealers explained, “and often they 
simply can’t afford the extra ex- 
pense.” 

Fleet sales also account for a 
great number of standard trans- 
mission orders in this price 
group, but dealers noted that 
more and more fleet operators 
are switching to automatics. 
Ford, Plymouth and Studebaker 
all reported sizable increases in 
production of automatic-transmis- 
sion models during the first quarter 

of 1956. 





* * * 


oa climbed from 55 percent 
to 63 percent; Plymouth jumped 
from 41.3 to 60.7 percent, and 


(Continued on Page 35, Col. 1) 





House Committee OKs 


Fallon Highway Bill 


WASHINGTON, — The House 
Public Works Committee ap- 
proved the $51% billion road 
building program last week. This 
action on the Fallon bill cleared 
the way for House passage — 
possibly this week. 

The bill calls for a 13-year 
program that would provide the 
nation with a 40,000-mile network 
of interstate highways. The 
Senate has passed a less compre- 
hensive bill. 








said, and factory sales to dealers 
thus far in 1956 have been “most 
unsatisfactory.” 


The directors and the finance 
committee are examining other 
courses of action, he said, but ex- 
plained these could not be dis- 
cussed in a public meeting. 

It was learned that one of 
these steps was the hiring of 
Irving Olds, former U. S. Steel 
Corp. board chairman, as attor- 
ney for the finance committee. 

Nance said the company is seek- 





sith 


Getting Crowded— 


The front lawn of Mercury's Metuchen (N. J.) assembly- plant serves as a storage 
lot for some of the more than 2,000 cars parked in and around the plant. A strike 
against the transport ‘company which delivers the cars to dealers has halted all 
deliveries since Apr. 2. A Mercury official said every effort will be made to keep the 
plant operating as long as possible, although there is little available parking space, | 





GM Earns $283 Million | 
On Sales of $3 Billion 


BOSTON. — General Motors 
earned $283 million on sales of 
$3,065,000,000 during the first quar- 
ter of 1956, President Harlow H. 
Curtice announced last week. 

Both figures were slightly be- 
low last year’s record levels. In 
the first quarter of 1955, earnings 
were $309 million and sales were 
$3,101,000,000. 

Speaking at a press luncheon pre- 
ceding the opening of Motorama, 
Curtice revealed that quarterly unit 
sales of cars and trucks from U. S. 
plants totalled 1,094,000, less than 
half of one percent below the cor- 
responding period a year ago. 

Canadian factory sales, he said, 
were down because of the 148-day 
strike which ended Feb. 13, but 
overseas sales were above last year. 


Worldwide GM employment was| 
put at 639,000, up 9,000 from last} 


year,.and payrolls were $760 mil- 
lion, down about one percent be- 
cause of decreased overtime. 
Curtice also announced that 
GM had gained 100,000 share- 
holders in 12 months, giving it a 
total of more than 600,000. He in- 
troduced No. 600,000—Mrs. Doro- 
thy B. Carruth, Bristol, N. H. 
Mrs. 


ing more defense business and that 
it now has not nearly the amount 
of such work warranted by “our 
size, our record of previous per- 
formance and our corporate capa- 
bilities.” 

The merger rumors that have 
been rife for months did not play 
a prominent part in the meeting. 
In answer to a question about pos- 
sibility of a merger with American 
Motors, Nance observed that such 
a juncture “would not be a solu- 


(Continued on Page 34, Col. 1) 








Mack Lauds Truck Industry— 


P. O. Peterson, right, president, Mack Trucks, Inc., presents check for $40,000 to 
Walter F. Carey, chairman, American Trucking Assns. Foundation, to finance a summer 
radio series boosting the truck industry. The broadcasts, to be carried over NBC's 
Monitor program, will acquaint the public to the vital role of trucks in America's 


economy. 


Looking on is Elliott G. Ewell, Mack vice-president. 


Carruth became the com-| 





pany’s 600,000th shareholder March 
16 when she purchased 15 shares of 
common stock, Curtice said. 
Discussing the 100,000 increase, 
Curtice pointed out that in 1918, 
when GM was 10 years old, it had 
but 2,920 shareholders. The total 
still was under 100,000 at the end 
of 20 years of operation, he said. 


Sales Increase 
As April Starts, 
Makers Report 


DETROIT. — Early reports show 
sales are mounting as April buyers 
react across the country. Some of 
the reports by factories include: 


Mercury 


Daily sales of new Mercurys dur- 
ing the first 10 days of April have 
increased 29 percent over a month 
ago and 23 percent over the last 
10 days of March, according to F. 
C. Reith Mercury general manager. 

“With the expansion of the 1956 
Mercury 
greater recognition of Mercury’s | 
performance records, new-car sales 
are showing more than the usual 
spring market increase,” Reith 
said. 

Sales of new Mercurys in the 
eight selling days from Apr. 1-10 
were at the rate of 1,248 a day, a 
total of 9,984. This compared with 
the daily rate of 1,014 in the previ- 
ous 10-day period and a month ago 
when the daily rate was 964. 


Lincoln 


Lincoln dealers sold 1,063 cars in © 
the first 10 days of April, a 23 per- * 
cent increase over the same period : 


a year ago, the company reported. 
It was the 10th consecutive 10-day 
period in which sales exceeded 
those of 1955. 

Lincoln said 
the Premiere, the more expensive 


of its two series. The company re- © 


vealed that Premiere models cur- 
rently are accounting for 85 per- 
cent of production. 


AMC of Canada 


American Motors (Canada) Ltd., 
reports that Rambler sales soared 
nearly four-fold in the company’s 
first three months of operation. In 
addition, the newly formed Cana- 
dian subsidiary of American Mo- 
tors said it built more than twice 
as many Nash, Hudson and Ram- 
bler cars in the first quarter of 
1956 as were built in the compara- 
ble period of 1955 by Nash and 
Hudson of Canada. 





Steel Boost May Hike 
°57 Cars, Curtice Says 


BOSTON. — The anticipated 
steel price increase may mean 
higher prices on 1957 automo- 
biles, General Motors President, 
Harlow H. Curtice, said last 
week. 

In Boston to attend the ‘open- 
ing of Motorama, Curtice re- 
affirmed that GM’s 1957 models 
will be introduced about Nov. 1. 
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line to 18 models and / 


its sales leader is © 
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Dealers tell me 


By John 0. Munn 





OMETIMES we fail to realize 
the psychological impact the 
nt “explosion” in our economy 
is having on automobile prospects. 
I don’t mean it has developed a 
group of shoppers. Quite the re- 
yerse is true. More people have 
more money. Our product is more 
beautiful. It offers more value than 
ever before. 

The shopping tendencies of the 
public are the result of dealer 
promotion and not the inherent 
desire of people to drive a bar- 
gain. Shoppers are not as pre- 
valent as we imagine. 

Perhaps we spend too much time 
selling one make against the other. 
Perhaps we have emphasized too 
much the technical differences of 
cars and the points of superiority 
of our own make. Such a program 
was essential years ago. 

Since then the public has become 
convinced that all automobiles are 
beautiful, that they are wonderful 
products and that all cars, today, 
will run perfectly. In fact, today 
all cars are basically the same. 

We no longer are experimenting 
between planetary, friction or 
progressive transmissions, between 
gasoline, steam or electric cars, 
aircooled versus watercooled nor 
are we debating between two-cycle 
and four-cycle engines. We must 
never, of course, dismiss the im- 
portance of engineering or design 
features of our product but rather 
keep them in the proper prospec- 
tive. 


. * + 
People Have Changed 
UT IT is not so much that our 
product has changed as that 
people to whom we sell have 
changed. It wasn’t so long ago that 
the major part of our population 
was just struggling for sustenance. 
Now the great masses have been 
elevated to an economic plateau 
where one, two or even three cars 
are readily within their reach. 
They want much more out of 
their life than bargains or gim- 
micks. They want dignity in the 
process of purchasing, particularly 
such an important and expensive 


Bell, O’Mahoney 
To Speak Before 


N. C. Convention 


RALEIGH, N.C. — Frederick J. 
Bell, NADA executive vice-presi- 
dent, will speak May 8, the closing 
day of the three-day convention of 
the North Carolina Automobile 
Dealers Assn. which opens May 6 
in Pinehurst 

The association also announced 
that Senator Joseph C. O’Mahoney, 
Wyoming Democrat, also will be a 
convention speaker. 

Members were advised that Bell 
will give a first-hand report on the 
latest developments on the legis- 
lative front in Washington. 

“Good Will in Business and Sales- 
manship” will be the subject of 
Clarence N. Walker, executive staff 
representative of Coca-Cola Co. 

The association said Walker once 
was affiliated with Wachovia Bank 
& Trust Co., Asheville, N. C. 
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item as an automobile. An automo- 
bile is a prized and wanted family 
possession which is going to be 
used and enjoyed for a long time. 

This psychological change is 
reflected in buying motives. It is 
reflected in attitude toward the 
essentialness of a car, in the 
recognition of the indispensabil- 
ity of automobiles in general. 
These psychological trends, in our 
trade, are easily recognized in the 
present manner of living. 

People live more individually, 
less in slums and more in the 
suburbs. They live more casually. 
They live more informally as ex- 
pressed through hobbies and sports 
requiring use of automobiles. They 
love adventure, which is expressed 
in travel. Eighty-Five percent of 
the vacations, and more people 
take them, are in an automobile. 

These are some of the simple 
surface evidences of how definitely, 
now, people look on life and the use 
of the automobile as inseparable. 

Life is made up of health, hap- 
piness, comfort, progress and 
action. Whether they are old or 
young, people want to live. Self 
preservation still is the first law of 
nature. More and more are coming 
to realize that only by the use of 
the automobile, life itself reaches 
its fullest development. 

” 


* * 

Spotlight on Dealers 
S°: IF WE are to take advantage 

of these psychological changes 
we can well devote some effort in 
emphasizing the benefits automo- 
biles bestow on humanity and the 
important part the dealers play in 
making automobiles available in 
all the communities in America. 

Our efforts to include selling 
to the public the importance of 
the dealer is the only factor that 
insures the continued satisfactory 
use of the automobile to all who 
purchase it. 

A program to accomplish this 
purpose recently was announced by 
the NADA with its Spring Automo- 
bile Fashion Festival, May 7 to 12. 
The program suggested is being 
undertaken in many communities. 
These final weeks will give you 
the opportunity to increase your 
energies to make it a success. It 
is not too late to start fresh. 

Kits outlining the whole program 
are available from any state or 
local association manager or from 
area chairmen. This kit contains a 
wealth of ideas, all or some of 
which are adaptable to any com- 
munity. The plan is flexible enough 
that it can be pretentious or sim- 
ple. It can require joint financial 
contributions to cover the expense 
or it can be accomplished inform- 
ally through cooperation. 

We, as a trade, are in compe- 
tition for consumer dollars with 
every other industry. Let’s take 
this occasion to sell the aufomo- 
bile in general terms. Let’s dis- 
play all these beautiful vehicles. 
Let’s emphasize the value of the 
product in terms of what it 
brings to the buyer. Let’s turn 
the spotlight dramatically upon 
the importance of the automobile 
dealer. 

A windfall benefit is that the pro- 
gram helps get automobile dealers 
together in the community. That, 
in itself, serves a worthy cause. 
When dealers get together local 
trade problems seem to melt away. 
We need such activity, now, more 
fully to benefit from the changing 
buyer psychology toward the im- 
portance of automobiles and auto- 
mobile dealers in their daily living. 


Wausau Dealers 
Stage Auto Show 


WAUSAU, Wis. — The Wausau 
Auto Dealers Assn’s two-day 
spring auto show will open next 
Friday (Apr. 27). 

All the new-car dealers will ex- 
hibit models during the display, 
according to Irvin H. Hall, presi- 
dent, Hall Garage Corp. (Dodge- 
Plymouth). 
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Abel Elected President .. . 





For Outstanding Service— 


Robert G. Mclain (Dodge-Plymouth), 
left, retiring president, Automobile Dealers 
Assn. of Indiana, Inc., presents the Her- 
man Goodin Civic Service Award to C. 
J. Maxton, president, Maxton Motors 
(Chevrolet-Buick-Pontiac-GMC), Butler, Ind. 
The award was established in 1951 to do 
annual honor to the dealer who has 
rendered outstanding service to his com- 
munity, state or country. 


Indiana Dealers Map 


Legislative 


By C. L. Kern 
Staff Correspondent 

INDIANAPOLIS. — The legisla- 
tive program of the Automobile 
Dealers Assn. of Indiana, Inc., re- 
ceived primary attention last week 
at the group’s 19th annual meeting 
here. 

Herman Schaeffer, executive 
secretary, told dealers that the 
association’s legislative commit- 
tee is studying a bill dealing with 
the licensing of manufacturers, 
dealers and salesmen. 

Another bill concerning “good- 
faith” legislation may also receive 
consideration, he said. 

Ready for submission to the 1957 
Legislature, he said, is a proposal 
making Sunday closing mandatory. 
This proposal, drawn up by the 
legislative committee, has been ap- 
proved by the board. 

State Senator John Van Nees, of 
Valparaiso, chairman of the Gen- 
eral Assembly contract committee 
investigating dealer - manufacturer 





Service Goes to Sleep... 


Shop Customer’s Diary 


By Joseph M. Callahan 
Staff Writer 
N AUTOMOTIVE executive re- 
cently visited a large Detroit 
dealership for a minor repair job 
on his four-month-old car. 

The experience was so frustrat- 
ing that he kept the following log: 

7:15 p.m. — Enter service depart- 
ment and porter tells me to pull 
into a vacant stall. Get out of car 
and look for somebody to un- 
burden my troubles to. Nobody in- 
terested. 

Notice that other drivers are 
standing by their cars, also. Man in 
parts department looks other way. 
Car enters with man in a brown 
outfit, who apparently has just 
given the vehicle a road test. He 
writes repair order for car he has 
been testing. 

7:30—He comes over to my car 
and I tell him that my electrical 
system had failed for a time earlier 
in the day. I say that there was no 
response from the starter, lights or 


Court Sets Trial 
On GM Plea to Kill 
Colo. Dealer Act 


DENVER. — A special three- 
judge Federal court has granted a 
motion by General Motors, to strike 
two defense points raised by the 
state of Colorado in a suit involving 
the constitutionality of the state’s 
factory-dealer licensing law. 

Circuit Judge John C. Pickett 
and District Judges Lee Knous 
and Jean S. Breitenstein heard 
arguments on the motion in the 
Federal Building here. Trial date 
on the suit was set for May 18. 

GM is plaintiff in the suit, filed 
last Oct. 28, in Denver Federal 
District court. Enforcement of the 
law, considered one of the most 
stringent now on the books, has 
been suspended pending resolution 
of the suit. 

Joseph G. Hodges, Denver attor- 
ney representing GM, contended 
that the law is “unconstitutional in 
all respects.” He asked that it be 
declared null and void. 


Provisions of the statute prevent 
car manufacturers from cancelling 
a dealer’s franchise without a 
court order, and miake it a crime to 
require any dealer to order parts, 
accessories or accept delivery of 
motor vehicles under pressure from 
a manufacturer. 

State Attorney Fred M. Winner 
said that if GM’s motion is upheld 
by the three judges, the state will 
appeal directly to the U. S. Supreme 
Court. If the motion is denied, the 
case then would be scheduled for 
trial by the three-judge court. 





horn, but that after a push, the 
electrical system resumed normal 


operation. 
* * * 


| service salesman doesn’t say 
much, writes some things on 
the repair order and asks me to 
sign it. He asks me if I want to 
wait. I say yes and he walks away. 

There was no place to sit in the 
shop and it was rather chilly. 
The porter tells me I can wait in 
the showroom, where I notice 
several prospects getting alert 
attention—in strong contrast to 
the situation in the back-shop. 

While perusing a four-month-old 
copy of the Detroit Athletic Club 
News, I wonder how I'll know when 
the car is ready. 

8:05— I ask the telephone opera- 
tor to check with the shop regard- 
ing my car. She reports that the 
car is being road-tested, which will 
probably take 30 to 45 minutes. 

* oa * 


NEARBY salesman comments 
amiably, “Well, she’s running 

anyway.” I point out that she was 
running when I came in. 

8:35—Walk into shop and notice 
that my hood is up and that the 
trouble light is inside. But there’s 
no mechanic in sight. Return to 
showroom. 

8:50—Return to shop. Mechanic 
says battery is being charged and 
that he can’t tell what’s wrong un- 
til battery is brought up to charge. 

Ask porter to direct me to lava- 
tory, which turns out to be very 
dirty and untidy. Change mind. 
Call wife to report that my return 
is indefinite. Phone is greasy. 

9:15—Salesmen turn out show- 
room lights but they tell me I can 
stay. 

9:30—On returning to shop, I 

(Continued on Page 4, Col. 2) 


Campaign 


relations, warned dealers that the 
tension between themselves and 
manufacturers is developing into a 
condition which, if ignored, could 
affect the national economy. 

“We are going to have to dis- 
courage certain practices on the 
part of big business or we are 
going to see a radical change in 
our economic picture,” Van Nees 
said. 

“There was a time when free 
competition took care of such mat- 
ters. But now that situation has 
been reversed and at the present I 

believe that free competition or 
enterprise is nonexistent. The situa- 
tion has developed to the point 
where it is a struggle between big 
business and the little business 
man.” 

He warned the association that 
legislation often fails to solve the 
problem. He referred especially to 
the proposed license law, pointing 
out that it tends to “put a fence 
around the automobile group and 
limit competition.” 

Some dealers in other states are 
unhappy with the license law be- 
cause it is almost impossible to 
enforce, he said. Van Nees said 
that government regulation is not 
a happy solution but did say that 
“good-faith” legislation might go a 
long way in easing dealer-manu- 
facturer relations. 

The proposed Sunday closing 
law has the backing of an over- 
whelming majority of members 
of ADAI and of local associa- 
tions. Sunday closing is carried 
out now in several cities and 
most new-car dealers currently 
observe Sunday closing in In- 
dianapolis. 

Paul Abel, Muncie Buick dealer, 
was elected president of the associ- 
ation. He succeeds Robert G. Mc- 
Lain, Anderson Dodge dealer. Other 
officers for 1956 include John Earn- 
shaw (Ford), Greencastle, and 
Harry Adams (Pontiac), Terre 
Haute, vice-presidents; Verlin 
Brown (Chrysler), Richmond, 
treasurer, and Richard M. Smith 
(Pontiac), Chesterton, recording 
secretary. 

New members elected to the 
board for three years include Earn- 
shaw; David Clapp (Dodge), Madi- 
son, and William Dorner (Chevro- 
let), Frankfort. Godfrey Harrison 
(Ford), Columbus, was elected to 
fill a one-year term. 

McLain was reelected to the 
board as a director-at-large, as was 
Joseph E. O’Daniel (Oldsmobile), 

(Continued on Page 35, Col. 1) 


Wiles to Address 
Dealers in N. M. 


ALBUQUERQUE, N. M. — Ivan 
L. Wiles, GM’s new executive vice- 
president for dealer relations, will 
speak May 4 before the New 
Mexico Automotive Dealers Assn. 
at the La Fonda Hotel, Santa Fe, 
N. M. 


On the House .. . 


In disposing of an outstanding balance on a 
tradein to a finance company or bank, dealers are 
cautioned by the Chicago association not to pay 
off the balance but, on the contrary, to have the 
transaction represent a purchase and an assign- 
ment of the paper from the finance company to 
the dealer. Thus, the dealer can avoid possible 
intervening liens on, or rights.of third parties to 


the tradein, which may have intervened ... 
Secretary George Benjamin reports that the 
Arkansas dealer association’s office has been 


moved to 201 8. 


Chester, Little Rock . . . Travis 


Brem, Chevrolet dealer in Deming, has filed can- 

didacy for New Mexico state representative pri- 

mary ... Buffalo dealers will stage annual banquet May 14... 
Dealers are warned by the San Francisco association that, attrac- 
tive as the General Motors’ dealer insurance plan is, it should not 
replace any existing insurance held by the dealer without competent 


advice . 


. . Florida association has added four new members. 


Pere WeMuHorr, Editor, 
Automotive News 
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°S5 Breakdowns 9% Above ’54... 


50 Million Needed Road Service 


WASHINGTON, — The nation’s 
motorists had 60,180,000 automo- 


down, AAA said, Despite extensive 
use of tubeless tires, the AAA said 


bile breakdowns last year because/ tire were responsible last 
of flat tires, dead batteries, elec- r for 24.85 percent of all auto 
trical troubles and forgetful driv-| breakdowns, There were 847,000 


the American Automobile Assn. 
en ted last week, There were 
ercent more cars than in 1964, 
reakdowns increased 9.06 per- 
cent, the AAA said, 


estimate was based upon a | and represents 


more flat tires in 1955 than in 1964, 

Battery and electrical troubles 
again took second place with an 
estimated 12,018,000 calls for help. 
This was 6.81 percent above 10954, 
97 percent of mo- 


from some |torists’ automotive woes, the 


Fioo0 garages furnishing 


road service to AAA mem- 


Tire trouble—12,460,000 cases of 
it—was the leading cause of break- 


NADA Set to 


emer- | said, I 


ition trouble resulted in 
6,363, calls for aid, or 12.69 per- 
cent of the total. 

The AAA olassified the remain- 
ing 28.49 peroent of distress calls 


Open Series 


Of Dealer Workshops 


rus FIRST NADA-sponsored 

working conference for new-car 
dealers in the Northeast will be 
launched Friday (Apr. 27) at the 
Hotel Roosevelt in New York City. 

Attendance at the event will be 
will be noceptad Fy 

on a firs e- 
first-served 8. 

The conference constitutes a pro- 
gram of self-education for auto 
retailers. NADA feels that dealers 
are going to exchange tested solu- 
tions to each other’s problems with 
level-headed thinking and close 


Car Sales to Hit 
2 Million by End 
Of 4 Months 


(Continued from Page 1) 

of 28,200—will end with dealers 

running 10 days behind last year. 
Record that 1966 and 





6 show 
1965 are the only two in 
which more than regis- 
trations were recorded in the 
first four months. 

The best showing previously was 
the 1,888,475 new-car registrations 
recorded in the January-April pe- 
riod of 1951, when sales were stimu- 
lated by the Korean situation. 

+ * * 

uTomotive News’ index of whole- 

sale used-car prices showed a 
mild recovery last week, with the 
overall avecnee ys gaining $1 to 
level out at . Although it had 
dropped $10 in the previous week, 
it is still $16 higher than it was 
three months ago. 

Only three individual models on 
the index lost ground last week. 
The price of '49s went down 82 to 
6182; 53s fell $8 to $757, and '5és 
dropped 824 to $2,261. 

All other prices advanced, as fol- 
lows: ‘65s, up $24 to $1,624; ‘54s, up 


$9 to $1,184; ‘62s, up $4 to $490; ‘50s, 
SPaot* to $234, and ‘Sis, up $2 to 





Millionth 1986 Ford— 


R. €, Armour, manager of Ferd divi- 
sion's Long Beach (Callf.) assembly plant, 
points the final zero on the windshield 
of the millionth 1986 Ford car, a Pair- 
lane Victoria hardtop. Walter J. Cooper, 
Los Angeles district sales manager, gives 
Armow an assist by holding the paint. 


contact, Based on results of sur- 
veys conducted in the Northeas 
the meeting will be built aroun 
topics which are uppermost in the 
minds of dealers there. 

7 * * 
REDERICK J. BELL, executive 
vice-president of NADA, will 

open the day’s slate with a com- 
prehensive report of the recent 
Senate hearings which have been 
of vital interest to the industry. 


Bell, who has 56 headed 

NADA’s fight for fair treatment 

for deal will discuss the 

effects the Washington hearings 

Zeaheochip ‘tn, tan Soper, Wine. 
e 

works in Washington.” 


Problems of organized represent- 
ative groups and first-hand reports 
of what happens to dealers in a 
highly unionized community will be 
covered by John J, Fitsgeraild, Dan- 
bury, Conn., and A. C. Hine, Hart- 
ford, Conn. 


What to do about disruptive 
“wheeling and dealing” will be the 
subject of one session. Profit 
through controlling dealership ex- 
penses will be highlighted. A panel 
will be headed by Edwin L. Sholz 
White Plains, N. ¥. Other panel 
members include Walter W. Still- 
man, Englewood, N. J.; Edward 
Sahli, Beaver Fails, Pa., and A. A. 
Lally, New York City. 

o * + 

OHN E. BINNS, formerly execu- 

tive assistant to the president 
of the American Management Assn., 
now with NADA, is directing the 
conference procedures. Binns em- 
phasized that the key principal in 
this program is the “development 
of dealer skills for themselves by 
themselves.” 


Other meetings are scheduled 
for Cincinnati, May 11; Chicago, 
May 28, and San Francisco, June 6. 


Service Asleep 
Is Theme of 
A Shop Diary 


(Continued from Page 3) 


note that a battery charger is near 
my car but that it is disconnected. 
Mechanic is visiting with porter at 
the other end of the shop. 


£ ASKED the service salesman 
what he can tell me about my 
car. He says the battery is being 
charged, then expressed surprise 
when I tell him charger is not con- 
nected. He calls the mechanic from 
his conversation. The mechanic 
also expresses surprise when told 
charger is disconnected. He re- 
turns to the car and I take a seat, 
again. 

6:50—Again I check with service 
salesman and he says that the me- 
chanic is writing the repair order. 
I point out that mechanic is again 
conversing with the porter. Me- 
chanic says bill is already written. 

Parts partment man gives 
me bill which reads, “85 charge 
for ee battery, loose wire 
and regulator.” 


0:55—Two hours and 40 minutes 
after arriving, I drive out of deal- 
ership, wondering (1) if trouble is 
really corrected and (2) what the 
trouble was. 
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and towing. 

There were 38,454,000 unclassified 
calls for help, The AAA said these 
represented such instances as tak- 
ing a member's wife to the hospital 
ust ahead of the stork; the mem- 
er who called for emergency road 
service for himself, not his car, 
when he arrived in Washington 
without funds for a taxi to his 
home; removing a strange sound 
(and a cat) from under the hood 
of a feminine member's car, and 
similar miscellaneous misadven- 
tures, 

During the year, 1,900,000 motor- 
ists ran out of gas, usually in 
heavy traffic or far from a station. 
Also, 772,000 motorists lost their 
keys or locked them inside the car, 
with the result that a locksmith 
had to give first aid. 


Humphreys Sees 
Top Profit Year 
For U. S. Rubber 


DETROIT.—Net profit for United 
States Rubber Co, will set a record 
during this year despite a 10 per- 
cent decline—from $9,940,000 in 
1955 to about $9 million—during the 
firat quarter, according to H. B. 
Humphreys jr., board chairman. 

He estimated a record $230 mil- 
lion sales during the first quarter 
of 1956, compared with $225 million 
last year. 

“Despite the fact that auto pro- 
duction probably will be less than 
first estimated,” Humphreys said 
the firm looked for '56 sales to 
nudge close to $1 billion. It was a 
record $925,539,000 in 1955, 

He looks for increased business 
in April and thinks profit will top 
April of 1955 and enable profit for 
the first four months of 1956 to 
equal 1955's. 

Humphreys said that 24 new 
ee developed since World 

ar II have reached a sales level 
of $1 million per year. Among them 
are elastic vinyl upholstery, crash 
pads and polyester resins. 





Akron Dealers Open 
55-Day Safety Check 
County have, pened a Seng 

un ve open a 
safety-check drive with a goal of 
inspecting 75,000 cars, trucks and 
buses. It is sponsored by the 
Akron Automobile Dealers Assn., 
the Chamber of Commerce and 
Associated Garages, Inc, 

Some 150 dealerships and gar- 
ages throughout the county are 
inspecting without cost any mo- 
tor veh for safety. Tests cover 
lights, brakes, steering, horn 
es view mirror, etc, Oars 

“okay” stickers will be 
allowed to bypass the compulsory 
police brake test lanes. Police 
started the drive by putting de- 
partment cars through the in- 
spection mill first. 
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A Richard Arbib Creation— 


1956 
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Automobile Breakdowns 
1964 
Type Service Calls t Calls Percent ge 
a 12,460,000 24.85 11,618,000 25.26 «= + 7.20% 
TOME miss 12,018,000 98.97 11,808,000 24.50 6.31% 
ea 12.69 5,825,000 ‘12.67 9.24% 
pharma 6.50 3,145,000 6.84 8.62% 
eine 2,477,000 404 2,881,000 5.18 4.08% 
Wrecker ................ 2,111,000 421 1,884,000 8.90 15.10% 
Out Of GAB... 1,900,000 3.79 1,756,000 3.82 8.20% 
= — ie ae hee 
seeeneeeneeesees 1 , 

> 5 llama 938,000 1.87 888,000 1.18 78.08% 

Look ar 
ec hnalanas oan, 1.08 487,000 ~—s-1.06 11.29% 
Penne eben eee eneneeeeneD 506, 1.01 515,000 1.12 —= 1.715% 
All others ............« 8,454,000 6.80 2,887,000 628 +10.4% 
TOTALS oo... 60,180,000 100 48,072,000 100 + 0.06% 





Makers Tell House Quiz: 


Marketing on Upswing 


(Continued from Page 1) 


Senate investigation of bootlegging 
and other unethical sales practices 


earlier this year, McGaughey said.) 
* * * 


C L. JACOBSON, sales vice- 
* president of Chrysler Corp., 
told the subcommittee that the 
auto companies voluntarily are 
making considerable progress in 
various areas of their business for 
which legislation is being consid- 
ered. 

Meantime, Washington observ- 
ers believe there is no longer any 
hope for passage of the anti- 
bootlegging, phantom freight or 
territory-security measures. 
Congressional! interest has 

switched to a fourth measure, the 














Rocket-Like Car 
To Be Unveiled 
At N. Y. Exhibit 


NEW YORK.—A “time and space 
car,” designed and custom-built by 
Richard Arbib, industrial designer, 
will be one of the features at the | 
International Automobile Show) 
(Apr. 28-May 6) in the New York) 
Coliseum, 

The tiny white and silver all-| 
aluminum craft, called Astra- 
Gnome,” was created to test public 
reaction to styling derived from | 
astronomical and space travel) 
forms, Arbib said. 

Completely without doors, the) 
Gnome is entered by raising a 
plexiglas bubble-shaped dome, As) 
the top rises, running boards are| 
extended and passengers walk into | 
the car in standing position. Two) 
swivel seats and the circular in-| 
terior allow vision in all directions. 

Utilizing an American Motors) 
Metropolitan chassis, the Gnome is 
165 inches long, 53 inches high and) 
72 inches wide. Weighing approxi- | 
mately 2,000 pounds, it is powered | 
by a modified Metropolitan A-40 
four-cylinder engine. 

Arbib, who designed the Packard 
Pan-American in 1952, states that 
“in spite of the advanced nature of 
the Astra-Gnome’s styling, it is a 
car that, with very few changes, 
could be mass produced in the near 
future.” 





“Time and Space Car’ Is the title given to this rocket-like vehicle to be shown at 


the International Automobile Show which 


epens Saturday (April 28) in New York. 


Richard Arbib, industrial designer, styled the all-aluminum car specifically to test 
public reaction to design inspired by astronomical and space travel forms. Arbib 
says ‘the car could be mass produced in the near future." 


Bennett-Payne bill under which 
dealers rather than factories would 
issue warranties, 
* * 7 

QGanaton Wallace Bennett who, 

like Payne is a former Ford 
dealer, appeared before the Klein 
subcommittee on behalf of this 
measure. 

Arthur Klein, New York Re- 
publican, chairman of the House 
subcommittee, indicated support 
of this bill and there was specu- 
lation that he might introduce 
a companion bill in the House. 
In the Senate, Bennett has se- 
cured 13 co-sponsors. Under the 
Bennett-Payne bill, factories would 
designate dealers to issue warran- 
ties covering specified service obli- 
gations and would permit factories 
to reimburse dealers on certain 
new-car services, 

* * 7 

HE measure also would hold 

factories liable for any false 
or misleading advertising sponsored 
by factories or dealers. FTC would 
enforce both the anti-bootlegging 
and advertising provisions. 

Teeth of the bill: In return for 
issuing and fulfilling a warranty, 
a dealer would receive a specified 
portion of the new-car discount. 
Thus, a retailer could not get 
his full discount until he followed 
up with after-sale service. On cars 
a dealer bootlegged he'd lose part 
of his profit. 

Cs] * ° 

ACOBSON questiéned the neces- 

sity of antibootlegging legisla- 
tion but said Chrysler could go 
either way on legislation to allow 
exclusive sales territories. He 
pointed out, however, that the Mon- 
roney questionnaire showed dealers 
are divided about 50-50 on this 
question. 

McGaughey also opposed legis- 
lation to curb bootlegging, phan- 
tom freight and territory security. 

In speaking of changed condi- 
tions, McGaughey said: 

“Some observers believe that this 
change is attributable to a search- 
ing reappraisal by both the fac- 
tories and the dealers of policies 
and practices that had developed 
in the past several years, and in 
significant efforts made in recent 
weeks to correct through volun- 
tary measures the deterioration in 
the market place.” 


Take a Bow 
Store Lauds Courage 
Of Dealers 

SAN DIEGO, Calif. — Walker 
Scott Co., a local department store, 
in a newspaper ad lauded the “wis- 
dom and courage” of the Motor Car 
Dealers Assn. of San Diego County 
in closing Sundays. 


“Take a Bow .. .” the ad copy 
read. “We here at Walker Scott say 


_|‘thank you’ and applaud heartily 


. . » We, too, believe in the age-old 
acceptance of the Sabbath as a day 


e of rest and devotion to church, 


home, family and that these values 
have a special place of importance 
in the community.” 

The dealers announced that they 
will be open until 9 p.m. Monday 
through Friday and until 6 p.m. on 
Saturday. 
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| COULD THIS FREE TRAINING 
: | HELP YOUR SALESMEN SELL? 













You bet it could. It’s been sales-proved in hundreds of dealerships. Jt’s equivalent to years of 


io 

* 

°o 

+d 

: on-the-floor sales training! It’s yours for a phone call. 

8 

. Your Associates representative will arrange for a complete presentation of the ‘‘Controlling Time Sales” 

program that shows your salesmen how to close more sales and produce more sales with a better 

understanding of financing and insurance. It’s practical, proved, working instruction ... loaded with 

8 

a answers to buyer questions, packed with sales ideas and technique. It’s a revelation for 

» F 

. ‘ new salesmen and a sales-starting refresher for old hands. 

i As specialists in time sales financing, we’ve developed the “‘Controlling Time Sales’’ program as 


one of our many dealer helps. We’ll present it in your showroom or wherever you say. 


And is there any better time than now? Call on us. 


Sea AON IAC LICE TEL 


The Old Sige Aiyfe... 


“When you can get an expert to 
give you his knowledge—grab itl" 


Searles 









(The Old Sage is a composite of all the Associates Investment Company 
evecessful dealers we've known in over Associates Discount Corporation 
© Hird of o century th the field) Emmco Insurance Company 

South Bend, Indiana 
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rush into a suspension of thej|ington because of the press of 


Meany Summons AFL-CIO Council. . . 





Teamster Fate Subject of Parley 


By Joseph M. Callahan 
Staff Writer 

A SPECIAL meeting of the AFL- 

CIO’s 29-man Executive Coun- 
cil will be held next week (May 1) 
to determine whether George 
Meany, AFL-CIO president, or 
James R. Hoffa, a Teamster Union 
vice-president, is running the AFL- 
CIO. 

At this meeting it 
will be decided 
whether the Team- 
sters are violating 
the AFL-CIO consti- 
tution by continuing 
their mutual assist- 

ance pact with the International 
Assn. of Longshoremen—a union 
kicked out of the AFL in 1953 on 
charges of corruption. 

Meany contends the Teamsters 
are violating the constitution and 
has threatened expulsion of the 
Teamsters — the largest single 
union in the united labor move- 
ment. 


at which an unsuccessful attempt 
to settle the matter was made, 
Dave Beck, teamster president de- 
clared: 

“My position was no different 
than it has been. The Teamsters 
have a working agreement with the 
Longshoremen that is not in con- 
flict with the constitution. We de- 
cided it was best to let the whole 
thing go to the Executive Council.” 


* * * 


Call Teamsters Parley 


| yee immediately summoned 
Teamster leaders from all over 
the nation to Washington to decide 
whether to go allout in defying the 
AFL-CIO, or to compromise. 
While it was Beck who had to 
face Meany and the Teamster 
vice-presidents, it is well known 
that he was fighting in behalf of 
the amazingly powerful Hoffa, 
architect of the Teamster-ILA 
alliance. 
In Detroit last week, Hoffa said 


Following a meeting with Meany, | he’d favor pulling out of the AFL- 


CIO rather than ditch the Long- 
shoremen. 

Hoffa suffered a major setback 
several weeks ago when the Team- 
ster executive board decided to 
scuttle his announced plan to lend 
$400,000 to the ILA. 

Hoffa, who is chairman of the 
Teamsters’ central conference, has 
steadfastly maintained the Team- 
sters need the Longshoremen to 
complete their jurisdiction from 
“the sea to the doorstep.” 

* ~ * 


Beck Denies Tie 


) nny prior to the Hawaii meet- 
ing at which the ILA loan was 
abondoned, professed that he knew 
nothing of Hoffa’s proposed loan, 
although it was subsequently re- 
vealed that Einar Mohn, a leading 
Beck aide, signed the agreement. 

While it is quite certain that 
President Meany is supported by a 
majority of the Executive Council, 
it is possible that many of the 
board members will be reluctant to 


Teamsters. 

Suspension might be chaotic. 
The Teamsters have organizing 
agreements with several of the 
AFL-CIO unions, and Teamster 
jurisdiction touches scores of 
others. 

Meany is believed to be basing 
his case on a clause in the con- 
stitution which provides that no 
organization suspended or expelled 
by the AFL or the CIO shall be 
allowed representation or recogni- 
tion in the federation, or in any in- 
ternational union affiliated with the 
federation. 

Aside from the constitutional 
issue, the practical situation is that 
the federation is trying to organ- 
ize longshoremen through the 
International Brotherhood of Long- 
shoremen — a union in strong 
opposition to the ILA. 


* * * 


Ike Passes UAW Rally 
EANWHILE, President Eisen- 
hower notified Walter Reuther, 

president of the United Autc 

Workers, that he would be unable 

to attend the union’s national edu- 

cation rally, Apr. 20-24, in Wash- 









. 


Right under his nose 
but does he see it? 


tanley Hall, 


Markel-O’ Connell Motor Company, 
; saw it and made a tire sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 
They'll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 


ONLY SOCONY MOBIL 
OFFERS ALL THREE: 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 





One thing Stanley learned from 


Socony Mobil’s Training Program 


was the importance of noticing 


worn or damaged parts—pointing 


out the need to the customer. 

Replacing this unsafe tire made 
the customer happy. . 
absorption ratio for Markel- 
O’Connell Motor Company! 


® America’s Favorites—Mobilgas and Mobiloil 
® World's Greatest Lubrication Experience 


® Exclusive “‘On-the-Job” Training 


. increased 





duties. 

The UAW conclave, billed by 
its sponsors as one of the biggest 
lobbying operations ever seen in 
the capital, includes a breakfast 
for the 3,000 delegates and all 
their congressmen. 

Also attending the rally are two 
Democratic presidential hopefuls, 
Adlai Stevenson and Senator Estes 
Kefauver, and Republican Senators 
William Knowland, of California, 
and Carl Curtis, of Nebraska. 

The conference program in- 
cluded an opening speech by Nor- 
man Matthews, a UAW vice- 
president, who reviewed the UAW’s 
20-year history. 

+ * 


Canada Talks Start 


At TORONTO, contract negotia- 
tions for 10,700 Ford of Canada 
employes have opened, with the 
union “asking for considerable 
amendments to present contract 
clauses and a substantial monetary 
package. 

Involved are Ford’s Oakville 
assembly plant with 4,150 
workers, the Windsor plant with 
6,500 employes and the 81 per- 
sons at the parts depot in Eto- 
bicoke. 

In Seattle, the Western Confer- 
ence of Teamsters has embarked 
on a unique goodwill program by 
cosponsoring (with a meat-packer) 
the telecasting of 108 baseball 
games featuring the Seattle Rain- 
iers. 

Conference President Frank W. 
Brewster said the commercials will 
be “strictly on a community serv- 
ice level.” He said all civic and 
charitable agencies will be invited 
to air their appeals during five 
one-minute spot announcements. 

* * + 


Picket Chicago Outlets 


O*V THE dealership front, Local 
705 of the Truck Drivers, 
Chauffeurs and Helpers Union be- 
gan picketing two Chicago dealer- 
ships, Burke Motors (Ford) and 
Horn Motor Sales (Oldsmobile). 

According to the union, the 
picketing followed a union request 
that negotiations begin Apr. 3. 
Horn Motor Sales recently lost a 
representation election to the union. 

In Detroit, Local 376 of the 
Salesmen’s Union recently won 
an election at Gib Bergstrom, 
Inc. (Ford). The Michigan State 
Labor Mediation Board sponsored 
the election; the vote was 20-11. 
The union challengéd seven votes 
and the company challenged two. 

In Port Huron, Mich., Local 339 
of the Teamsters Union has asked 
the state board to conduct an elec- 
tion at Russ Dawson Sales & Serv- 
ice (Ford). 


The longtime picketing of Valley 
Motor Co. (Ford) of Salem, Ore., 
has ended and the company has 
signed a contract with the Ma- 
chinists Union. Picketing continues 
at Loder Bros. (Oldsmobile) and 
Capital Chevrolet Co. in Salem. 





Pontiac Moving 
To Reestablish 


Dealer Council 


PONTIAC. — Pontiac is taking 
steps to reestablish its dealer-coun- 
cil program, according to Frank 
V. Bridge, general sales manager. 

Dealers will elect their own rep- 
resentatives and council meetings 
will be held on zone, regional and 
national levels, Bridge wrote Pon- 
tiac dealers last week. 


At the meetings, to be conducted 
by dealer representatives, problems 
and questions of mutual interest to 
the majority of the dealers will be 
presented, it was stated. Pontiac 
will endeavor to find solutions and 
provide answers beneficial to the 
dealers and workable for the fac- 
tory, Bridge’s letter said. 

Zone-level meetings will be at- 
tended by two dealer representa- 
tives from each district; regional 
council meetings will be attended 
by two dealer representatives from 
each zone, and the national council 
meeting will be attended by two 
dealers from each of Pontiac’s six 
regions. 

Dual representation from each 
geographical division will enable 
both the large and small dealers to 
be represented, Bridge said. 
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A CHANGING AMERICA — families and cars 


and the leisure to enjoy both 





... reluctant boy meets new miracle vaccine 


Why LOOK gained more 
circulation in 1955 than LIFE 
and the POST combined 





Last year people responded to the warmth of LOOK as never before. 
LOOK’s net paid circulation increased 196.198 over 1954—41,467 more 


than the combined increases of Life and the Post. 


Is LOOK’s 1955 gain unusual? Not in the least. Each year, for ten straight 
years, LOOK has gained circulation. During the postwar decade 
LOOK gained 1,727,247—again more than Life and the Post combined. 


These figures point to this fact: LOOK appeals to people because it is built 
upon their own vital interests: family, fashion, religion, human 
understanding, the great political and social events that touch on their lives. 
A President’s heart attack. Desegregation. Crisis in the schools. 

Look inside of LOOK and you will find a mirror of America—reflecting a 
changing people, a vigorous people, a thoughtful people. 


That is what we mean when we say LOOK is the exciting story of people, 
an ever-changing story told with warmth, understanding and wonder. 
And it is the people’s recognition of these qualities that has given LOOK 


both its growth and its greatness. 





—the exciting story of people 


Py 


...@ great spiritual reawakening 






LOOK attracts more readers per copy than any other 
large circulation magazine. 


Each issue of LOOK is read by 19,500,000 readers— 
constituting one of America’s great market places. 
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But He Admits Low Profits .. . 


Chrysler Dealers Set 
For Spring—Colbert 


DETROIT. — Chrysler Corp. 
President L. L. Colbert reported 
last week that the company’s 
dealers are in good inventory shape 
“to sell effectively” in the spring 
market, owing to a _ production 
rate below first-quarter sales. 

But he admitted at the Chrysler 
annual meeting that is “going to 
take years to build up our dealers 
to the point where they are com- 
petitive with General Motors 
dealers.” 

Asked by a woman stockholder 
how the Chrysler Corp. dealers 
are faring profit-wise, Colbert de- 
clared: 

“The dealers are not making 
as much profit as they would like 
to make, and neither are we.” 

Disclosing plans for a _ record- 
setting 1956 expansion outlay, Col- 
bert said first-quarter earnings 
would fall below the $34,504,730 
net profit of the initial 1955 quarter. 
He attributed the drop to produc- 
tion cutbacks and “considerably 
greater costs of selling im an in- 
creasingly intensive competitive 
market.” 

The Chrysler president estimated 
that plant expansion and improve- 
ments would amount to between 
$150 million and $160 million this 
year, compared to $137.5 million last 
year and $55.7 million in 1954. 

The 1956 expenditures are part of 
a multimillion-dollar expansion pro- 
gram announced last year. Princi- 
pal projects for 1956 are the build- 
ing of a new stamping plant at 
Twinsburg, O., and the conversion 
of the Delaware tank plant into 
a Plymouth assembly plant. Both 
plants will be completed in 1957. 

Shareholders elected 21 directors, 
approved a stock-purchase pro- 
gram for employes and voted to 
unify the company’s pension pro- 
gram. 
K. T. Keller, board chairman, 
who announced several weeks ago 


he would withdraw from active 
management of the company, re- 
tired as a director. He will hence- 
forth serve as a consultant. 

Also retiring as directors were 
Walter P. Chrysler jr., who is with- 
drawing from active business, and 
A. vanderZee, who will continue 
his association with the corpora- 
tion on special assignment, 

The new directors are: Jack F. 
Chrysler, a member of the New 
York and American stock ex- 
changes and son of the late Walter 
P. Chrysler, founder of the corpo- 
ration; C. L. Jacobson, sales vice- 
president of Chrysler Corp., and 
L. I. Woolson, president of DeSoto. 

Reelected directors were: James 
C. Brady, Waddill Catchings, L. L. 
Colbert, Joseph M. Dodge, Byron 
C. Foy, W. Alton Jones, Nicholas 
Kelley, John P. Mansfield, Neil 
McElroy, R. E. McNeill jr., F. W. 
Misch, W. C. Newberg, E. C. Quinn, 
Carl J. Snyder, C. B. Thomas, Juan 
T. Trippe, L. A. Van Bomel and 
James C. Zeder. 

Under the stock purchase plan, 
more than 16,000 salaried em- 
ployes of the corporation and its 
subsidiaries are initially eligible 
to invest in the company. Ex- 
cluded from the plan, which it is 
anticipated will be put into effect 
June 1, 1956, are directors of the 
corporation and employes who 


participate in the company’s sup- 

plemental unemployment benefit 

plan or receive compensation in 
lieu of such unemployment bene- 
fits. 

Shareholders also voted to con- 
solidate into the corporation’s pen- 
sion and retirement program the 
separate programs covering em- 
ployes of Briggs Mfg. Co. and Uni- 
versal Products Co. plants acquired 
by Chrysler within the past three 
years. 


N.Y. Vows End 1 
Of Price Packs 


°57-Model Target Date” 
Picked by GM Dealers | 
NEW YORK.— Although terming! 
the price pack morally and ethie! 
ally undesirable, a group of Gene 
Motors dealers in this area ha 
decided it would be better to w: 
until the industry is willing to ma 

on the subject—preferably at introw 
duction of 1957 models — before 
taking the bull by the horns them 
selves. 

This unofficial group of GM 
dealers, of all four lines, (Cadillag’ 
has never used the practice in thig 
area) met in an effort to cut acrosg 
the confusion arising within the 
industry in other sections of the’ 


= | country when concerted action hag’ 


Ohio Board Postpones Hearing— 


K. C. Womack, Cincinnati Chevrolet assistant zone manager, G. J. Metzger, zone 
manager, and Reger Dean (Chevrolet), Bexley, O. (left to right) attentively listen dur- 
ing a hearing on charges against Dean before the Ohio Dealers’ and Salesmen's 
Licensing Board. The board granted Dean a postponement of at least four weeks 


to prepare a case and file briefs. 


Ohio Board Delays Hearing 
On Charges Against Dean 


COLUMBUS, O. — The Ohio 
Dealers’ and Salesmen’s Licensing 
Board has given Roger Dean 
(Chevrolet) a postponement of at 
least four weeks to meet charges 
filed against him by the local 
Better Business Bureau. 

Violations of two state codes 
and a rule of the board are 
alleged. The code outlaws 
“fraudulent act in selling or deal- 
ing” and “altering or forging 
forms.” The rule requires a cus- 
tomer be given a completely 
filed-in purchase order at time 
of sale. 


Spring Blitz Right on Schedule 


By John K. Teahen Jr. 
Staff Writer 


IN APRIL comes, can the 
spring blitz be far behind? In 


c Cincinnati, Montgomery, Ala., and 


other spots across the nation, the 
two seem to go hand in hand. 


Three Cincinnati dealers were 
determined to outblitz each other. 
Queen City Chevrolet spoke of re- 
ceiving “formal orders” to sell 
213 new cars in a 30-hour period. 
It advertised a “warehouse clear- 
ance sale.” 

Superior Chevrolet also admitted 
it was overstocked, but apparently 
the malady was not so bad as at 
Queen City. The company said 
“160 cars must go this week in 
Superior’s April blitz.” 

* + * 
Se CAMORs Motors, Inc., (Dodge- 

Plymouth) turned benevolent. It 
advertised 131 new cars and an- 
nounced, “If we can see one penny 
profit, we will trade today.” 


In Montgomery, Capitol Chev- 
rolet, Inc., needed a two-page ad 
to p “The die is cast— 
300 sales in April is a great big 
must.” 

Explaining its merchandis- 
ing theories, Capitol declared that 
in 1953, after 36 years in business, 

the company “charted a new course 
to meet the changing times .. . and 
decided upon a complete novel ap- 
proach to automobile sales and 
service for this area: Volume sales 
at low profit.” 

Capitol insisted that in three 
years of volume dealing, it had 
“remained steadfast and firm in its 
policies of fair dealing, honest ad- 
vertising and forthright, hard-hit- 
ting salesmanship.” 


* * * 


| gd NEW YORK, Nash Broadway 
offered a Rambler station wagon 
for $56.58 a month. On the same 
page, Ralph Horgan, Inc., (Ford), 
played his company’s sales sonata 
of “a ’56 Ford for $56 a month.” 


Also in Gotham, Charles Kreis- 





ler, Inc., (Oldsmobile) told of its 
“one-stop shopping center” where 
customers can buy, rent or lease 
the 56 Oldsmobile of their choice. 

Pepper & Potter (Buick), New 
York, had a word of advice for a 
worried buyer shown with fur- 
rowed brow and chin in hand. 
“Stop wondering,” the ad counseled. 
“You’re always sure of your very 
best deal when you come to Pepper 
& Potter.” 


* * * 


| NOT FAR. away, Morgan County 


Nash, Inc., Jacksonville, IIL, 


Chrysler Bolsters 


Factory Support 
Behind Plymouth 


DETROIT. — Chrysler Corp. 
moved last week to bolster factory 
field support behind Plymouth sales 
pending completion of the long- 
term separation program. 

C. L. Jacobson, corporation sales 
vice-president, announced last week 
that the Plymouth field sales force 
would have direct responsibility for 
Plymouth sales at exclusive Plym- 
outh dealerships. As of March 31, 
there were only 13 of these through- 
out the country. 

At all other dealerships, the 
Dodge, DeSoto and Chrysler field 
forces will resume _ responsibility 
for Plymouth sales as well as those 
of their own makes. 

Observers speculated that the 
reason for the realignment of re- 
sponsibility was that after the 
separation program the other divi- 
sions gave less emphasis to Plym- 
outh sales. 

Meantime, it is believed, the 
separation program proceeded at a 
rate so slow that the Plymouth was 
left without adequate wholesale 
support. 

Division presidents as well as 
sales chiefs attended meetings in 
New York, Chicago, San Francisco, 
Atlanta, Detroit, Kansas City, Mo., 
and Portland, Ore., at which the 
new policy was announced. 


staged “the greatest car sale in 
| central Illinois history.” 

It was a “must-go” offering of 
30 Ambassadors, Statesman and 
Ramblers. Sample deal: A _ four- 
door 1956 Rambler for $1,597.80. 

On the West Coast, Harms- 
Rofinot Co. (Chevrolet), Spokane, 
offered free maintenance and re- 
pairs for for 12,000 miles or one 
year. 

Free items included oil changes 
and lubrications, brake work, tune- 
ups, antifreeze and parts and labor. 





Continuing a series in which it 
uses animals to spotlight unethical 
sales practices, Surrey Lincoln- 
Mercury, Long Island, warned 
buyers against the “double - billed 
add-a-buck,” a setting hen with a 
cash register for a head. 

* * - 

‘ BIRD,” Surrey said, “has 

the mind of a high-speed com- 
puter and cackles conflicting 
figures from both sides of its 
mouth at the same time. The hope- 
lessly confused victim never finds 
out the price he’s paying for the 
car... until it’s too late.” 

The ad concludes, “If you like 
te do business with human be- 
ings, come to Surrey.” 

“Dial-a-Deal,” described as a new 
method of making a trade for a 
new car, has been adopted as a 
sales - promotion aid by several 
dealers. The customer calls the 
dealership, describes his tradein 
and a “dial-a-deal” salesman quotes 
an allowance figure. 

Among dealerships using the 
system are Hanley Dawson Co. 
(Chevrolet), Detroit, and P.D. & 
P.A. Peffley, Inc. (Ford), Dayton, 
Ohio. . 

Don Homer Chevrolet, Detroit, is 
using radio dise jockeys to pro- 
mote a telephone sports quiz, in 
which correct answers are given 
a $250 credit towards a new car. 


W. A. Brandenburg, Mansfield 
(O.) auto dealer, board chairman, 
revealed that pressure had been 
put upon the board by both sides 
-—those wishing the prosecution to 
be dropped and those desiring Dean 
to be punished. 

“I want to make it clear,” said 
Brandenburg, “that this board 
renders its decision solely on the 
evidence presented to it.” 

Other board members are C. A. 
Cronin (Ford), Cincinnati, and C. 
Ervin Nofer, acting registrar of 
motor vehicles. 

The postponement was granted 
at request of Dean’s attorney. He 
maintained he had not proper time 
to prepare the case and asked to 
file briefs to show the board did 
not have jurisdiction. 

Brandenburg granted the defense 
two weeks and the attorney gen- 
eral’s office two weeks to reply. He 
said the board would rule shortly 
after that time. 

In other actions, the board sus- 
pended for 30 days the license of | 
Quality Motors, Columbus, on 
charges of failure to deliver filled- 
out purchase orders on used-car 
deals. Two instances were cited. 
The board dismissed a charge of 
violating the same rule, filed 
against Haydocy Pontiac, Inc., 
Newark, O. 





been taken. 

It was the concensus at this © 
meeting that the timing was in- © 
correct, and that slashing prices — 
in large newspaper advertise- 
ments tended only to disrupt an 
already debilitated market place. © 
The dealers expressed the feeling 

that no move should be made until 
the announcement of the ’57 
models, and then the proper hand- 
ling would dictate such a move 
across all lines of the industry, not 
just 6ne small segment attempting 
to lead a crusade. It was the hope 
also that the factories would join 
wholeheartedly in this maneuver 
with “intelligent and proper factory 
and/or dealer publicity to promote 
public confidence in our industry.” 

The resolution passed by the! 
group reads as follows: 

“That it is the sense of this meet- 
ing, that it is morally and ithically 
desirable to bring car prices back 
to factory suggested list, and for 7 
the very good business reason that 
it will thereby promote public con- 
fidence in the price structure, the) 
dealers and the factories. Further- 
more, it will take out of the price 
structure that segment of profit, | 
which is creating a dangerous 
finance situation. ; 

“It is further the sense of this 
meeting, that this move should 
not be made before the an- 
nouncement of the 1957 models. 
That it would be most desirable 
if it would be made by dealers 
of all makes of cars at that time, 
but in any event by all GM deal- 
ers. That the move should be ac- 
companied by intelligent and 
proper factory and/or dealer 
publicity to promote public con- 
fidence in our industry. 

“That the sense of this meeting, 
as stated above, should be circu- 
lated widely within the industry. 
And finally that we, as GM dealers, 
recommend to other make dealers | 
that they likewise discuss this mat- 
ter and consider similar action.” 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Apr. 18 
(Short on merchandise today. Sold 
102 cars out of 156 entered.) 


BUICK—’55 Special 2-dr., $1,520*, $1,- 
420. '54 Special 4-dr., $1,375*, 2 at 
$1,125. '53 Special conv.,$1,125*; RM 
Riviera, $955*; Super Riviera, $825*. 
‘52 Special 4-dr., $515. ‘51 Super 
Riviera, $455*, $450*; conv., $450*. 

CADILLAC—’55 (62) coupe, $3,380*; 
Hardtop, $3,315*. 

CHEVROLET—’56 Bel Air (6) Hardtop, 
$1,890. "55 Two-ten (8) 4-dr., $1,700; 
Delray coupe, $1,440*; One-fifty (6) 
2-dr., $945. '54 One-fifty Handyman, 
$1,075; 2-dr., $655. ‘53 One-fifty sta- 
tion wagon, $750; Bel Air 2-dr., $685; 
Two-ten 4-dr.,$645. ‘52 SL Deluxe 
station wagon, $825; 2-dr., $500. ‘51 
SL Deluxe Bel Air $390*; 4-dr., $320; 
2-dr., $235. °50 SL Deluxe station 
wagon, $310; 2-dr., $150*. 

CHRYSLER—'56 NY 4-dr., $2,960* (ps). 
"55 NY_ 4-dr., $1,950* (ps). '53 Wind- 
sor 4-dr., $850*, $825* (ps); $755*. 
’52 Windsor conv., $455*. 

DODGE—’55 Royal 4-dr., 
Coronet 4-dr., $605*. 
Hardtop, $360. 

FORD—’56 Country sedan, §2,150*; 
Fairlane (8) conv., $2,150*%; Custom 
(8) 2-dr., $1,835; Custom (6) 4-dr., 
$1,825, $1,810. '55 Fairiane (8) Vic- 
toria $1,690*; Custom (8) 2-dr., $1,- 
275, $1,200; Custom (6) 4-dr., $1,- 
310*. '54 Custom (8) station wagon, 
$1,230; $890; 


$1,710*. '53 
’52 Coronet 


4-dr., $1,010; 2-dr., 


Custom (6) 2-dr., $830, $790*; ‘53 
Crest (8) Victoria, $905*; 2-dr., 
$750*; Custom (8) 2-dr., $750*, $675; 
4-dr., $700; Custom (6) 2-dr., $700*; 
$635*. °52 Crest (8) Victoria $625; 
Main (6) station wagon, $520; conv., 
$350; 2-dr., $350. 

HUDSON—’54 Hornet 2-dr., $850*. ‘53 
Hornet 4-dr., $575. 

KAISER—’53 4-dr., $465. 

LINCOLN — '53 Cosmopolitan 4-dr., 
$1,130*; Capri 4-dr., $1,050*. °52 
Capri Hardtop, $845*. 

MERCURY—’55 Monterey 2-dr., §$1,- 
490*. ’'54 Monterey conv., $1,335*; 4- 
dr., $1,185*. 53 Monterey 4-dr., 
$950°. 

NASH—’54 Rambler 2-dr., $710. °53 
Ambassador club coupe, $730*. 

OLDSMOBILE—’'56 (88) Super Holiday, 
$2,850* (ps). '55 (88) 2-dr., $1,760*. 
’54 (98) Holiday, $1,775* (ps). 

PLYMOUTH —- '54 Belvedere Hardtop, 
$1,070*; 4-dr., $900; Savoy 4-dr., 
$735*. ’53 Cranbrook 4-dr., $595; club 
coupe, $395; taxi, $145. ‘52 Cran- 
brook 4-dr., $295. '51 Cranbrook club 
coupe, $230. 

PONTIAC—'56 Chieftain (8) station 
wagon, $2,425*. ‘55 Chieftain (8) 
4-dr., $1,470*. ‘54 Star Chief (8) 
Hardtop, $1,450*; Chieftain (8) 4-dr., 
$1,160*, $1,030*; 2-dr., $1,075*. °53 
Chieftain (8) station wagon, $895*; 
2-dr., $750*. '52 Chieftain (8) 2-dr., 
$525. °51 Silver Streak (8) coupe, 2 
at $400. 

STUDEBAKER—’55 Commander 4-dr., 
$1,210*. '52 Commander Hardtop, 
$425*. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 26, 27, 28, 29 
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franchised dealers. 
Although Crusoe failed to 


prate, many observers con- 
ed that he was talking about 

L sal already in bill form 
tke Senate. That is the Bennett- 

plan to permit dealers to 
issue factory warranties instead of 
the manufacturers. 

What isn’t clear is whether Ford 
will offer its dealers the warranty 
1 without waiting for the 
issive legislation. Legal ex- 
perts on Capitol Hill are not sure 

, whether switch- 
ing the warranty 
responsibility 
would violate any 
laws. Backers of 
the Bennett- 
Payne plan want 
to reassure auto 
makers, anyway. 

Meanwhile, Sen- 
ator Wallace F. 
Bennett, Utah Re- 
publican and au- 
thor of the bill, has been seeking 
co-sponsors for the measure. It is 
a little late in the season for co- 

rship, however, and the sena- 
tor isn’t likely to rally much sup- 
port of that nature. 

But his office reports that a 
sizeable number of lawmakers 
have pledged their support if 
the bill reaches the floor, and 
the senator’s staff is optimistic 
about passage. 

Since no companion measure was 
introduced in the House, Bennett 
appeared briefly before the Klein 
subcommittee to bring members of 
the lower chamber up to date on 
Senate planning. 

ot + 














Good Reception Seen 


Cr IS possible that the House will 
welcome the’ Bennett-Payne pro- 
posal, for committeemen they are 
just about out of bills which they 
ean seriously consider. Most of 
them shy away from tampering 
with antitrust laws, as two NADA- 
sponsored bills would require, and 
the seven Multer bills are full of 
faults. 

The Bennett-Payne warranty bill, 
on the other hand, has several 
features which should make it 
palatable to the lawmakers. 

1.) It can’t be called “class 
legislation,” for its provisions are 
directed at all retailers of ma- 
chines and at all manufacturers. 

2.) It is aimed at consumer pro- 
tection and not at preserving a 
particular selling system for a 
group of dealers. 

3.) It does not weaken the coun- 
try’s antitrust laws. 

4.) It is said to have the backing 
of a majority of retailers polled 
and some of the auto makers. One 
of them, report reliable sources, is 
Ford Motor Co. 

*” 


x * 


Antitrust Laws Rapped 
| A recent speech at Phila- 

delphia’s Middle Atlantic Region- 
al Automotive Show, Sénator 
Joseph C. O’Mahoney outlined some 
of the things he believes are wrong 
with our antitrust laws. 

He doesn’t think the Justice De- 
Partment and Federal Trade Com- 
mission have enough money or 
employes to enforce laws now on 
the books. 

During the past 65 years, he said, 
Justice and the FTC have spent 
less than $70 million in anti- 
monopoly enforcement, compared to 
the $1 million profit realized by 

last year. 

“The great corporations owning 
assets greater than the taxable 
Value of all but a few states and 
cities in the entire Union,” 

oney charged, “have become 
80 powerful that they can outwait 








: 1 | UDTOMOTIVE WASHINGTON 
& Ford Expected to Offer 
New Warranty Plan 


By William Ullman 


Washington Correspondent 


Ww7HAT is Ford Motor Co.’s secret weapon against boot- 


In the course of his House testimony, Lewis D. Crusoe, 
Word executive-vice president for cars and trucks, said his 


firm was developing a new plan to offer certain advantages 
maar buyers who trade with © ees 


and out-litigate any business with 
assets of less than $100 million.” 
He suggested that if FTC and 

Justice were allowed to spend 
a little more money, they could 
get it back in fines in no time at 
all. 

Also, O’Mahoney said, antitrust 
cases drag on so long that bosses 
in Justice and FTC find other jobs, 
retire or change with the political 


























FRONT 


view in all directions. 


v Bigger, wider, safer entrance 
door. 

dv More headroom. 

dv Built-in warning lights 

dv New “cradle of steel” 


Oneidaramic Vision 


“Oneidaramic Vision,” a new concept in “Sight Safety" is standard on all 
Oneida Models. Wrap-around windshield provides all around visibility. In- 
creases driver's view at side of road and fender area. Deeper and wider Hi 
Test Safety Glass windshield sloped to reduce glare. Same “Oneidaramic 
Vision" is carried through to the rear, providing driver with unobstructed 


tides before pending cases can be 


How will they ultimately affect 


finished. He didn’t say what Con-|the distribution system? 


gress could do about this problem. 

O’Mahoney declared, “The dives- 
titure of GMAC by General Motors 
might well be a cause that Con- 
gress should undertake through the 
enactment of legislation if the De- 
partment of Justice finds existing 
law inadequate to the purpose.” 

This statement was widely 
quoted in the press, but it is the 
voice of but one lawmaker shout- 
ing in the wilderness. If Congress 
moved to divest GMAC from GM, 
it would certainly be the most 
astonishing legislation of this ses- 
sion, if not of this decade. 

= * * 

Distribution Discussed 


HE latest edition of “Distribu- 

tion Trends,” published annu- 
ally by the U. S. Chamber of Com- 
merce, poses some _ provocative 
questions. 

After pointing out that distribu- 
tion is going through a revolution- 
ary phase, including high-volume, 
low-profit margins and preselling 
through television, the Chamber 
asks: 

How far will these trends go? 

Will they become a permanent 
part of the distribution system? 


and REAR 







Check these extra Oneida Selling Features 


¢v Driver's area completely re- 


vamped 
v Beautiful new interior 


v New folding entrance doors 












The Chamber’s studied answer 
is to wait until next year, and 
find out what happened. That’s 
safe advice, but hardly informa- 
tive. 

In making other forecasts for 
1956, the Chamber predicts that 
1956 will be a better year, on the 
whole, and a new record-breaker. 

But the Chamber predicted that 
this year’s new levels would not be 
attained by auto dealers. Other 
retailers will have to carry the 
ball in 1956, with retail sales of 
autos off as much as 10 percent 


or more, 
* * * 


Cost of Money Hiked 


HE Federal Reserve Board can 

do two things to tighten up the 
money market. It can either in- 
crease reserve requirements of 
member banks or hike the discount 
rate. 

A few days ago, the board de- 
cided to raise the discount rate 
from 2% percent to 2% percent 
in an effort to discourage mar- 
ginal borrowers, particularly busi- 
nessmen. Board members feared 
that higher prices would be the 










for Quality . . 
signing and new production 












selling easier. 
Oneida! 


When your 













inevitable result if banks con- 
tinued to increase their loans. 

The board chose to increase the 
discount rate rather than the re- 
serve requirements because its ef- 
fect on the economy will not be so 
drastic. The idea is to avoid infla- 
tion, but to avoid setting off a 
recession, too. 

One Boston banker shrugged off 
the rate jump as useless. He didn’t 
believe that a businessman who 
really wanted money, and whose 
credit was good, would be turned 
away by a fractional increase in 
interest. 


Kirchofer Purchases 


Frank, Picks Coleman 


SAVANNAH, Ga.—R. C. Kirch- 
ofer of Raleigh, N. C., who heads 
several companies in South Caro- 
lina, Virginia and Georgia, has 
purchased control of The Frank 
Corp., one of the South’s oldest 
automotive supply houses. 

Kirchofer’s first official act was 
to name Robert F. Coleman as 
general manager of the firm. Cole- 
man formerly was southeastern 
district manager for Electric Auto- 
Lite Co. 


Tops em ALL 


@ MODERN DESIGN 
@ TOP VALUE 


@ SAFETY PLUS 
@ SALES APPEAL 


Make More SALES 


by Selling 
Oneida SCHOOL BUSES 
on YOUR chassis 


Tailored To Fit ... From the smallest to largest model, the 
Oneida School Bus Body is tailored to fit your chassis. By com- 
bining these two, you'll lead the field with built-in performance, 
appearance, and nationwide customer acceptance. 


At the Right Price . . . School Boards and bus operators shop 
. at a price. Because of the ALL NEW Oneida de- 


methods, Oneida is priced right. 


The most preferred bus PLUS a new price bracket should make 
ONEIDA your choice for greater school bus SALES! 


Your Oneida Distributor . . . You'll LIKE dealing with an 
Oneida distributor! He has the merchandising and selling tools, 
is backed by strong national advertising, and he'll make your 


customers COMPARE, they'll buy 


Call or write your nearest Oneida Distributor or 
direct to Oneida for quotations and complete bid- 
ding information. 
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Do You Sell SIZE? 


Plymouth Suburbans, from the top of the line to the 
lowest-price model, are larger, longer and roomier 
than any other station wagons in the low-price 3. 
Larger, in fact, than any other station wagons except 
those produced for other Chrysler lines. 


Do You Sell BEAUTY? 


Plymouth Suburbans offer the only really new styling, 
Aerodynamic styling, in the low-price 3. This is the 


When it comes to selling station wagons the car to sell is the Plymouth 
Suburban... and that’s as it should be, for Plymouth Suburbans come 
from the people who created the modern, all-steel station wagon. 


line that’s styled to sell—from bumper to tail fin, and 
from glamorous interiors to smart color combinations. 


Do You Sell PERFORMANCE? 


Plymouth Suburbans have the action-packed Hy-Fire 
V-8 with 90-90 Turbo-Torque and PowerFlite fully 
automatic transmission. That means top-thrust at 
getaway and split-second safer passing for the greatest 
family cars on the road. And for those who prefer 
it, there is the Plymouth 6. the most dependable 6 
ever put in a low-price car. 


PLY 


Do You Sell DRIVING EASE? 


Plymouth Suburbans offer the sales magic of Push- 
Button Driving—a safe, sure, mechanical control that 
is always out of reach of the children. And only 
Plymouth offers this sales-plus in the low-price 3. 


Do You Sell VARIETY OF CHOICE? 


Plymouth Suburbans come in a complete line of 8 great 
cars—with 2 and 4 door models for 6 or 8 passengers. 
Up to 200 horsepower in all models. 





2-door De Luxe Suburban, 6 passengers, V-8 or 6 
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QSELL IN THE LOWEST-PRICE FIELD! 


2-door Custom Suburban, 
6 passengers, V-8 or 6 


4-door Sport Suburban, 
6 or 8 passengers, V-8 or 6 


4-door Custom Suburban, 6 or 8 passengers, V-8 or 6 
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May 29— Oregon Automobile Dealers 
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RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; Atianta— 
E. C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Balitmore—Kate 
Savage; Birmingham, Ala.—Stuart Riddle: Boston—Harry Stanton, Guy Livingston: Buffalo— 
S. Toles; rlotte, N. C.—W. F. Stewart; Chicago—Wm. M. McCarty; Cincinnati— 
Frank Kappel: Cleveland—Sanford peer: Columbus—Bert Strang; Dallas—C. K. Cates; 
Denver—ira Alexander; Des Moines—F. W. Lazell: erteene Ces e Shelley; Houston—Rub 
Kern; Jefferson City—L. H. Houck: 


Fenoglio; Indianapolis—C. L. ittle Rock—Inez McDuff; Placid Club, Lake Placid, N. Y. 
Los les—Slim Barnard; Louisville—A. W. Williams; Lowell, Mass.—Charles Sampas; Aug. 26-27—Georgia Automobile Dealers 
Madison—John Wyngaard; Manchester, N. H.—Guy Langley; Marthaville, La.—E. E, Gentry; Assn., General Oglethorpe Hotel 
Miami—G. S. Connell; Milwaukee—Theodore R. Adams; Minnea’ lis—Donald Lyons; Mont- Savannah . 
Ala.—William Lynn; New Jersey—Bethune Jones: New Orleans—Gordon Hebert; New - 

‘ork City—Ed Brown; Oakland, Calif.—Steve Still; Oklahoma City—M. L. Risen; Omaha— Aug. 26-29—Automobile Dealers Assn. of 
A. R. Oleson; Pawtucket, R. 1.—T. L. Forbes; Philadelphia—Norm Shigon; Phoenix—Sheldon West Virginia, Greenbrier Hotel, White 
A. Engel: Pittsburgh—L. M. Leffingwell; Portland, Ore.—E. W. Peterson; Providence—Ruth Sulphur Springs, W. Ve. 


M. Eddy: Richmond, Va.—J. K. Cardwell; Rochester, N. Y.—William Hackman; Salem, Ore.| 3s 7.9 _ Maine Automobile — 










—F, K. Haskell; Salt Lake Ci M. S. Harmer; San Antonio—J. H. Reed; San Francisco— 
Leon Pinkson: Seattie-—Martin Trepp; South Bend—L. €. Dunkin; Spartanburg, S, C.—L. D. + Marshall House. York Harbor, 
Bray; Spri id, W.—C. C. Hall; St. Louis—Sam X. Hurst; Tacoma—Robert E. Sconce; e. 


Toledo—Pau! Hayes; Wamego, Kans.—G. M. Hunholz. 


FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser; Brussels, Bel- 
ium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; ion, Eng.—F. C. Livingstone; 
estes City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Ottawa—M. L. hwartz; Paris—Henry Altimus; S$ 
Tokyo—Stuart Griffin; Toronto—James Montagnes; 


Sept. 17-18—Minnesota Automobile Deaiers 
ssn., St. Paul Hotel, St. Paul. 


Sept. 18-19—South Dakota 
ealers Assn. Mitchell, S. D. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 


Sept. 24-25—Wisconsin Automotive Trades 
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Sept. 24-25—Colorado Automobile Dealers 
Assn., Glenwood Springs, Colo. 


Sept. 26-28 — New Jersey Automotive 
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Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
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cen te the waved. Oct. 21-22—Oklahoma Automobile Dealers 


Assn., Skirvin Hotel, CRklahoma City. 

Oct. 21-23—Automobile Dealers Assn. of 
Alabama, Inc. Buena Vista Hotel, 
Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 
i Fort Harrison Hotel, Clearwater, 

a, 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 
Assn., Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 





Capsule Comment 


Following a five-month surge to record proportions, new- 
car stocks in the field have settled slightly to 896,077 units, 
according to the latest AUTOMOTIVE NEWS survey. 


While the drop is contraseasonal, observers point out 
that the total on hand was only 643,000 cars a year ago. 


By 1960, the nation’s new cars will sport a 400-horsepower 


, 5 3 Dec. 4—Utah Automobile Dealers Assn., 
engine, an 11 to 1 compression ratio and perhaps rubber}  ‘%#!t_Leke City. 
Jan. 26-30—40th annual NADA Conven- 


bumpers and gas tanks, predict supplier experts. 


tion and NAD Equipment Exhibition, 
San Francisco, 


Any plans for wings? te 
i aa Dealer Auto Shows 
April — Lewiston Auto Show, Lewiston 


Armory, Lewiston, Me. 


April 27-28—Wausau Auto Show, Wausau, 
isconsin, 


Brisk market activity has drastically chopped used-car 
stocks of new-car dealers from a 41.9 days’ supply to 27.3 
in one month, field reports to AUTOMOTIVE NEws indicate. 


Prices are holding up well, too. 


Jan. 5-13—Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 


(See CALENDAR, Page 14, Col. 5) 


30 Years Ago... 


says the Federal Reserve Bank of Chicago. 
The proper outlook is a salesmen’s most valuable asset. 


* * * 


An “American-type” European car makes its initial bid 
for buyers in this country. 
From the looks of things, the designer’s shoe is now on 
the other foot. 


The public is showing a distinct appetite for V-8s, which 
are enjoying a banner sales year. 


* w * 
Business optimism has been strengthened in recent weeks 
Seconds, anyone? 
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"| don't want to win any contest this month. 
I'm mad at my wife.” 






Letterbox 








We Were Amazed 


We were amazed at the insinu- 
ations and incorrect statements 
which were made by one of your 
readers in the Letterbox of the 
Apr. 9 issue. After reading the 
unfounded charges, we can well 
understand that your “Dearborn 
Reader” did not have the courage 
to sign his name in print. 

We are unhappily well aware of 
the several contradictory and mis- 
leading advertisements which fol- 
lowed the annual NASCAR Inter- 
national Safety and Speed Trials. 
These advertisements were not ap- 
proved by NASCAR and, in fact, 
we took vigorous exception to them 
and prevented further publication 
of the erroneous statements in 
several cases. 

Your letter writer refers to the 
“promoters” who overruled the 
officials. For his information, 
there were no “promoters” of 
the Speed Trials. The 12-day 
program was arranged, staged 
and directed by NASCAR, which 
is the recognized stock car sanc- 
tioning body in this country and 


The Big Stories 


During the last seven months the Chevrolet Motor Co. added 1,619 
direct and associate dealers to its selling force, making a total of 
almost 7,500 dealers in all parts of the country, an increase of more 
than 27 percent, Chevrolet officials claim. 

With complete figures of automobile production and registration 


now available, it is estimated that the total consumption of copper 
by the automobile industry amounted to over 245,000,000 pounds, a 
record figure, according to the Copper and Brass Research Assn. 

Production of cars in the United States and Canada in March 
aggregated 398,042, of which 379,769 were produced in this country, 
the Commerce Department announced. 

Buick Motor Co. announced retail deliveries in the first 10 days of 
April totalled 9,639 cars, 1,594 more than were shipped from the 
factory during the same 10 days. The factory also announced dealers’ 
stocks were the lowest they have been in years at this time of season. 


—From the files of Automotive News. 





Automotive Cartoon| 


Of the Week 


(During iliness of Ogg Fitzgerald, other cartoonists are filling this corner). 


Saks Corlest 
WINNER THIS MONTH 
GETS A KITCHEN MIXER 
FOR HIS L/L WOMAN... 
—"s 





‘Insinuations...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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the largest auto racing associa- 
tion in the world. 


The International Safety and ; 
















Speed Trials are’ conducted with ~ 


the cooperation of the Daytona 
Beach Chamber of Commerce, 
which collects the small sum of 
50 cents each from people who 
drive down the beach to the speed 
trials course. Those who use the 
highway do not pay anything. The 
money collected by the CofC is 
used for the Daytona Beach CofC 
sports promotion fund. 

The chief officials were men of 
the highest caliber: Bill France, 
president of NASCAR; Tom Mc- 
Cahill, automotive editor, Mechanix 
Illustrated magazine, and Paul 
Whiteman, the highly respected 
Dean of Modern American Music 
and sport car enthusiast. 

The inspection was under the 
supervision of Norris Friel, for- 
merly with the AAA Contest Board 
and now a full-time NASCAR offi- 
cial. His assistants included engi- 
neers from the various automobile 
factories, who were assigned by the 
factory executives at the request 


of Bill France a month before the © 


speed trials started. 

Your reader’s comment about 
“staging the races so that every 
make of car could win some 
event” is far from the truth. 


The Speed Trials are broken ~ 


down in two principal types of 
activity—flying mile runs over a 





2 
3 
+ 
4 
‘ 
2 
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five-mile course, timed through the — 


measured mile, and standing start 
for one-mile. 
Using the international formula 


as a guide, the cars competed in ~ 


displacement classes: 213 to 259 
cubic inches; 


inches; 305 to 350 cubic inches and 


259 to 305 cubic | 


over 350 cubic inches, Would your | 


reader feel that it is more equitable 
to have Chevrolets competing in 
the same class with Buicks and 
Cadillacs? We doubt it. 

As it was, Chrysler won three 
events; Dodge won two; Chev- 
rolet won three; Ford one; Chev- 
rolet Corvette three; and Ford 
Thunderbird one. The Chevrolet 

(Continued on Page 14, Col. 1) 
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Look 
who’s selling 


THE GREAT GILDERSLEEVE is a real traffic builder. 
He’s a great addition to an automobile dealer’s 
sales force because he’s a big favorite with all-family 
audiences. 

Gildy’s especially valuable to the automotive field 
because his personality is a sales-building extra that 
doesn’t come with ordinary television shows. He’s 
thoroughly merchandisable, and has what it takes 
to keep new and used car sales on the move. 

Gildy’s hilarious half-hour television comedy se- 
ries is doing a fine selling job for both new and used 
car dealers. He’s a natural for selling tires, bat- 


teries, accessories and service, as well as automo- 
biles. THE GREAT GILDERSLEEVE is selling fast —is in 
over 100 markets already. But, many good markets 
are still open. Check now to see if he’s still available 
in your market! 


The Great 
Gildersleeve 


Programs for All Stations—All Sponsors 


NBC Television Films 


A DIVISION OF KAGRAN CORPORATION 


663 Fifth Ave. in New York, Merchandise Mart in Chicago, Taft Building in Hollywood. In Canada: RCA Victor, 225 Mutual St., Toronto. 
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one car “beat all others in its price did not meet NASCAR require 


— Federal Reserve OK’s | theSsult of misinterpretation 4 
To clear the record, because of ° Lo F oS b n a 
In the Letter ox the misleading advertisements, Higher an fees the rules. In all cases, the ruy 
NASCAR purchased a full page| WASHINGTON. — In a move |Wwere ae ees os a wer 
advertisement in Automotive News| designed to curb inflationary cataith ee s stock 
and listed the various classes and| pressures, the Federal Reserve a7 ASCAR cette , 
the winners. ene ae Se - factory top officials ie natively a 
Corvette won two events for | gram, Ford won the convertible) Your reader mentions the a ar oe pervise the participation of thes 
modified U. S. sport cars and a | championship race and the Chrys-| alleged cheating by participants a a Kesman for the board said |teams to insure honesty, anq 
Mercury prototype also won a | ler won the Grand National Cham-| and comments about “doctored — ee were designed to dis- |NASCAR will be most happy ts 
trophy. These were not standard | pionship race for closed cars. engines, engine blocks that wae aenneinal. RGMOUEED. have factory officials participate is 
seduction oars and did not com- Here, we emphasize, there is| happen to be in some of the courage the inspection of the vehicles and 
cate as such. only ONE class in NASCAR stock | trunks of the cars” and fan belts aii. Jin anil sanduathens. \* assist in the drafting of the 
The Ford division was the winner|car racing. A car either wins or| that broke or came off during bet e e tien ame rules and aid in the enforcement. 
© Put Oil Co. Manufacturers’ |it doesn’t. There are no displace-| the speed runs, but he does not ore © Funs : ° The entire press, television and 
a oe 1 i t basis ment or " price classes. NASCAR] say that these cars were disquali- NASCAR officials did not find radio industry were invited and 
Tur tke mech eee omen whiah vigorously protested a television| fied by the NASCAR officials or | any evidence of cheating. There 


. urged to attend and cover the 
concluded the Speed Weeks pro-! commercial which proclaimed that| the owners were required to | were cases where the specifications| AgoaR International Sa fety 
hse i nna SSS 


and Speed Trials. Well over a | 
hundred of the top automotive 
and sports reporters and camera- 
men were in attendance and they 
were given absolute free reign to 
cover anything and everything. 

As to reorganizing the classifica- ~ 
tions of the vehicles, NASCAR 
would be most interested in hear. ~ 
ing suggestions, but the use of dis. * 
placement as the guide has been ~ 
the practice in all international ~ 
motor competition for most of the ~ 
more than half-century of auto 
racing history. 

As to placing the conduct of the ~ 
races in the hands of men of in- ~ 
tegrity, we have never heard any- 
one challenge the integrity of Bill © 
France, Tom McCahill, Paul White- ~ 
man, Norris Friel or any of the | 
other NASCAR officials. —Down 
O’Ren.y, Director, NASCAR News 
Bureau, Daytona Beach, Fla. 


Calendar 


(Continued from Page 12) 


General 


April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 23-24—American Zinc Institute An- 
nual Meeting, Hotel Statler, St. Louis. 

April 28-May 6—International Automobile 
sea Exhibition Hall, Coliseum, New 
ork, 

June 3-6—34th Annual Convention Auto- 
motive Engine Rebuilders Assn., Hotel 
Sherman, Chicaee. 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

June 11-15—National Plastics Exposition, 
New Coliseum, New York, 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hetel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 

Oct. 414 — Paris Auto Show, Grand 
Palais, Paris. 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 

Oct. 23-25—IiIth Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 

Nov. 1-I12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 816—National Automobile Show, 


...designed with PLEXIGLAS in mind Jan" WeitAnsl Meeting, Seciety of 


Automotive Engineers, Sheraton- 
Cadillac and Statler Hotels, Detroit. 
Jan.—Sixteenth Annual Convention, Truck- 


| ore perience Assn... Hotel Del 
The reason for the outstanding appearance and performance heirs oronado, San Diego, Calif. 
of tail lights, parking lights, eee -oeesoug hk sna for ry a iets a ies 
and dials on the new cars is that their designers planned them HAAS dso p ; 
to be molded of PLexicias® acrylic plastic. They were Hie wt z. Collision. Parts Latileg 
designed to take advantage of the resistance of PLEXIGLAs to me COMPANY re uatn 
weather, heat and breakage . . . its gleaming beauty . . . the 


(Continued from Page 12) 


une 
7. 4 s 
Late DC, Sk 


, . sion-parts catalog, according to C. 
optical effects possible . . . and the ability of this acrylic — WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


C. McKellar, parts and accessories 
merchandising manager. 


: Representatives in principal foreign countries McKellar said the new catalog 
For cars now on their drawing boards, designers are finding will be offered free for redistribu- 


more and more uses for PLExiGLaAs—right from the start. tion to garages, super service sta- 


«aon: : Canadian Distributor: Crystal Glass & Plastics, Lid. tions, body shops, and repair 

If you have a problem or an idea involving the use of molded 130 Queen’s Quay po Jarvis eet, Toronto, Ontario, t , gorvines. Tt euvere Hiudecn cars 

plastic parts, our technical representatives and Design Lab- mee from 1952 through 1956, and Ram- 

oratory staff would like to show you how PLEXIGLAs can con- Detroit Representative: R. C. Oglesby, Nor-Way Building, wed models fm ae through sons, 

; both bea: d utili 20211 Greenfield Road. BRoadway 3-0674. arts are numerically grouped 

tribute uty and utility. a complete description, the model 
application, parts number, and 
price. 


plastic to be molded accurately into complex shapes. 


311 BUILD SERVICE PROFITS 


with personalized 
neme plates 
DETAILS ON REQUEST 


AC 1281 SO. CHEROKEE 
$ T i M DENVER, COLORADO 























Too Hot to Hold ‘til 37? 





NASH AMBASSADOR SPECIAL V-8 


Designed and Developed By Nash Engineering to Bring New Performance, 
Ride and Handling Standards to the Low-Medium Priced Field! 


Everyone who has driven it agrees! Nash, with the longest 
experience of any car maker in building overhead-valve engines, 
establishes new standards of V-8 value with the sensational 
Ambassador Special. This sleek Special with its new Torque-Flo 
V-8 engine and Flashaway Hydra-Matic Drive out-classes them 
all in performance and acceleration. Outclasses them all in 
interior roominess and silken-smooth ride. Outclasses them all 
in ease of-handling and maneuverability. And, it’s got what the 
“hot ones” forgot—ECONOMY. It topped its class in M.P.G. 
in the Mobilgas Economy Run. Yet, it’s priced to compete with 
any high-performance V-8. Here’s just one more example of the 
forward thinking that Nash brings to the automotive market 
place. It’s just one more reason why it pays to be a Nash dealer. 


DOES YOUR PRESENT FRANCHISE OFFER THIS? 


e@ An all-new volume car in the e@ A “workable” plan for moving 
lowest price field trade-ins at a profit 

e A full line of cars to meet 95% @ Liberal dealer sales-incentive 
of the market needs programs 





DETROIT 32, MICHIGAN 


’ Exclusive features you alone in @ Protection against ‘“‘overload- 
NEW! NASH TORQUE-FLO V-8 the world’s newest, most ? 2 ey te sos 99 
efficient V-8 engine. This ee -valve power plant your eres can olor ing" end “evertrencieng 

f gaso out an mens. 190 horsepower using standard , Y.- 

: asoline. And it’s in economy, too. The Ambassador CALL OR WRITE FODAY... 

e Special V-8 pods bn class for economy with 20.71 JOHN W. RAISBECK, VICE PRESIDENT, SALES 

s miles per gallon in the 1956 Mobilgas Economy Run. NASH MOTORS DIVISION, AMERICAN MOTORS CORPORATION 

3 





** 
oO 


* i. 
Shy: AMERICAN MOTORS MEANS MORE FOR AMERICANS 


If PAYS TO BE A 






DEALER 
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Auto Personnel 





UMS Promotes Archer 


To Head Product Lines 


Samuel W. Archer, 
general merchandising manager 
— electronics, United Motors 
Service, has been promoted to the 
new post of director of product 
lines. 

Archer joined General Motors 
Corp. in 1930. He was transferred 
to United Motors Service in 1932, 
moved to GMs general staff in 
Sept., 1935, and rejoined United 
Motors in July, 1955. 

* + * 


Dodge Picks Chamberlain 


As Aide to Nichols 


Promotion of Martin W. Cham- 
berlain to the post of administra- 
tive assistant to Byron J. Nichols, 
Dodge sales vice-president, has 
been announced. 

Since April, 1951, Chamberlain 
has been business management 


manager of the division. A vet- | 


eran of 20 years’ experience in 





assistant | 


the automotive field, he began his 
career with an automotive credit 
| company in St. Louis in 1936. In 
1939, he was made zone manager 
| for an automotive manufacturer 
| there, and a year later was 
transferred to Detroit. He joined 
Dodge in 1945. 


* * * 


Dodge Promotes McKay 
To Kansas City Region 


Promotion of Donald W. McKay 
to regional sales manager for 
Dodge’s Kansas City region has 
| been announced. 

McKay shifts from Dallas, where 
he had been regional manager. He} 
|had been owner and manager of | 


prior to joining Dodge at Dallas. 
* * + 

Howe Appoints Bradt 

In Truck Division Sales 


Appointment of Jack Bradt as 
sales manager of the truck divi- 





Don McKay Motors, Gulfport, Miss., 


sion of Howe Scale Co. has been 
announced. 
Bradt came to Howe from 


Safety Car Heating & Lighting | 


Co., Inc., which, in January of 
this year, acquired Howe. 
* + * 


Nordstrom Steps Up 
Raymond G. Nordstrom has been 


elected a vice-president of Reflectal | 


Corp., subsidiary of Borg-Warner 
Corp., Chicago. He will continue 
to serve as general manager. 

ce * ca 


Fruehauf Trailer Advances 


Porter to Vice-President 


S. K. Porter, general sales man- 
ager of the Pacific Coast division, 


has been elected a vice-president | 


of Fruehauf Trailer Co. 
Porter will 

| Fruehauf’s 10 West Coast sales and 

service branches as well as two 

trailer factories. 

* . * 














In 8 Midwest States 


Joseph E. Jack has been ap- 
pointed Midwest regional sales 
manager for Galion Allsteel Body 
Co. 

He will supervise sales in Min- 


continue to head| 


nesota, Wisconsin, Illinois, Mich- 
| igan, Indiana, Ohio, West Virginia 
and Western Pennsylvania from 
headquarters in , Galion, oO. 


Smee H nile Plant 


H. F. Devens has been named 
manager of Mississippi Aluminum 
Corp., Gulfport, Miss. The firm is 
a subsidiary of Olin Mathieson 
|Chemicals Corp. 


| x * * 


Midland Steel Products 


Boosts Landry, Castle 


Midland Steel Products Co. has 
elected Norman T. Landry con- 
troller and Percy C. Castle assist- 
ant secretary and assistant treas- 
urer. 

Landry joined Midland last Aug- 
ust after 20 years with Murray 
Corp. Castle has been with the firm 


| 31 years. 


* 


| Chrysler Corp. Nemec 


Five to Executive Staff 


Five appointments to the exec- 
utive staff of the newly-organized 
forge and foundry division of 
Chrysler Corp., have been an- 
nounced. 





Named were James G. Barnes, 








"FUPeOL AT Ofe: 


Best for ALL dealers!’’ 


Best for ALL cars!”’ 


... that’s what NASCAR drivers say. 
And, mister, they know! And everyone knows 
that they know! Because these men drive, 
hour after hour, at speeds so great, in dust 
and dirt conditions so bad that 100’s of 
their miles are tougher on oil filters than 
1000’s of anyone else’s miles. 


This season—REMEMBER: You'll make more friends faster, 
bank more money, with the new Silver-Jacket Purolator 
Micronic—the filter that’s engineered to fit all cars—and 
tough enough to take today’s tougher driving! 


PUROLATOR 


America’s No.1 OIL FILTER 


PUROLATOR PRODUCTS, INC., Rahway, New Jersey; Toronte, Ontario, Canada 


. . « that’s what dealers say—say so, because they 
know Purolator is first and finest—proved by 1,000,000’s 
of miles of everyday driving in cars of all makes— 
proved by going on two years of NASCAR testing. 
What’s more, dealers know Purolator—backed by powerful 
sales and advertising effort—backs its dealers with the best 
profit-proposition the industry has to offer. 


**Purolator’* and ‘‘Micronic,’’ Reg. U. S. Pat. Off. 





a 
comptroller; Roderick M. Monoeh, 
manager of manufacturing sery. 
ices; Charles S. Keller, man 
of forward planning; Robert B 
Boswell, divisional chief engineer, 
and Samuel P. Elliott, mzanager 
of industrial relations. 

= * * 
5 Field Appointments 
Announced by Dodge 


Dodge has announced five ap. 
pointments in its field organization, 





At the zone level, Charles A. ¥olker 
has been promoted to the staff of § 


the six-state western zone. 


Other appointees and their new | 


positions are: 
San Francisco regional sales man. 


James F. Canning, | 


ager; John E. Friday, Syracuse | 
regional sales manager; Richard ©, | 
Crabtree, New York regional parts % 


and service sales supervisor, and 
Harold L. Sundall jr., 
(Me.) 
tive. 


district service representa- 


* * * 
Sonneborn Names Remmel 
Amalie Sales Manager 


Chester H. Remmel has been 
appointed sales manager of the 
Amalie division, L. Sonneborn 
Sons, Inc., New 
York. He had 


Amalie field sales 
manager. 
Remmel will be 
responsible for 
Amalie Pennsyl- 
vania oil products 
marketing, mer- 
chantiising, dis- 
tribution, 
sales 





activities 


C. H. Remmel 


lu. S., and will make his headquar- 

ters at the company’s Franklin 

(Pa.) refinery. Previous to joining 

Sonneborn, Remmel served in a 

sales capacity with several firms. 
*~ * * 


Associates Chooses Mill, 


Donnelly and Kelsey 
Appointments of Alford J. Don- 


nelly, Donald J. Kelsey and John” 


W. Mill jr., to branch managers’ 
positions for Associates Discount 
Corp. have been announced. 


Donnelly, 15 years with Associ- 7 
ates, ‘was named to head the Canton | 
Greensboro | 
(N. C.) branch will be managed © 


(O.) branch. The 
by Kelsey, and Mill will become 


branch manager at Wilmington, 


| (N, C.) 


* * * 


Gibney Joins Warner 
John F. Gibney has joined 
Warner Electric Brake & Clutch 
Co. as sales representative cover- 
ing Maine, Rhode Island, New 


Hampshire, and northeastern Mas- |~ 
sachusetts. He will make his head- © 


quarters at 2136 Washington st., 
Canton, Mass. 


Hallowell Picks eiiiiiees 


As New Sales Manager 


John W. Breitmayer has been 
appointed sales manager of the 
Hallowell collar division cf Stand- 
ard Pressed Steel Co., Jenkintown, 
Pa. 

Breitmayer, succeeding Alfred H. 
Klepfer, who has retired, joined the 
company 15 years ago as a mail 
boy. He has been assistant sales 
manager of the company’s Unbrako 


line since 1953. 
* 


Muskegon Names Chatfield 


Divisional Sales Manager 

Earl C. Chatfield has- been ap- 
pointed field sales manager of the 
engine rebuilder division, Muske- 
gon Piston Ring 
Co., Muskegon, 
Mich. 

Chatfield joined 
Muskegon in 1954, 
as special sales 
representative in 
the engine re- 
builder division. 
In his new post, 
he will work with 
members of the 
company’s sales 


staff throughout E. C. Chatfield 


the country, and exercise general © 


supervision of the division’s field 
sales activities. 


Taylor Olds Opens 
Taylor Motor Co. (Oldsmobile), 
Conway, Ark., has opened. The firm 


succeeds Silaz Motor Co. C. D. 
Taylor is owner. 


Portland © 


been serving as/™ 


and! 


throughout the’ 
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~mL.S.Royal 
he most eo 


STEEL FOR STRENGTH 
NYLON FOR COMFORT 


The exclusive combination of special flexible 
steel and resilient nylon makes the new 
Safety Age U.S. Royal Master the Safest Tire 
Ever Built...and because this protection is 

lengths faster. matched by extreme mileage performance, so 
Within the unique De-Skidded 


tread (above) thousands of much safety has never before cost so little. 
a hy et hg om, oa 

view) grip the road the in- 

stant you touch the brake Your U.S. Royal Dealer or new car dealer 
an exclusive working safety * * 

device that in¢éreases your will gladly give you all the facts. 

safety advantage as roads be- 

come more slippery. 
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A “safety crown” of 18,000 threads of flexible steel under ‘the tread of 
the new Safety Age U.S. Royal Master forms an almost im- 
pregnable barrier to cuts, ruptures or blowouts in the vital tread 
area. This exclusive “safety crown” floats in soft rubber between 
the extra-deep tread and the nylon cord body, allowing the nylon 
sidewall to flex freely for the smoothest possible ride. 


Your choice of new “Star Streak” design (left) or conventional _ 
whitewalls (right), all protected for life by the patented 

Curb Guard® protective rib. Your choice of colors, too, 
Bronze, Blue or Green—at no extra cost. 


US ROCKEFELLER CENTER, NEW YORK 20, N. Y. IN CANADA: DOMINION RUBBER COMPANY, LTD. 








AS ADVERTISED, AND PRE-SOLD FOR YOU, TO MORE THAN 50 MILLION MOTORISTS—VIRTUALLY EVERY DRIVER IN THE COUNTRY—IN 
AMERICA’S LARGEST NATIONAL MAGAZINES, OVER RADIO AND ON ALL SUNDAY SPECTACULARS (NBC TELEVISION) 


= 
Re aritni O Goins — 
Sedge ets Syed, Uh 5 


PE sctiu. 


*~ 


pw @ Changing over your customers to new U.S. Royal 
/ Master Tires can make you substantial extra profits... 
wt, CL! profits only exceeded by the new-car profit itself. No 


added personnel, equipment or inventory. Get all the facts 
—call your nearest U.S. Royal Distributor now! 
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Black and Gray 
Regain Favor as 


Color Choices 


DETROIT. — The gray-to-black 
range of automobile colors is “start- 
ing to come back,” says Virgil M. 
Exner, director of styling for Chrys- 
ler Corp.’s engineering division. 





“Almost one out of every five| 


buyers of new Chrysler Corp. cars 
now chooses black or gray in com- 
bination with some other color,” 
he declared. 


“In less than two years, the de- 
mand for colors in this range has 
more than doubled,” he reported. 

Production figures for the first 


two months of 1956 show that 30.6 | 


percent of Plymouths painted a 
solid color were black or charcoal 
gray, while those colors were used 
in combination on 27.8 percent of 
two-tone Plymouths. 

Dodge shipped 34.1 percent in 
solid black and gray, 40.2 in two- 
tone and 75.2 in three-tone; DeSoto 
was 37.6 solid and 27.1 in combina- 
tion; Chrysler and Imperial, 42.3 
solid and 29.5 in two-tone and, for 
the Chrysler line only, 57.4 in three- 
tone. 

“While gay colors still predomi- 
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nate percentage-wise and will con- 
tinue to for some time, we are 
detecting a growing preference for 
darker colors,” Exner said. “This 
return to elegance not only means 
blacks and grays. It means that 
most colors will be more subtle and 
quiter, They will be ‘dusty’ or 
grayed-down colors. 

“In my estimation, we will also 
see a return to purples and ma- 
roons, on a low volume basis. 

“As cars become more beautiful 
in shape and more unified in de- 
sign, colors can become more sub- 
tle. The beauty and character of 
the car itself should predominate— 
not the color.” 


° 

Auto-Lite Maps 

7? . s 
Wire Expansion 

TOLEDO.—E lectric Auto-Lite 
Co.’s wire and cable division has 
revealed expansion plans for 1956 
that D. M. Skirving, sales man- 
ager, said will triple production of 
aircraft wire and double the out- 
put of magnet and plastic wire. 

Skirving said that a _ million- 
dollar plant expansion program is 


underway at Port Huron, Mich. 
Two sales representatives have 


| been appointed by the company. 
| They are Virgil Steinmeyer and S. 





W. Weidenbach. 








Fast-Selling Safety “‘Extra’”’... 


Houser's SAFETY DOOR LOCK 4 













100% EFFECTIVE — Keeps 
children safe = a $557 

per pair 
on Colorful Cash in on growing demand for safety! Fino Populer 

—— Clever HOUSER Safety Door Locks re- cor Care 






minutes. 





place rear door handles, prevent open- 
ing from inside. Just SNAP them on in 
MONEY - BACK. GUARANTEE! 


HOUSER tren 


ENGINEERING & MFG., INC. 













Ask your 
Jobber or 
Order Direct: 


Indiana 















Petite 40" x 12" 


Regular 40" x 17" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12" 
for those advertisers who do not need as much space as is provided on our regular 
Bumpa-Tel sign which measures 40" x17". The new Bumpa-Tel Petite is lower and 
blends into the body lines of most cars producing a very neat appearance. It is 
offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


® Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames * Sheet Steel Face 
® Sign Legs Telescope into Non-Visible Brackets Mounted 
Behind Bumper Gvards 
@ Does Not interfere with Operation of Trunk Lid 
* After original installation State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for 
Night Use at $26.50. 
F.0.B., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 
Hudson, Nash, Packard and Studebaker. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 SHady Lane 5-9415 





Court D 


Leo T. Parker 
Attorney at Law 


By 


Lawsuits Affecting Dealers ... 


ecisions 


made by the dealer to correct the 
defect. Finally the purchaser sued 


DEALER in Minnesota wrote, | the automobile dealer for damages, 
“I have been reading your | based on an implied warranty. 


column in Automotive News with 
interest for some time. Now, I 
have a lawsuit on my hands grow- 
ing out of my dealership and I 
think probably you might have 
knowledge on the particular point 
involved. 


“I am being sued for damages 
simply because a customer claims 
I sold him a lemon. This was a 
new car and of course I rep- 
resented it as such but nothing 
more. 


He claims the car is not worth 
what he paid for it. The point is 
this: Is an automobile dealer liable 
for selling a customer a new car 


which turns out to be a lemon? 
* = * 


An Implied Guarantee 


oo particular car has required 
a motor overhaul, transmission 
overhaul, numerous door and body 
adjustments, three heater switches 
and other annoying defects all 
within 7,000 miles. 

“The factory took care of the 
motor work at about 3,000 miles; 
the transmission at 3,100 miles 
and will install rings again but 
that is the end, says the factory 
representative. The motor has 
improved as for the oil consump- 
tion from a quart every 300 miles 
to a quart every 800 miles. 

“I would appreciate receiving 
your advice on this matter.” 

My opinion is as follows: The 
higher courts very consistently 
hold that under ordinary circum- 
stances automobile dealers im- 
pliedly guarantee that new auto- 
mobiles are reasonably free from 
defects. Hence, situations may arise 
under which a dealer may be held 
liable in damages for defects in 
an automobile. 

See case of Kohn v. Ball 254 S. 
W. (2nd) 755. Here the testimony 
showed that within a short time 
after a new car was exposed to 
rain, water leaked around the doors 
and other places, damaging the in- | 
terior of the automobile. 

x x * 
Decisions Favor Buyer 


PON complaint by the pur- 
chaser, repeated efforts were 








Must Have Permit 


To Escape Tax, 
Ohio Dealers Told 


COLUMBUS, 0.—C. William 
O'Neill, Ohio’s attorney general, has 
ruled that a person without a| 
dealer’s license who purchases a) 
motor vehicle cannot plead that it 
is not a retail sale and thereby 
escape payment of the State sales 
tax. 

A similar decision in Oklahoma | 
recently was seen as a deterent to! 
bootlegging since _ unfranchised | 
dealers would have to pay sales tax | 
on new cars purchased from fran- 
chised outlets. 

In another opinion, the Ohio offi- 
cial held that the Public Utilties 
Commission cannot waive the tax 
for a portion of a year on a vehicle 
which replaces one for which the} 
annual tax is imposed by the State} 
code. 

O’Neill also decided that when 
a mortgage executed by a public 
utility company covers real estate 
and chattels and includes motor 
vehicles, the mortgage and title 





The dealer argued that he was 
not personally liable. Nevertheless 
the higher court held the automo- 
bile dealer liable for $450 damages, 
and said: 

“A warranty as to the condi- 
tion of the car when sold is 
imposed upon the dealer. The 
measure of damages is the dif- 
ference between the value of the 
goods at the time of delivery 
and the value they would have 
had if they had answered to the 
warranty.” 

For comparison see Wills Motor 
Co. vs. Johnson, 254 S. W. (2d) 931. 
In this case the testimony showed 
that a person bought a new auto- 
mobile from a dealer, for which he 
paid $1,734.21. After the purchaser 
had driven the automobile about 





asad 
300 miles, he returned it ‘o the 
dealer for repairs several tin os ang 
each time he was assured y the 
dealer that it would be put in goog 
condition. That was never done. 


+ * od 
Dealer May Be Liable 
+ SUBSEQUENT litigation the 
higher court awarded th. pur. 
chaser $1,500 damages, sayin z: 
“We point to the fact tnat it 
(automobile) was returned ‘o the 
dealer within three weeks and con. 
tinuously thereafter for repair. In 





any event, the purchaser had the § 
right of election to rescind or to § 


sue for damages, and he elected 
the latter remedy.” 

Hence, it is established law 
that an automobile dealer may 
be liable in damages to one who 
purchased a defective automobile 
which failed to render reason- 
able service in consideration of 
the purchase price. 


Nevertheless, where, as in your © 
case, the purchaser allows you or % 
the factory to repair the defects 7 


and put the automobile in reason- 
ably good condition, the amount of 
damages which the purchaser may 
recover from you certainly will be 
relatively small. 


“The General Assistance Program of Automotive 
Enterprises has been a big help to me. Like most 
dealers, I've tried lots of ‘programs’ dreamed up by 
self-styled experts, but this is different —IT works! 


"| like the spirit of the organization. First, they're 


honest... 


when they don't have an answer, they say 


so. And they don't try to ‘expert’ my business with 
pat formulas. Whenever | have a tough problem | 
write to Bob Young (he’s the head of Automotive 
Enterprises and he’s had 30 years of good, solid 
experience in selling cars) and in a short time I've got 


a solution. Take for instance, a few months ago. ! was 


overloaded with used cars. Automotive Enterprises 


helped me to dispose of them in a foreign market- 


Then one day, not so long ago, my business manager 


pointed out that the service department wasn't pay- 
ing its full share of the light bill. Again Automotive 
Enterprises came through with good, workable ideas; 


now that department is close to maximum absorption. 


“I've found that they can look at our problems with 
a fresh, unbiased approach. That's something that 
we, being so close to the picture, can't always do. 


“With the competent, understanding help | am get- 


ting | find my headaches are fewer because | turn 
to them with my toughest problems. 


“Of course, nobody has all the answers — Automotive 
Enterprises included—but in just a few months the 


service has more than paid for itself. Why don't 
YOU try it 2” 


AUTOMOTIVE ENTERPRISES 


10600 Puritan Avenue -« 


Detroit 38, Michigan 


A COMPLETELY CONFIDENTIAL SERVICE FOR ALL AUTOMOBILE DEALERS 
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certificates’ must be presented to 
the clerk of common pleas court 
in order to perfect the lien of the 
mortgage. 


13 Nations Join 


In Turin Show 


TURIN, Italy. — More than 450 
exhibitors from 13 countries are 
participating in the 38th Interna- 
tional Motor Show here. 

Sixty four makes of cars are 
being shown by firms from France, 
Germany, Italy, Spain, Great 
Britain and the United States. 

Coach builders and truck manu- 
facturers also are represented. 
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BIG Umbrella BIG HIT in Virginia! 


“| hardly see how we ever got along without it," said John C. Swanson, 
President of Swanson Motors, Inc., Danville, Virginia, in commenting on the McFar- 
land ‘‘Great’’ Umbrella on their lot pictured above. Like Mr. Swanson, and progressive 
dealers everywhere, you too will find that the McFarland “GREAT” UMBRELLA (21 
foot spread) and ““WHIRLABOUT,” the “Great’’ Umbrella that turns, will pep up your 
location—attract more customers—afford shade and comfort—and pay for itself many 


times over in increased sales. Get the complete McFarland ‘GREAT’ UMBRELLA story | 


in a full color illustrated booklet that is yours for the asking—write, wire or call the 
McFarland “GREAT UMBRELLA Company, Division of McFarland Awning Corporation, 
742 S. W. 8th Street, Miami, Fla.—Why not call right now—the number is FR. 4-8153. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Future Production Clues 


In Brake Design Review 

R several years, it has been 

predicted freely that the auto 
industry was on the verge of 
scrapping the long-familiar drum- 
and-shoe brake in favor of a disc 
prake. We've all heard of numer- 
ous experimental projects, ranging 
from improvements on present 
prake designs to various types of 
disc and spot brakes—and includ- 
ing a number of units which com- 
bine the principles of both the disc 
and conventional drum brake. 

The first public moves finally 
have been made by auto makers 
and important suppliers to disclose 
details of the possible future direc- 
tions of brake design trends. 

In its turbine-powered Firebird 
Il, GM unveiled the Turbo-X, a 
new all-metal brake developed 
experimentally by Moraine Prod- 
ucts division. This brake oper- 
ates by squeezing a rotating cast 
iron disc between pads of metal 
lining material. The disc itself 
carries positive provision for 
cooling. 

Heart of the new GM brake is a 
east iron disc that rotates with the 
car’s wheel. When hydraulic pres- 
sure is applied, this disc is gripped 
between moveable pads of metal 
lining material on the inboard side 
and fixed pads on the outboard 
side. Stopping power is directly | 
proportional to applied hydraulic 
pressure. 

The so-called “turbo-cooling” sys- 
tem in the disc is said to prevent 
brake fade. An air space between 
disc braking surfaces, and blades 
that pump air centrifugally through 
the spinning disc, dissipate heat 
generated by braking action. 
* * x 


Cooling Requirements 


OOETIONAL backing for the 
disc-brake prophets came to 
light at an SAE session in which 
Budd Co. and Bendix described 
some of their experimental work 
in this field. 

It is well known that speed and | 
acceleration capabilities of today’s | 
cars impose severe demands on | 
continuous as well as peak braking 
horsepower. Budd engineers recog- 
nized that cooling requirements 
now have reached a point where 
drastic improvement is needed in 
heat dissipation rate—long criti- 
cized as a fundamental weakness 





of the present passenger-car brake. 

In contrast to the drum, Budd 
engineers report that the single 
disc with impeller vanes spaced 

between operating faces is “pe- 
culiarly suitable for meeting 
these more exacting demands on 
cooling.” A “built-in blower” as- 
sures adequate air velocity and 
volume. Furthermore, the fact 
that the radial air column is sur- 
rounded by metal surfaces means 
that efficiency is attained in con- 
tact between air stream and cool- 
ing surfaces. 

After evaluation of the pros and 
cons of the disc versus the drum 
brake, Budd established the follow- 
ing design requirements for an 
automotive disc brake: 1. Manda- 
tory use of a short-segment shoe, 
since the optimum lining area was 
found to be a balance between the 
very short segment dictated by 
thermal considerations and the 
larger area needed to maintain lin- 
ing loading within the desired max- 
imum unit lining pressure. 

2. Brake actuation such that 
brake shoes can maintain constant 
lining pressure over the entire lin- 
ing area under all operating condi- 
tions. 3. Budd test results indicate 
that, to assure minimum dimension 
change under pressure and thermal 
Variations, the disc should be of 
the “single-disc” type rather than 
the “double-disc.” 

4. The disc should be self-cooling. 
Budd uses a ventilated cored disc 
resembling the principle of a sir- 
cco blower. 5. Disc braking faces 





must be shielded against dirt and 
dust. 

6. The disc must be driven 
from the outside diameter, and 
brake actuation structure must 
span the disc width from the in- 
side diameter. This requirement 
was dictated to attain maximum 
strength with minimum weight. 


7. Brake wheel cylinders should 
be isolated from the high tempera- 
ture zones to avoid danger of vapor 
lock. The Budd disc brake is said 
to meet this objective, since wheel 
cylinders are located outside the 
brake, in the air slipstream. 


8. Since linings are sensitive to | 
moisture, temperature and rubbing | 
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speed, and have variable friction 
coefficient in service, Budd engi- 
neers advocate limiting self-ener- 
gizing action to “a reasonable de- 
gree for torque consistency and 
dependable braking over the entire 
speed range for all weather and 
heat conditions.” 
a * * 


Smooth, Quiet Operation 


I ADDITION to fulfilling these 
design requirements, Budd 
claims to have developed a disc 
brake that is versatile with respect 
to the desired degree of self-ener- 
gizing or non-energizing. It is said 
to be adaptable to power brakes, 
with or without energizing. 

Operational superiority of the 
disc brake is classified by Budd 
under the categories of perform- 
ance thermal characteristics, 
smoothness and life. 

At lower speeds and under city 
driving conditions, according to 
Budd engineers, the disc brake will 
be appreciated for its smooth, quiet, 
squeakless operation; firm control- 
lable pedal feel and day-hy-day 
consistency. At higher speeds, above 
60 mph, the disc brake’s reserve 
capacity, dependability and free- 
dom from fade are expected to offer 
advantages. 

On the negative side, it is ad- 











mitted that the Budd disc brake 
requires a relatively expensive 
cored disc casting, reduced serv- 
ice accessibility and a closer con- 
trol of dimensional tolerances 
than maintained in most drum 
brake parts. 

At Bendix, the features of disc 
and shoe brakes have been com- 
bined in an interesting design 
called the disc-servo. Bendix auto- 
motive engineering manager, T. H. 
Thomas, told the SAE that the 
brake drum is similar to the en- 
closed disc type, in that the flat- 
end surfaces are friction surfaces. 
In addition, like the shoe-type 
brake, the cylindrical surface also 
is a friction surface. 

* * cd 


Small Wheel Difficulty 


. THE Bendix design, two fric- 

tion pads expand outward to 
bear against the drum flat end- 
surfaces (following “disc” princi- 
ples). To supplement this disc 
braking action, an arc-shaped shoe 
(similar to those in present brakes) 
moves outward to bear against the 
inside cylindrical surface of the 
drum. 

Bendix thus is using three fric- 
tion surfaces: the two flat end- 
surfaces of .the drum, plus the in- 
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side cylindrical surface. The com- 
bination is said to offer the cooling 
advantages of spot disc construc- 
tion, as well as the benefit of three 
“swept surfaces,” instead of two. 


Combining, as it does, a num- 
ber of desirable features of both 
disc brakes and shoe brakes in a 
natural evolutionary design step, 
the Bendix disc-servo is a likely 
prospect for early production use. 
The unofficial word is that one 
auto maker already has decided 
to offer such a unit on its °57 
models. 


To those who may become over- 
enthusiastic about the improved 
braking performance from new de- 
signs, a “note of warning regarding 
the ability of the disc brake to 
rescue designers from the small 
wheel difficulty,” was sounded by 
J. W. Kinchin, chief engineer of 
Girling, Ltd. 


In concluding his discussion of 
automotive brake fade and stabil- 
ity, Kinchin presented significant 
data on the “two trailing shoe” 
drum brake, and pointed out that 
the disc brake, in order to give 
satisfactory life, must be chosen of 
| adequate size—and “in its present 
state of development offers no uni- 
| versal panacea for designers’ space 





problems.” 





cool operation 


high lubricity 


long life 


positive sealing 


See, feel the lubricity! 


Micro-Torc sealing lips look and feel different, 
too! Appearance is smooth finished; their 
cool-running, high lubricity, no-seepage char- 
acteristics are instantly apparent to the touch! 





NATIONAL MICRO-TORC’ 
LEATHER OIL SEALS 





How Micro-Torc works—Side of 
retanned leather lip is 
coated with dry lubricant and 
Elastomer binds lu- 


chrome 


elastomer. 


bricant to leother, prevents seep- 
enhances 
mechanical stability—yet permits 
leather's natural porosity to re- 
main in body of sealing lip. Lip 
actually stores oil for dry or 


age through leather, 


emergency running! 
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CHICAGO, ILL... 
CLEVELAND, OHIO . 
Da.tas, Texas . 
Detroir, MIcH. 


Kansas Crry, Mo. 
MILWAUKEE, Wis. 


a Te Newark, N. J. 


Downey (Los Angeles Co.), CaLir. | 
INDIANAPOLIS, INDIANA . . 


Repwoop City, Car. 
Wicnita, Kansas . 


For applications where temperatures are within —50° to 200° F, 
maximum shaft speed is 2,000 fpm, and runout is held to about 0.005”, 
new National Micro-Torc oil seals should definitely be investigated. 


The Micro-Torc sealing member is perhaps the most interesting advance in 
leather oil seals in 15 years. In hundreds of thousands of hours of actual 
application, Micro-Torc seals have consistently shown up to 80% less torque 
and 10 times the life of other leather seals. Breakaway torque is normally only 
20% of conventional leather seals, and Micro-Torc seals have operated 

up to 100 hours dry at 1,350 rpm without sloughing or squealing. Properly 
used, Micro-Torc seals provide positive sealing throughout service life. 


Get complete details. Call nearest NMB Engineer, or write for Bulletin. 


Engineering help in your plant and ours. NMB'S a Engineering 


Service is fast, expert, convenient. Yours for the asking: 


Room 462 McCormick Building, HArrison 7-5163 
210 Heights Rockefeller Bldg., Y Ellowstone 2-2720 


2520 West Mockingbird Lane, Dixon 7541 
13836 Puritan Avenue, VErmoni 6-1909 

‘ - « 11634 Patton Rd., TOpaz 2-8163 
. 2802 North Delaware Street, W Alnus 3-1535 
. - 4445 Terrace, LOgan 6622 


647 West Virginia Street, BRoadway 1-3234 
1180 Raymond Bivd., Mlichell 2-7586 


Broadway and National, EMerson 6-3861 


519 South Broadway, AMberst 2-6971 


General Offices: Redwood City 


NATIONAL MOTOR BEARING CO., INC. 
Plants at Van Wert, Ohio, Redwood City, Downey and Long Beach, Calif. 





This is TOWN JOURNAL 


The Family Magazine of Countryside America. Shown 
here in miniature are some of the pages from one issue 
of this sparkling magazine. You will see the variety of 
interest, a picture of world affairs looked at chiefly 
from the constructive cheerful side, and most im- 
portantly, page after page devoted to town, community 
and family living. It is new, youthful in spirit, teeming 
with ideas you can do something about. 

In just three short years, TOWN JOURNAL has won 


Go abroad 
while 
you're young 


One reeren we ge oll-oet fer votety 


the readership confidence of more than two million 
families. It is published by Farm Journal, Inc. and is 
edited with the same sympathy with readers’ interests 
that has made FARM JOURNAL the most widely read 
farm publication in the world. 

Wouldn’t you like to see TOwN JOURNAL? Write for 
a free copy. Or, if you wish to send a dollar, you will 
receive the magazine every month for a year. Address 
TOWN JOURNAL, 232 Washington Square, Phila. 5, Pa. 
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Together, Town JourNaL and its companion magazine, 
Farm Journat, form The Countryside Unit, read by more 
than 5 million families. It is the biggest thing in the country- 
side, a marketing influence of unmatched power in the vast 
and thriving areas outside metropolitan centers. 
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Post by Town Journal ...Farm Journal... the Countryside Unit 
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CAR WASHER — The Lazy Boy Speedy 
Wash is said to operate on regular cur- 
rent and ordinary water pressure. The 
unit consists of a 20-foot overhead track, 
adjustable to any ceiling height nine feet 
or over; a dirt-sealed electric motor con- 
trol; four drop hose for wheel work; and 
an automatic wash wand which mist-sprays 
the entire car, reversing automatically 
and traveling end-to-end as often as re- 
quired. Action can be stopped at any time, 
or spray wand left running to keep car 
from spotting if wash job is interrupted, 
it is claimed. Farm & Ranch, Inc., 3907 
Broadway, Kansas City 11, Mo. 

2 ee 





SPARK PLUG—An average 10 horse- 
power gain, 9 m.p.h. speed increase, 
and 15 percent fuel saving are claimed 
for a spark plug introduced by Life-Long 
Spark Plug Corp., El Segundo, Calif. 
Utilizing a nickel-cadmium alloy and a 
new electrode design, the Life-Long plugs 
are said to represent a different engineer- 
ing development in plugs. They are self- 
cleaning, permanently gap set, and are 
capable of operating for more than 100,- 
000 miles without noticeable lessening 
of efficiency, it is claimed. 

oe 8 


Telescopic Antenna Available 


Production of a 100-inch tele- 
scopic rear-mount antenna has 
been announced by National Elec- 
tronic Mfg. Co., 186 Granite St., 
Manchester, N. H. The four-section 
antenna is extendible from 29 to 
100 inches and comes with a 15-foot 
Hi-Q lead-in cable. 


LIGHT KIT—A safety light kit, designed 
fo assure light in an emergency has been 
morketed by the Chemical division, Olin 
Mathieson Chemical Corp., 460 Park Ave., 
New York 22, N. Y. The kit consists of a 


~ selid brass flashlight and two leakproof 


batteries in a sealed polyethylene packet. 
The company guarantees the batteries 
for six months from date of purchase if 


they are left in the sealed container. 
ee 


Marquette Battery Charger 
Designed for 6, 12 Volts 


The Marquette model 319 battery 
charger is said to deliver 40 
amperes at both six and 12 volts, 
and can be used for fast charging, 











NEW PRODUCTS 


boosting and for slow charging bat- | 
teries in series. 

Weighing 27 pounds, the unit is | 
delivered with cord and clamps, 
and features rectifiers, a fan, 
charging rate controls and weather 
resistant construction. Marquette 
Mfg. Co., 307 E. Hennepin Ave., 


Minneapolis 14, Minn. 
*” +* * 


CAR-TOP CARRIER—The Universal cor- 
top carrier, designed for any load up 
to 500 pounds, is snapped into place 
by meons of four handles. It has no 
cups, boits or ties. Said to fit any car, 
the unit comes with 60-inch rubber- 
tipped tubes and two eight-inch web 
straps. Quik-N-Easy Products, 934 W. 
Foothill Bivd., Monrovia, Calif. 





TOP ENGINE OILER — The Pyroil Im- 
pact Top Oiler is said to operate on a 
patented pressure principle developed 
by Richard E. Caddock, Ames, la. The 
oiler derives its power from the velocity 
of air entering the engine through the 
carburetor, it is claimed. It is said to 
work by pressure rather than vacuum 
and is not affected by the wide, uncon- | 
trollable variations in vacuum which oc- 
cur with the engine running at different 
speeds. Engine speed and throttle valve 
opening control the flow of oil from the 
oiler to the engine, it is claimed. Pyroil 
Co., Inc., La Crosse, Wis. 
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Bottle Holder 


A bottle holder which fits be- 
tween the window and door frame 
is just the thing for trips, picnics 
or driveins, says Maymac Co., Mt. 
Vernon, N.Y. It’s made of metal 
with leather front and backing and 
holds a bottle, can or glass, the 
company says. 

+ 








STORAGE CABINET — The €&Z Find 
Full Vue storage cabinet features four 
crystal-clear plastic units molded into one 
piece 14 inches high, 16 inches deep 
and 12% inches wide. Each of the 32 
drawers can be made into two or three 
lengthwise or crosswise compartments with 
metal dividers thet. lock firmly in place, 
it is claimed. Each drawer is 1 7/16 
inches wide and 5% inches high. Akro- 





BOAT CARRIER—The Quik-N-Easy boat 
carrier is designed to handle a boat up 
to 15 feet in length and weight up to 
295 pounds. Handled easily by one man, 
the unit is adjustable to fit all cars and 
pickups, it is claimed. Quik-N-Easy Prod- 
ucts, 934 W. Foothill Bivd., Monrovia, 
Calif. 





WHEEL BALANCER — A self-centering, | 
on-the-car wheel balancer, designed to fit 
any size wheel, is now available. The | 
unit is said to permit balancing the entire 
wheel, hup cap, drum and wheei, without 
removal from the car. No adaptors are 
needed, and no studs or nuts have to 
be removed, it is claimed. John Bean 
division, Food Machinery and Chemical | 
Corp., Lansing 4, Mich. 
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Frontier Co. Markets Bins 


With Drawers and Dividers 


Steel parts bins, with dividers 
adjustable on every one-inch center 
by means of snap fasteners, are 
being made by Frontier Mfg. Co., 
10600 Harry Hines Blvd., Dallas, 
Tex. When dividers are not used, 
the shelves are adjustable every 
1% inches, it is claimed. 

Bins with drawers, or with com- 
binations of drawers and dividers 
are available. Standard size is 84 
inches high, 36 inches wide and 12 
inches deep. | 








BUMPING TOOLS—Specially-contoured 
vulcanized fibre bumping tools have been 
developed for use in repoiring minor im- 
perfections in vehicle bodies. Designed to 
absorb the shock but deliver the force, 
the tools are said to make repairs without 
damage to the finish. The bumping sets 
contain five tools, each with a different 
end contour. Four are 3 by 9 by '%-inch 
with concave, convex, chisel point and 
square ends. The fifth is 1 by 9 by '- 
inch to fit into hard-to-get-at places. Penn 
Fibre & Specialty Co., 2024 E. Westmore- 
land St., Philadelphia 34, Pa. 


* x * 


Midget-Size Screwdrivers 

Added to Quick Wedge Line 
A “Midget” series of screw- 

drivers, which hold, start and drive 


Mils, Inc., 820 E. Market St., Akron 9, O.| No. 0 to No. 4 wood screws and 


bolts, and No. 2 to No. 4 sheet 
metal screws, has been added to 
the Quick Wedge Screw-Holding 
screwdriver family. 

Precision-built, the series fea- 
tures shockproof, unbreakable Ten- 
ite II handles, and spring steel 
hollow-ground blades. Kedman Co., 
233 S..Fifth West, Salt Lake City 
1, Utah. 





SERVICING GUIDE — The 1956 Tung- 
Sol Auto Lamp and Flasher Servicing 
Guide, containing complete replacement 
specifications, is now available free to 
jobbers. The guide, in wall-chart form 
and indexed for ready reference, con- 
tains seven categories of data: Headlamp 
aiming instructions, installation  instruc- 
tions for sealed beam headlamps and 
miniature lamps, how to service direction 
signals, lamp and flasher specifications, 
accessory lamp specifications, and cross 
index of lamp specifications. Tung-Sol 
Electric, Inc., 100 Eighth, Newark, N. J. 

a2. 





SPOTLIGHT—Designed to plug into an 
automobile cigaret lighter, the portable 
Utilite spotlight is said to throw a beam 
Y% mile, and becomes a red warning 
signal when placed inside its red plastic 
bag. Chrome plated and featuring a 
moveable handle, the unit is available for 
either six or 12-volt battery systems. 
Lumidor Mfg. Co., 4801 E. 50th St., Los 
Angeles 58, Calif. 





SPRING BALANCER — Made of mag- 
nesium steel, the Levelators are designed 
to convert ordinary leaf springs to 
Flexion-Level-Ride. Installed under the 
bottom of each main spring and extend- 
ing the entire length of the spring, the 
units create perfect riding and road 
balance because the weights are evenly 
distributed, it is claimed. The Levelators 
are fitted with rubber bumpers for. addi- 
tional shock absorbtion. Crown Spring 
Co., 1837 N. Woodstock St., Philadeiphia 
21, Pa. 





OIL FILTER CHART — A wall chart for 
dealers, providing data on oil filter re- 
fills for cars and trucks has been made 
available by Purolator Products, Inc., Rah- 
way, N. J. it features a table on the 
reverse side to provide cross reference 
between Purolator refill numbers and 13 
other mokes. 








RADIATOR EQUIPMENT—Two radiator- 
servicing units, models 25 and 35, have 
been added to the Inland Flo-Test Ma- 
chine line. Both models feature stream- 
lined design, an instant-acting hand-lever 
control, centrally located gage, and new 
angle hose connection. The hand lever 
can be operated faster than the former 
screw-type control, it is claimed. Descrip- 
tive literature is available from Iniand 
Mfg. Co., Dept. F-18, 1108 Jackson St., 
Omaha 2, Neb. 





VALVE TIMING WHEEL The Van 
Norman Degree Wheel is said to deter- 
mine valve-opening and closing time by 
showing degrees before and after top 
dead center. The wheel is 12 inches in 
diameter and comes with instructions for 
use. Van Norman Equipment Co., 3640 
Main St., Springfield 7, Mass. 

oe ” 
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MAGNETIC PLATE HOLDER — A mag- 
netic device for holding license plates 
has been developed by Snapy Corp., 
Franklin Furnace, O. Designed for dealers 
use, the unit requires no bolts, nuts or 
spring clips, it is said. Manufacturer 
claims to have tested the device over 
tracks, cobblestones and corrugated pave- 
ment at speeds up to 100 mph. 
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VACUUM-DRIVEN ANTENNA — This 
vacuum-driven automobile radio antenna 
utilizes three zinc die castings to obtain 
its raising and lowering action. The cast- 
ings are designed for use as a diverting 
valve needed to control the vacuum 
created by the engine manifold, it is 
claimed. The aerial is constructed of 
stainless steel rod and Admiralty brass 
tubing. Antenna is supplied with shielded 
lead-in cable for connection to the radio. 
Pioneer Specialty Co., 6537 Russell, De- 
troit, Mich. 
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...did you hear the story 


r 
about the farmer’s daughte 


and the ‘Jeep’? 


Well, sir, there was this traveling salesman 
.. he’s on the road late at night, and as luck 
would have it, his car gets stuck, right in 
front of this tarmbhouse. 


So, the salesman goes up and asks the farmer 
if he can spend the night. “Don't know,” 
savs the farmer, “have to.ask my daughter. 


Well. sir. when the salesman sees the daugh- 
ter. he'd just as soon spend a week... .so he 
smiles his best and crosses his fingers for luck. 


“Peller’s car is stuck,” says the farmer. 
“Wants thnow if he can spend the night. 


Think we can help him out?” 


“Why. sure.” says the daughter. She takes 
the salesman with her, gets him a snack in 
the kitefren, and makes him comtortable. 


Well. while he's sittin’ there thinking up 
conversation, the girl whips out to the barn, 
starts up the family ‘Jeep and hauls that 
salesman'’s car out of the ditch. Inside ol 
twenty minutes hes outside and on his way 


cussing the day that Willys ever started 


WILLYS...the company on the move ! 


©1956 WILLYS MOTORS, INC. 
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How America learns about 
the Willys success story 


Another reason why a ‘Jeep’ franchise 
becomes more valuable 
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with every passing month 


Have you heard the story about the farmer’s 
daughter and the ‘Jeep’? If not, we hope you'll enjoy 
reading it in the Willys ad at the left, reprinted from 
the April 2nd issue of TIME magazine. 


This is the first ad in a regular series scheduled 
for TIME magazine. Each ad in the series will tell 
an estimated 5 million key opinion molders the 
Willys success story. It will give them facts familiar 
to automotive dealers—facts about the 31% increase 
in ‘Jeep’ vehicle retail sales in 1955, facts about the 
excellent profits realized by Willys dealers and the 
Factory, facts about the 712 new dealers who signed 
for a ‘Jeep’ franchise in 1955. And it will explain 
to the influential TIME audience how many of these 
new dealers spread their overhead by adding the 
‘Jeep’ franchise to their existing line, thus making 
possible substantial profit opportunities with prac- 
tically no addition to operating overhead. 











Things are happening at Willys... there’s an 
exciting feeling in the air... it’s a company on the 
move. And ads like these will regularly tell the 
opinion-makers of America about it. 


What does this mean to you? It’s just another 
step in creating a climate which makes the ‘Jeep’ 
franchise more valuable with every passing month. 


Why not get the facts about how you can start sell- 
ing ‘Jeeps’ to farmers or their daughters, and to 
many other types of prospects? You can add impor- 
tant profits. There’s no obligation. Fill out and mail 
the coupon below. Do it today! 


COCORH OSES COCOOSSOOS EEE oEdEEEEO OOO SL OLEEE LOE ESOLEESSEOEE ESOS SCESONeES 


Dealer Development Department 109 
Willys Motors, Inc., Toledo 1, Ohio 


Without obligation, please have a representative call and give 
me information about the ‘Jeep’ family franchise. 


Name 





DA aeiinteceerterensineirenagica pamshied gece en 
City. State. : 
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1913 Cadillac Back in ‘Action'— 
Approximately 500 persons were photographed at the wheel of this 1913 Cadillac 

at the Saturday Evening Post ‘‘Key Line Club” held in conjunction with the Pacific 

Automotive Show in San Francisco. The club was organized by the Post to provide 

entertainment and provide good fellowship and better understanding within the 

automotive industry. From left are John F. Ferreira, member of the Horseless Car- 


riage Club and owner of the Cadillac, and Hamilton Cochran, manager, Post avto- 
motive division. 












Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 






















ACCEPTED LINE 


Stewart Mobile Homes...seen and 
bought everywhere... are accepted as 
one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 





I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a wett 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Eprror’s Note: This is one of a 
series of letters on practical 
problems cncountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert. Simons, who is 
active in today’s market. 

* - oe 


Dear Ed: 


oo service department of an 
automobile dealership is a 
good place to catch a live one. 
Here’s how it 
happened to me 
the other day. 
The customer’s 
name was Jerry 
Thompson. He 
was not driv- 
ing his: ‘S58 
model because 
the  transmis- 
sion was gone. 
And not too 

# long ago Mr. 
Bert Simons Thompson had 
his old car tied up for a couple 


“There’s no slack season 
















of days for something else that 
broke down. 

Well, anyway, I was sort of 
patrolling the back shop when I 
overheard the service manager 
and Mr. Thompson talking in un- 
usually loud tones. To describe 
it more accurately, they were ar- 
guing. 

The subject was why did the 
transmission go bad when he 
just had the car in for repairs 
a month ago, Johnny, our 
service-manager, was trying to 
explain that today’s ailment had 


Butts Buick Sold 


John H. Butts has sold Butts 
Buick Co., Wichita, to Ben P. 
Robinson who is operating it as 
Ben Robinson Buick. Butts suc- 
ceeded his father, J. Arch Butts, 
as head of the firm which had 
been in business more than 50 
years. 


for me!” 














VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. in 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 













for details, write, STEWART COACH INDUSTRIES, INC. 


Sine coll today. Department AN « Bristol, Indiana 





nothing to do with last month’s 
troubles. 

He was at the point of compap. 
ing Mr. Thompson’s two separate 
operations as a doctor would ex. 
plain that a stomach ailment hag 
nothing to do with a toothache 
when I decided to get into the 
deal. 

+ * * 
ERE’S the way I made my 
entry. “Johnny,” I said, “yoy 
sound like you’re a doctor mak. 
ing a diagnosis.” 

Johnny knew why I was there 

and he knew what to say: “Bert, 


this guy doesn’t need a doctor; | 


he needs a new car. After all, 
the car is three years old and 
Mr. Thompson uses it hard every 
day in his business and things 
are starting to happen one after 
the other.” 

After introducing us, Johnny 
left us alone—and you can be 
sure Mr. Thompson wasn't 
dancing with glee when he 
learned he was due. He was 
very unhappy. But my job as 
a salesman was to make him 
happy. 

“Mr. Thompson,” I said, “let’s 
get away from this mess for a 
while and investigate together 
the possibilities of staying away 
from it. Let’s you and I talk 

about a brand new model. Let’s 
consider first the cost of repair- 
ing your present ailment, then 
let’s consider logically the chances 
of the other vital parts of your 
old car holding out and for how 
long. And let’s talk about your 
tires that you’ve run on for a 
good long time. 


* * * 


“Meare of fact, let’s be prac- 
tical and compare the pres- 
ent cost of repair and potential 
usage without further 
against the cost of trading for a 
new car, remembering too that 
a new car will give you a greater 
sense of security in your day’s 
work and it will surely lift your 
morale higher to drive a new car. 

“And another very important 
fact to consider is that we prob- 
ably can pick a new car out of 
stock and have you rolling in a 
couple of hours.” 

Mr. Thompson was not al- 
lergic to buying a new car and 
after a little discussion of price, 
tradein, model and accessories, 
we got together on a deal. 

My moral today is more fact 
than moral. Mr. Thompson would 
have bought.a new car today or 
tomorrow or next week because 
he needed one. But he bought it 
today, here and from me because 
I was in the service department 
watching for people just like Mr. 
Thompson. There are lots more 
of them. They just need a little 
convincing—and that’s our job. 

—Bert Simons. 


Truck Trailer 
Shipments Drop 
32% in Month 


WASHINGTON. — Truck-trailer 
factory shipments dropped 32 per- 
cent in January from December's 
7,040, according to the Department 
of Commerce. 

However, the 4,781 units shipped 
were more than the 4,452 shipped 
the previous January. It was the 
lowest figure since February, 1955, 
according to the government re- 
port. 
Total shipments for 1955 were 
76,272 with January being low and 
September the peak month with 
7,058 truck trailers being shipped. 

Shipments in 1955 by month 


were: 

Ws: Sasccicarse 4452 July .......... 
Feb. .......... 4,987 Aug. .......... 7,050 
March. ...... 6,332 Sept. ........ 7,058 
Apr. .......... 6352 Oct. .......... 6,961 
WO sicciciiss 6,252 Nov. .......... 6,991 
June ........ 6948 Dec. .......... 7,040 


Purdie Buys Out Pfau 


George H. Purdie, former gen- 
eral manager of Pfau Chevrolet 
Co., Sharon, Pa., has purchased 
the interests of Zeno J. Pfau and 
will operate the dealership as Pur- 
die Chevrolet Co. 
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By Martin L. Whitmyer 
Staff Writer 

The future of the American way 
of life is largely up to the resource- 
fulness and team effort of advertis- 
ing men and salesmen, according 
to C. P. Noonan, sales manager of 
Chrysler division. 

at a meeting of the 

American Advertising Federation 
in Wichita, Kans., Noonan said 
“the successful teamwork of sales 
and advertising is not just a 
matter of making money. In the 
palance is our whole way of 
life...” 

Noonan said he had no magic 
formulas to present for snappy 
headlines, dynamic illustrations or 
copy to move millions, “but I do 
know advertising has a very defi- 
nite responsibility to make the 
initial step in selling. And the 
sales department has an equally 
definite responsibility to provide 
the follow-up to advertising.” 

In comparing advertising to an 
automobile engine, Noonan said: 

“It has a lot of power. It can 

things up. It can keep you 
moving at high speed. But unless 
it is hooked up to the rear wheels 
with a drive line and a transmis- 
sion, none of those things hap- 

If the transmission is in 
neutral about all you can expect 
of the engine is to do a lot of 
drinking and to get rid of a lot 
of gas.” 

He said practically every sales 
executive in America today is con- 
vinced that he could turn out the 
finest, most hard-hitting advertis- 
ing anybody ever read. 

“There’s just one trouble with 
that idea. If he did write some, 
and if anybody ever did read it, 
it undoubtedly would be the com- 
pany, not the reader, that would 
be the hardest hit. 


“We already have entered a criti- | 
cal period in life of American bus- | 


iness,” he concluded. “The de- 
mands for more effective adver- 
tising, stronger selling, and the 
closer integration of the two will 
become increasingly great.” 


* * * 
Zeller Picks Ad Rep 

Robert C. Zeller, president of 
Zeller Corp. Defiance, O. has 
announced the appointment of 
Mc-Cann-Erickson, Inc., to handle 
the advertising for Blue Crown 
Spark Plug Corp., a Zeller sub- 
sidiary. - 

The Cleveland office of 
McCann-Erickson will handle 
advertising sales promotion in 
both consumer and trade publi- 
cations. The account was served 
formerly by Burlingame- 
Grossman, Chicago. 

x * * 
Elliott Agency Opens 

A. Lovell Elliott Advertising has 
opened offices at 310 E. Hudson St., 
Columbus, O. The agency special- 
izes in automotive advertising. 

ox = * 
Firestone Show Honored 


The George Foster Peabody 
Radio-Television Music Award for 
1955, one of the highest honors 
in the field of entertainment, has 
been presented to the “Voice of 


Firestone,” the nation’s oldest 
coast-to-coast program. 
The award cited the “Voice of 


Firestone” for “the exclusive 
beauty and high quality of its pro- 
gram. structure” and Firestone Tire 
& Rubber Co. for “highest sensi- 
tivity not only in the matter of 
superb program standards but 
also in its understanding of adver- 
tising properties.” 

* = 


New Willys Ad Series 


The fable of the traveling sales- 
man and the farmer’s daughter has 
been converted into a modern 
Sales message in the first of a 
Series of advertisements launched 
by Willys Motors, Inc. 

Semi-institutional in nature, 
the new series will relate Jeep 
and Jeep truck success stories 
originating at home and in the 
free countries of the world where 
the four-wheel drive vehicles are 
at work. 

In using the salesman-farmer’s 
daughter bromide, Willys has the 
comely miss pull the salesman’s 
mired automobile onto the highway 


Affecting Factories and Dealers... 
Auto Advertising 





with her Jeep, thus again changing 
the never standard ending. 

The series, according to C. A. 
Watson, general sales manager, 
opens an expanded advertising 
schedule planned for this year by 
Willys. “We intend to use our 
first series to do a combination 
sales and institutional job,” Wat- 
son said. 

The illustration also will be used 
on mailings to dealers, suppliers 
and customers, and on general 
corporation letterheads and enve- 
lopes, he added. 


* * * 


F, C & B Assigns 2 to Ford 


The first executive staff appoint- 
ments by Foote, Cone & Belding to 
supervise the Special Products divi- 
sion account of Ford Motor Co. 
were announced last week. 

Charles S. Winston, vice-president 
and account supervisor in FC&B’s 
Chicago office, has been named 





account supervisor on the account. 
He will manage the agency’s Detroit 
office, to be set up within the next 
few months. 

Clyde E. Rapp, vice-president 
and account supervisor in the Chi- 
cago office, will serve as account 
supervisor on the division account 
in Chicago and will divide his time 
between the two offices. ~ 

* + * 


Outdoor Life Revenue Up 


Advertising revenue in the 
April issue of Outdoor Life 
totalled $318,429 for what the 
magazine terms the largest dol- 
lar volume of any issue published 
in the 58-year history of the mag- 
azine. 

Stuart Bernard, advertising 
manager, also said that April’s 
ads brought Outdoor Life’s rev- 
enue for the first four months of 
1956 to $956,764, another record 
and an 8.4 percent increase over 
the first four months of 1955. 


* * * 


Adams Succeeds Stempien 


William M. Adams has been ap- 
pointed news editor of Chrysler 
Corp.’s press information service, 
succeeding William P. Stempien, 
who recently was*named manager 
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As of LAST MONTH 
THIS (6 A 


WON- CHARITABLE 
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of press information service. 
Adams joined Chrysler Corp.’s 
public relations department in July, 
1953, and has since served as staff 
writer on engineering and research 
developments. Previously, he was 
associated with Ethyl Corp. for five 
years as public relations repre- 
sentative in Detroit and in New 


25 


York. Prior to that, he was with 
the Shell Oil Co. and Kaiser Mo- 
tors Corp. as publications editor, 
and served with the Lansing bureau 
of United Press in 1946. 


* * * 

Trend Changes Name 

Trend, Inc., specializing in auto- 
motive magazines, has changed its 
name to Petersen Publishing Co. 

The Los Angeles firm publishes 
four magazines in the automotive 
field. 


* * * 


"| Pontiac Dealer Promotion 


The Metropolitan New York Pon- 
tiac Council has selected St. George 
& Keyes advertising agency, New 
York, to represent it on a satura- 
tion radio advertising program to 
blanket the tri-state area of New 
York, New Jersey and Connecti- 
cut. 

The Pontiac Automobile Dealers 
Assn. of New York is co-sponsoring 
the promotion. 


Jarrett Joins Wright 


W. A. Jarrett, who has been in 
the automobile business for 21 
years, has joined James A. Meador 
as a partner in Wright Motor Co. 
(DeSoto-Plymouth), Roanoke, Va. 





Here’s a two-way plan to make your profits stick 


Selling cars in today’s price market is one thing. But 
how do you keep fixed costs from cutting into profits ? 


Pennzoil has the answer for you—a two-way plan that 
perfects your service operation, keeps customers sold 
on you, helps you increase overhead absorption 
through greater service profits. First, with a motor oil 
so good it eliminates all prevalent engine eens 
complaints, keeps customers satisfied. Second, throu 
proved-effective customer relations that keeps profitable 
service business rolling in. 


For your customers: Pennzoil with Z-7 


What's the toughest engine problem in your shop? 
Corrosive wear of cams and lifters? Improper valve 
train operation? Engine knock, or ping? This 100% 
Pennsylvania motor oil with The Tough-Film® beats 
them all. It has an all-oil lubricating body that with- 
stands the most intense heat and pressures created 
within high compression engines, prevents formation 
of deposits in both crankcase and combustion cham- 


Get the full profit story NOW! 


Call your nearest Pennzoil distributor, listed in the yellow pages of your phone book; 


bers. By keeping engines really clean Pennzoil with 
Z-7 keeps horsepower unlocked—for the entire life 
of a crankcase fill. 

Performance like this makes satisfied customers— 
regulars who keep coming back to you! They’re your 
best prospects for new and used cars. 


For you: The Pennzoil Kontax System® 


Overwhelming favorite of car dealers everywhere, as 
proved by recent surveys, The Kontax System tailors 
easily to the size and scope of your service operation. 
It sells not only lubrication but a// your services and 
merchandise. It tells you exactly what to sell, when and 
to whom, based on driving habits and actual needs of 
customers. By bringing in business for every depart- 
ment and helping you sell more items on every repair 
order, it makes every phase of your service a profit- 
able one. : 

Here’s a promise: The Pennzoil plan will help you 
create regular service customers, get more table 
service business to absorb overhead and help you 
protect profits on car sales! 






WN: write Pennzoil, P. 0. Box 78, Oil City, Pa. 


MEMBER PENN. GRADE CRUDE OL ASSN., PERMIT NO. 2 
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Average Used-Car Auction Prices 


1955 


(Compiled by Automotive News from auction reports.) 


Market Trend ~ 


The overall average price of 
used cars sold at wholesale auc- 
tion last week increased $1 as 
compared with the previous week, 
according to Automotive News’ 
index. 


Of the eight model years in- 
dexed, five showed increases in 
price while three declined. 


The price of 49s dropped $2, 
53s fell back $3 and ’56s dropped 
$24. 

Increases were as follows: ’55s, 
up $24; ’54s, up $9; ’52s, up $4; 
"50s, up $4, and ’51s, up $2. 

At a group of representative 
auctions last week, the average 
consignment was 157.0 units, 
compared with 189.6 the previous 
week and 139.4 a month earlier. 

The sales ratio was 73.1 per- 
cent, compared with 74.2 percent 
a week earlier and 79.0 percent 
on the index of March 26. 

Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 





$943* $915 


Nov. Dec. 
'48s dropped. 


Aug. Sept. 
* Prices of 


Oct. 
’56s added; 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale os Sra 
nesday. Prices are for sale of Apr. 


(Active sale with prices steady i 
strong on clean stuff—slightly off on 
other merchandise. Sold 65 cars out of 
92 offerings.) 

BUICK—’'54 Special sedan, $1,250 
per sedan, $990*. ‘52 RM sedan, 
"50 RM Riviera, $400*. 
$115. 

CADILLAC—'55 
‘54 (62) sedan, 
coupe de Ville, 
coupe de Ville, 
$850*. 

CHEVROLET 
$1,575*. °53 Bel 


'53 Su-| 
$600°*. 
"49 Super sedan, 


(62) coupe, $3,400* 
$2,800* (ps). °53 
$1,870* (ps). ’51 


$1,225*. °50 (61) sedan, 


Air 2-dr., $675; Two- 
ten station wagon, $790, $750; sedan, 
$675. '52 SL Deluxe sedan, $540, $485. 
"51 SL Deluxe Bel Air, $440*; Suburban, 
$400. °50 SL Deluxe sedan, 
$230; %-ton pickup, $350. 

CHRYSLER — '53 Windsor sedan, 
‘50 Windsor sedan, $280*. 
$130*. 

DeSOTO—’'55 Fireflite (8) Sport coupe, 
$75* (ps). 
160*. '51 Custom sedan, $380. 

DODGE—'54 Coronet Diplomat, 
’53 Coronet sedan, $790. ‘51 
sedan, $290. ‘50 Meadowbrook 
$330. 

FORD—’'55 Fairlane (8) sedan, 
54 Main (8) Ranch Wagon, 
Main (6) sedan, $700. ‘53 Crest 
Victoria, $850*; sedan, $750. 
(8) conv., $700*; sedan, $590. 


$1,- 


Coronet 
sedan, 


(8) 


‘55 Bel Air (8) Sport coupe, | 


$330, $240, | 


$790*. | 
’48 NY sedan, | 


’54 Fire Dome (8) sedan, $1,- | 


$1,060*. | 


$1,550*. | 
$1,225; | 


’52 Custom | 
’51 Cus- | 


| 
| 
| 


(ps). | 
(62) | 
(62) | 


| PONTIAC—’5 


1956 


$873 $877 


tom (8) sedan, $275. °49 Custom (8) 
sedan, $250. 

LINCOLN — '56 Premiere 
(ps). 

MERCURY — ’56 Montclair Sport coupe, 
$2,300*. °55 Montclair conv., $1,950* 
(ps). ’°53 Monterey Sport coupe, $990*; 
sedan, $825. 

| OLDSMOBILE—'53 (88) sedan, $935*. '52 
(88) sedan, $660*. ’50 (98) sedan, $410*. 
'49 (98) sedan, $210. 

PACKARD—'53 (300) sedan, 

PLYMOUTH—’54 Savoy sedan, $920. ’53 
Cranbrook sedan, $740, $710. ‘52 Con- 
cord sedan, $260. '51 Cambridge sedan, 
$220. 


4-dr., $3,375* 


$860. 


4 Star Chief 
$1,380*. °53 Chieftain (8) sedan, 
'52 Chieftain (8) sedan, $660*, 
"51 Silver Streak (8) sedan, $350. 


(8) Catalina, 
$875*. 


$640*. 


| STUDEBAKER—’53 Champion Sport coupe, 


$690. 51 Commander conv., 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 

Wednesday. Prices are for sale of Apr. 11.) 
(Prices up and the bidding much 

stronger on ’54s and ’55s. Still a short- 

age of used cars. Sold 86 cars out of 109 

offerings.) 

BUICK—'55 Super Riviera, $2,135* (ps). 
'54 Special 4-dr., $1,325*; 2-dr., $1,200*. 
'50 RM 4-dr., $280*; Special 4-dr., $210*. 

CADILLAC—’56 (62) coupe de Ville, $5,- 
150* (ps); coupe, $4,350* (ps). '53 (60) 
Special 4-dr., $1,850* (ps). °50 (61) 4- 
r., $840*. 

CHEVROLET- 
395, $1,370; 


$305. 


’55 Bel Air 
Two-ten (8) 


(8) 4-dr., 
2-dr., 


$1,- 
$1,325*, 





| CHRYSLER—’52 Windsor 4-dr., 


$1,250, $1,235; 4-dr., $1,310, $1,300, $1,- 
275. '54 Two-ten 4- dr., $950, $940, $920; 
Delray coupe, $935. 53 Bel Air Hardtop, 
$955*; Two-ten 4-dr., $700, $695; One- 
fifty 2-dr., $650. '52 SL Deluxe 4-dr., 
$515, $500, $490. ’51 SL Deluxe 4-dr., 
$350*, $335. 50 SL Deluxe 4-dr., $300, 
$275. 

CHRYSLER—’54 NY 4-dr., 
Windsor 4-dr., $1,095*. 

DODGE—’'52 Coronet 4-dr., $350*. 

FORD—’55 Fairlane (8) Victoria, $1,700; 
Custom (8) 4-dr., $1,370*, $1,330, $1,300, 
$1,250; Main (8) 2-dr., $1,285*. ’54 Crest 
(8) Victoria, $1,175*; Custom (8) 4-dr., 
$965*, $940, $890. '53 Crest (8) Victoria, 
$980*. 52 Custom (8) 2-dr., $590, $545. 
’51 Custom (8) 4-dr., $340, $330, $295. 
’50 Custom (8) 2-dr., $350*, $320, $275, 
$210; Main (6) 4-dr., $150, $135, $125, 
2 at $105. 

HUDSON—’49 4-dr., $105. 

LINCOLN—’52 Cosmopolitan 4-dr., $750*. 
MERCURY — ’'52 Custom station wagon, 
$885.* °51 Custom 4-dr., $525*. 
NASH—’50 Statesman 2-dr., $105. 
OLDSMOBILE—’55 (98) Holiday, 
(ps). ’53 (88) Holiday, $1,325*. 
2-dr., $850. ’°50 (98) 4-dr., $435. 
PLYMOUTH—’51 Deluxe 4-dr., $300, 
$250. ’50 Deluxe 4-dr., $190. 
PONTIAC — '55 Star Chief (8) 
$2,020* (ps). °54 Chieftain 
$1,055*. °50 Silver Streak (8) 

$290". 

STUDEBAKER ’52 Commander 4-dr., 
$395*; 2-dr., $365*. '51 Champion 4-dr., 
$180. °50 Commander 4-dr., $190. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 10.) 
(Market very good, Sold 128 cars out 
of 244 offerings.) 
BUICK—'55 Super coupe, 
Super 4-dr., $1,080* 
coupe, $575*; 4-dr., 
2-dr., $305*, $240; 
CADILLAC—’56 (62) 
coupe, $4,480* (ps). 
4-dr., $3,000* (ps). ‘53 
890* (ps). °50 (62) conv., 
$875*. 
CHEVROLET 


$1,355* (ps); 


$2,425* 
"52 (88) 


$290, 


Catalina, 
(8) 4-dr., 
Catalina, 


$2,200* (ps). °53 
(ps). ‘51 Super 
$545*. ‘50 Special 
RM 4-dr., $275*. 
4-dr., $4,720* 
54 (60) Special 
(62) 4-dr., $1,- 
$975*; 4-dr., 


(ps); 


(8) 


— '56 Two-ten station 
wagon, $2,265*. ’55 Bel Air (8) 
wagon, $1,945*; Two-ten (8) 4-dr., $1,- 
560*; 2-dr., $1,455, $1,370; Two-ten (6) 
4-dr., $1,360*; 2-dr., $1,315, $1,295; 
One-fifty (8) 2-dr., $1,345; %-ton pickup, 
$1,250. '54 Bel Air 2-dr., $1,100; Two- 
ten 2-dr., $945; 4-dr., $895. ‘53 Bel Air 
4-dr., $915*; 2-dr., $915*, $805*. '52 SL 
Deluxe 2-dr., $650; 4-dr., $535, $520; 
%-ton pickup, $605. °51 SL Deluxe 4-dr., 
$450*, $410; 2-dr., $330; FL Deluxe 
2-dr., $280. '50 %-ton pickup, $480, $405; 
%-ton panel, $390; %-ton pickup, $340. 
$610*. ‘51 
$430", ’49 Windsor 


Windsor 4-dr., $290". 


4-dr., $165*. 





DODGE—’55 Coronet (8) coupe, $1,695*. 





_ LEADING USED-CAR AUCTION DIRECTORY 


* Frequency Rates: Listing (maximum: three lines of type) —$5.00, 


1-time; $4 


$4.00, 13-times $3.50, 52-times. Display 


ane ote oe Lenten —eticientan, S-ineten oak Daianee) ner wo ae Dept., 
_ Automotive News, Detroit 26, Mich. 


COLORADO 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 


Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carroll Kopfer 


Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colenels Johnny Wood and Dean Davis 


All cars paid for by our own check through 
the First National Bank of Englewood. 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located ¥ mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


DENVER AUTO AUCTION 
{Denver's Oldest Auto Auction) 
4595 So. Santa Fe, Littleton, Colo. 


A 1956 BEL AIR CHEVROLET 


To be given away free on May 4, 1956, a new 1956 
tudor Bel Air Chevrolet. Sell or buy your cars at Denver 
Auto Auction on April 13, 20, 27, and May 4, 1956. 


FREE 


ILLINOIS 


CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero (Thursday 
12 Noon). 


MICHIGAN 


GRAND RAPIDS. AUCTIONS, INC. 
On M2i—One Haif te west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "'Bili'' Nagy 
"Michigan's Best" 

Phone: ARdmore 6-4720 


Phone SU 1-6673 


Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M,. D. McCollum, Mgr. Phone Cedar 9-4492 





Phone Dunkirk 3-0150 


MISSOURI 


DISPERSAL 


AUCTION SALE 
Cuno Ford Company 


Jonesburg, Mo. 


Wed., April 25 — 10 a.m. 
ALL PARTS, REAL ESTATE 
AND AUTOS 


Sale conducted by 


St. Louis Auto Auction 


Barn, Inc. 


Phone FR. 1-3845 St. Louis, Mo. 
Auctioneers—John Wood, Bill & 
Vernon McCracken 


NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Ever 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). | 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail iitles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


OHIO 


CLEVELAND—Cleveland Auto Auc- 
tion, 4305 Euclid Ave. (rear), Tel. 
EN. 1-2100 (Every Tues. 1 p.m.). 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 


PENNSYLVANIA 


MANHEIM AUTO AUCTION, INC. 
Man 


im, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


TENNESSEE 


JOHNSON AUTO AUCTIONS 
LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 


station | 


"54 Coronet (8) coupe, $940*, ‘52 
dowbrook 4-dr., $270. 50 %-ton pick 
$480. ‘49 Coronet 4-dr., $220. 

FORD—’56 Country sedan, $2,445* ¢ 
'55 Fairlane (8) Country sedan, 2 
$1,865*, $1,860*; Victoria, $1,760* 
$1,415*, $1,250. ‘54 Main (8) 
Wagon, $1,325*, $1,220*; Crest (% 
$930, $855, $770; Custom (6) 
$700*. '53 Crest (8) Country sedan, 
140; 2-dr., $830; 4-dr., $710*; Main Kc 
sedan, $800; Custom’ (6) 4-dr 
coupe, $590; %-ton pickup, $7 
Crest (8) Country sedan, $535*; 
(8) 4-dr., $750*, $650, $600*, $5 4 
Custom (8) 2-dr., $470*; 4-dr.. $4q 
Victoria, $470*; Main (8) sedan 2 
’50 Deluxe (8) 2-dr., $285; Custom ¢ 
4-dr., $220*; %-ton pickup, $475, * 
Custom (8) 2-dr., $150; ‘%-ton pan 
$250. 

HUDSON—’52 Hornet 
’51 Pacemaker 2-dr., 
modore 4-dr., $125. 

KAISER-—’51 Deluxe 4-dr., 
$170*. 

LINCOLN 

MERCURY 


) Qed 


70. 4 


Hollywood, 
$265*. 50 


$680 
Con 
$270*, $2408) 
‘55 Capri coupe, $2,750" 
"55 Monterey 4-dr., 


(ps) 
$1, 8208 


Model Breakdown 
Of Auction Averages 


April, 1956 
To Date 


Mar., 
1956 
$2,240 

1,603 
1,100 

757 
508 
349 
246 
183 


Feb., 
1956 © 
$2,309 | 
1,612 
1,062 
748 
508 © 
326 
240— 
183 


Model 


1,624 


Average... $ 877 $ 873 $ 873 


‘54 Monterey coupe, 
‘51 4-dr., $490*, 
$225* 

NASH—’55 Rambler Cross Country, 
790*,. °51 Ambassador 4-dr., $165* 
Ambassador 4-dr., $175*. 

OLDSMOBILE — 55 (98) 
(ps); (88) Super 4-dr., $2,420* (ps). 
"54 (88) 2-dr., $1,550*. °53 198) 4-dr., 
$1,225* (ps); (88) Super conv., $1,210*9 
(ps). '51 (88) 4-dr., $550*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., 
570*. ‘54 Savoy 4-dr., $945. ‘53 Cran-) 
brook coupe, $730; 4-dr., $520. ‘50 Spe-3 
cial Deluxe 4-dr., $340. °49 Special De-} 
luxe 2-dr., $190. 

PONTIAC—’55 Chieftain (8) station wagon,” 
$2,450*; 4-dr., $1,815*. '51 Silver Streak 
(8) 4-dr., $435*, $310’. '50 Silver Streak 
(8) Catalina, $385; 2-dr., $285*. 

STUDEBAKER ‘53 Commander Land 
Cruiser, $780* (ps). 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Apr. 9.) 

(Sold 315 cars out of 380 offerings.) 
BUICK—'56 Super Riviera, $3,025* (ps); 

RM Riviera, $2,950* (ps); Century Riv‘- 


$1,710*, $1,405* (ps). 
$325*. "49 4-dr., $250*, 


$1,- 
"50 


coupe, $2,450°% 


$1,-9 





era, $2,775* (ps), $2,715* (ps). °55 Su- 

per Riviera, $2,255* (ps), 2 at $2,235*° 

(ps); Century Riviera, $2,175* (ps), $2,- 

075*; Special 4-dr., $1,950* (ps). "54 RM 

Riviera, $1,725* (ps), $1,585* (ps); 

Super Riviera, $1,555*; Special coupe, 
$1,510*. 

CADILLAC—’56 Eldorado Biarritz conv., 
$5,600* (ps); (62) coupe de Ville, $4,925* 
(ps); coupe, $4,575* (ps), $4,425* (ps). 
’55 (62) conv., $3,775* (ps); 4-dr., $3,- 
400* (ps). '54 (62) coupe de Ville, $3,- 
500* (ps), $3,400* (ps), $3,370* (ps), 
$2,955* (ps). 

CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 
240° (ps), $2,165*, $2,125*; Two-ten (8) 
4-dr., $2,075*; One-fifty (6) 2-dr., $1,- 
675. '55 Bel Air (8) station wagon, §$2,- 
175* (ps); Sport coupe, $1,820*, $1,710* 
(ps); Two-ten (8) Handyman, $1,820*, 
$1,800, $1,700*, $1,625*. ‘54 Bel ‘Air 
4-dr., $1,345* (ps), $1,165* (ps), $1,160* 
(ps). °53 Bel Air Sport coupe, $1,055*, 
$1,050*; conv., $945*. ‘52 SL Deluxe 
Bel Air, $690*. '51 SL Deluxe Bel Air, 
$510*, $350. '49 SL Deluxe station wag- 
on, $315. '48 %-ton panel, $120. 

CHRYSLER—'56 NY 4-dr., $3,350* 
’55 Windsor Hardtop, $2,060* (ps); 4- 
dr., $1,900°%. ‘54 NY 4-dr., $1,230°; 
Windsor 4-dr., $1,225* (ps). "53 NY 4- 
dr., $1,000* (ps); Windsor 4-dr., $700*. 
"51 NY 4-dr., $175*. 

DeSOTO—’55 Fire Dome (8) Hardtop, $1,- 
920*; 4-dr., $1,695*, $1,620*, $1,615*, 
$1,610*. 

DODGE—’56 Custom Royal 4-dr., $2,745* 
(ps); Royal Lancer, $2,440*. '55 Custom 
Royal 4-dr., $1,600*. °53 Coronet (58) 
Hardtop, $740. '52 Wayfarer 2-dr., $310*, 
$180*. °51 ‘%-ton panel, $410. 

FORD—’'56 Parklane station wagon, $2,- 
400* (ps); Fairlane (8) Victoria, $2,390*, 
$2,150*, $2,145* (ps); 4-dr., $2,090* (ps), 
$2,070*. °55 Thunderbird, $2,700* (ps); 
Country sedan, $1,955, $1,836*; Custom” 
station wagon, $1,625, $1,525. '54 Crest 
(8) Victoria, $1,345*; Custom (8) 4-dr., 
$905, $880, $840. ‘53 Main (8) Ranch 
Wagon, $1,050, $940; Crest (8) Victoria, 
$885, $870. 52 Custom (8) 2-dr., $635. 

HUDSON—’55 Hornet (8) Hollywood, $1,- 
950*. '54 Wasp 4-dr., $770. ‘52 Hornet 
(8) 4-dr., $300*. '50 Pacemaker 2-dr., 
$120. 

KAISER—’53 Deluxe 4-dr., 
dr., $195. 

LINCOLN ’56 Premiere 4-dr., $4,175* 
(ps), $3,750* (ps); coupe, $3,885* (ps). 
’55 Capri 4-dr., $2,460* (ps). °54 Capri 
4-dr., $1,960*. 

MERCURY — '56 Montclair Sport coupe, 
$2,725* (ps), $2,385*; Monterey Phae- 
ton, $2,560* (ps); Custom 2-dr., $1,795. 
’55 Montclair coupe, $2,145* (ps); Mon- 
terey Sport coupe, $2,010*, $1,840. ‘54 
Monterey Sport coupe, $1,530*, $1,440, 
$1,435, $1,375. '53 Monterey 4-dr., $920", 
$905. 


(Pps). 


$370, ’51 4- 


NASH—’54 Rambler station wagon, $995; 
4-dr., $890*. ° °53 Ambassador 4-dr., 
$850°*. ’51 Rambler station wagon, $310; 
Ambassador 4-dr., $225*. 

OLDSMOBILE—'56 (88) Super 2-dr., $2,- 
525*; Deluxe Holiday, $2,510*. °55 (98) 
Holiday, $2,475* (ps), $2,345* (ps); (88) 
Super Holiday, $§2,320*, $2,295* (ps), 
$2,185* (ps). '54 (98) Holiday, $1,970* 
(ps); (88) Super 4-dr., $1,695* (ps), 
$1,680*, $1,625*, $1,575*, $1,555*. °53 


(Continued on Page 27, Col. 1) 
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Used-Car Auction Prices 


(Continued from Page 26) 


(6) Holiday, $1,295°, $1,280 (ps). "52 


dr., $475 
is) aD —'55 Clipper 4-dr., $1,770 (ps), 
$1,700° '52 conv., $370*. 

OUTH—'56 Belvedere (8) 4-dr., $2,- 
965°, $2,240°. ’55 Belvedere (8) 4-dr., 
$1,555*, $1, 460; Savoy (6) 4-dr., $1,400*. 
‘4 Belvedere 4-dr., $900; Plaza 4-dr., 

* $715, $620. °53 Cranbrook club 
coupe, $685. "52 Cranbrook Belvedere, 


pGNTIAC—'56 Star Chief (8) Catalina, 
635* (ps); Chieftain (8) station wag- 

” on, $2,375*; Hardtop, $2,300*. ’55 Chief- 
cote (8) station wagon, $2,085* (ps); 
2-dr., $1,655* (ps), $1,365; Star Chief 
(8) Catalina, $1,960*. ’54 Chieftain (8) 

$930 

srUDEBAKER — °52 Commander 2-dr., 


ways 55 “%-ton pickup, $1,350. ‘54 
station wagon, $1,175. '53 station wag- 
on, $450. 

NEOUS—'55 GMC %-ton pick- 
up, $1,175. °54 GMC %-ton pickup, 
$755, $685. '53 GMC %-ton pickup, $555. 
52 GMC %-ton pickup, $495. ‘51 GMC 
%-ton pickup, $450, $425, $395. '50 GMC 
%-ton pickup, $395. "47 GMC %-ton 


pickup, $230. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Apr. 10.) 
(Consignment low due to heavy rain. 
Percentage of sales very good however, 
as we sold 49 cars out of 62 offerings.) 
BUICK—'50 Super Riviera, $240; 2-dr., 
$145*; Special 2-dr., $225°. 
CADILLAC—'47 (62). 4-dr., $265°. 
CHEVROLET—'55 Bel Air (6) 4-dr., $1,- 
130°. ‘53 Two-ten 2-dr., $650; station 
wagon, $775. "52 SL Deluxe 2-dr., $328; 
4-dr., $300. "51 SL Deluxe 2-dr., $248. 
50 %-ton pickup, $250; SL Deluxe 2-dr., 
$210, $168. "49 SL Special 2-dr., $265, 
$140. ‘48 %-ton panel, $295; %-ton 
up, $115. '41 2-dr., $205. 

YSLER—’52 Windsor sedan, $310. 
DODGE—'53 %-ton pickup, $355. 
FORD—'55 Fairlane (8) 4-dr., $1,450°. '53 

= Custom (8) 4-dr., $580°; Main (6) 2-dr., 
$475; %-ton pickup, $525. ‘51 Custom 
(8) 4-dr., $340; Custom (60) 2-dr., $235. 
"50 Custom (8) 2-dr., $275; Main (6) 
2-dr., $165, $130; %-ton pickup, $300. 
'49 Deluxe (6) 2-dr., $165, $130. ‘48 
Custom (8) 2-dr., $175; transport, $805; 
%-ton pickup, $185. "40 2-dr., $135. 
MERCURY—'55 Monterey 4-dr., $1,803. 
‘S54 Monterey Hardtop, $985. ‘53 2-dr., 
$763, $505. ‘51 4-dr., $230. ‘49 conv., 


$130 
NASE—'SS Rambler station wagon, §$1,- 


FLYMOUTH—'SS Plaza (8) 2-dr., $860. 
_ "SO Deluxe 4-dr., $260. °49 Special De- 
luxe 4-dr., , 
$325°. 


$285°. 

STUDEBAKER—'42 sedan, $170. 

MISCELLANEOUS—'51 GMC %-ton pick- 
up, $305. 


"49 conv., 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Apr. 6.) 

(Market strong and leaded with action. 
Weather perfect at 70 degrees. Sold 210 
ears out of 282 offerings.) 

—'56 Century 4-dr., $2,830° 
‘55 Century 4-dr., $2,200*; Riviera, 
050°; Special Riviera, $2,090°, 

-dr., $1,850*. 


(ps). 
$2,- 

$1,810*; 

’54 Super Riviera, $1,705*; 
4-dr., $1,425°*; Special Riviera, $1,285. 
"653 Special Riviera, $1,010*, $985°*. 

CADILLAC—’55 (62) conv., $3,675* (ps); 
coupe de Ville, $3,760* (ps), $3,590° 
(ps); 4-dr., $3,200*° (ps). '54 (62) 4-dr., 
$2,485* (ps). ‘53 (62) 4-dr., $1,660* 
(ps), $1,605* (ps). "52 (62) coupe, $1,- 
550°, $1,290° (ps). 

CHEVROLET—'56 Bel Air (8) Sport coupe, 
$2,100*. '55 Bel Air (8) 4-dr., $1,805* 
(ps); Sport coupe, $1,560*; Two-ten (8) 

$1,310*, $1,235; Two-ten 

$1,140, $1,115; One-fifty (6) 

4-dr., $1,155. °54 One-fifty 4-dr., $900, 

$810, 2 at $650. °53 Bel Air 2-dr., $870* 

(ps), $850°; Sport coupe, $830; Two-ten 

4-dr., $750, $680. ‘52 SL Deluxe 2-dr., 

$460*, $455, $425. "51 SL Deluxe 4-dr., 
$425°' FL Deluxe 4-dr., $395*, $375. 

CHRYSLER—'52 NY conv., $650* (ps); 
Saratoga club coupe, $475° (ps). ‘51 
Windsor Newport, $490*. °50 Windsor 
Newport, $300. °37 4-dr., $105*. 

CONTINENTAL—'56 Mark II Hardtop, 
$7,050* (ps). 

DeSOTO—'52 Sportsman, $550; 
4-dr., $235. 


DODGE—'53 Meadowbrook 4- dr., 
Meadowbrook 4-dr., $305. 
club coupe, $145. 

"56 Country sedan, $2,290* ps), 

$1,930* (ps): Fairlane (8) 4- dr., 
(ps), $1,990*; Victoria, 
Custom (8) 2-ar., $1, 655. 
(8) Victoria, $1, 665° ; 4-dr., $1,520°, $1,- 
425, 2 at $1,380*, $1,330; Custom (8) 
4-dr., $1,400*, $1,255*, $1,245. °54 Crest 
(8) ‘a-ar. $1,075*; Custom (8) 4-dr., 
$850, $770; Custom (6) 2-dr., $740. '53 
Crest (8) Victoria, $910. 

HUDSO: $795. ’53 


IN—’55 Rambler 2- dr., 
Hornet 4-dr., $500*. 51 Pacemaker 4-dr., 
$125°. 


$110, $100. 

KAISER—’ 51 Deluxe 4-dr., 

LINCOLN—'55 Capri coupe, $2,395*. 
see coupe, $790*; 

MERCURY—’55 Monterey coupe, $1,860* 
Custom 2-dr., $1,545*. °54 Monterey “ 
dr., $1,350* (ps). ’53 Monterey coupe, 
$1, 110° $1,050*. °'52 4-dr., $590*. ’51 
4-dr. $420. $260*. '50 2-dr., $205. 

NASH—'55 Rambler Cross Country, $1,- 
425°; 2-dr., $880*. '54 Ambassador 4-dr., 
$1, 085°: Rambler 4- dr., $850*. ’°53 Ram- 
bler Country club, $765*. ’52 Statesman 
4-dr., $335. 

OLDSMOBILE — '56 
(ps). '55 (98) 4-dr. 
day, $2,280* (ps); 


Custom 


$610. '51 
49 Coronet 


"52 
Cosmopolitan coupe, 


(98) conv., $3,235* 
$2,480* (ps); Holi- 

(88) Super 4-dr., $1,- 
975* (ps); 2-dr., $1,785. ’54 (88) Super 
4-dr., $1, 490°: (88) Deluxe Holiday, $1,- 
645°, $1,430; 4-dr., $1.200°. 

PLYMOUTH—'55 Savoy (8) club coupe, 
$1,275". °54 Savoy 2-dr., $830, 

‘53 Cranbrook 4- dr., $690, $575, 
$555, $535. '52 Cranbrook club’ coupe, 
$390. ’51 Cambridge 2-dr., $205. 

IAC—’'56 Chieftain (8) 2-dr., §$1,- 
600. '54 Star Chief (8) Catalina, $1,370*. 
"53 Chieftain (8) 4-dr., $805*. '52 Chief- 
tain (8) Catalina, $515°. "50 Silver Streak 
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$190; Business coupe, $265. '50 SL De- 
luxe 2-dr., $330*, $130; conv., $200; FL 
Deluxe 2-dr., $290. ’°49 SL Special coupe, 
$160. 

CHRYSLER—’53 NY 4-dr., $900*. 52 NY 
4-dr., $500*. '51 NY 4-dr., $300*. 

DeSOTO—'52 Custom 2-dr., $400*. 

DODGE—’53 Meadowbrook 4-dr., $600. ’52 
Coronet 2-dr., $510*. '51 Coronet 4-dr., 
$290*. 50 Coronet 4-dr., $300*. '49 Cor- 
onet 4-dr., $200*, $170. 

FORD—’56 Country sedan, $1,920*; Cus- 
tom (8) 2-dr., $1,670. '55 Country sedan, 
$1,820, $1,700*; Fairlane (8) Victoria, 
$1,650*; 2-dr., $1,500* (ps); Main (6) 
Ranch Wagon, $1,530; Custom (8) 2-dr., 
$1,240; Custom (6) 2-dr., $1,310; %-ton 
pickup, $1,000. '54 Crest (8) Victoria, 
$1,250; Skyliner coupe, $1,150*; Main 
(8) 4-dr., $875. °53 Crest (8) Victoria, 
$810*; Main (6) 2-dr., $545; Custom (6) 
2-dr., $740*; Custom (8) 2-dr., $725, 
$720. '52 Custom (8) 2-dr., $650; Main 
(6) 2-dr., $435. 51 Custom (8) Victoria, 
$460, $440, $420; Custom (6) 2-dr., $260; 
Deluxe (6) 4-dr., $310. '50 Custom (8) 
2-dr., $280, $230, $180; Custom (6) 2-dr., 
$180. 

HUDSON—’54 Super Jet 4-dr., $550°*. 

KAISER—’51 Deluxe 2-dr., $200°. 

MERCURY—’55 Monterey "coupe, $1,610°. 
’54 Monterey Sun Valley, $1,260*. ‘51 
4-dr., $425, $410, $390; coupe, $320. ‘50 
coupe, $300; 4-dr., $200. 

NASH—’55 Custom Rambler station wag- 
on, $1,500*, $1,350. '53 Statesman 4-dr., 
$600. °52 Statesman 4-dr., $450. 

OLDSMOBILE—’56 (88) Holiday, $2,450*. 
’53 (98) conv., $1,050*. "52 (98) 4-dr., 
$595°. °51 (88) 4-dr., §400°; (98) 4-dr., 
$250*. '50 (98) Holiday, $320*; (76) 4- 
r., $310°*. 

PLYMOUTH—’55 Savoy (8) 2-dr., , 310. 
"54 Belvedere 4-dr., $1,000*. 63 Cran- 
brook Belvedere, $740; 4-dr., $610, $575; 
Cambridge 4-dr., $500*. °52 Cranbrook 


(8) 2-dr., $240. 
2-dr., $1 25. 

STUDEBAKER — 
$560*. 


*49 Silver Streak (8) 


’53 Commander 4-dr., 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Apr. 9.) 
(Today’s market was strong and we 
could easily have sold 100 more cars and 

trucks. The only soft spot was on ’56 
models. Sold 126 cars out of 153 offer- 
ings.) 

BUICK—’'53 Super Riviera, $1,100*, 
4-dr., $990*, $885*; Special 4-dr., 
$850, $620. "52 RM 4-dr., $670*; Super 
Riviera, $6109*; Special 2-dr., $600. ‘51 
Special 2-dr., $460. ‘50 Super Riviera, 
$350; 4-dr., $200*; Special 4-dr., $160*. 
*49 Super 2-dr., $150. 

CADILLAC—’'56 (62) coupe, $4,200* (ps). 
"55 (62) 4-dr., $3,300* (ps). °49 (60) 
Special 4-dr., $540*. '48 (62) 4-dr., $300*. 

CHEVROLET—’'56 Two-ten (6) 2-dr., $1,- 
775. '55 Bel Air (8) Sport coupe, $1,610*; 
4-dr., $1,500*; Two-ten (6) 4-dr., $1,330; 
One-fifty (6) 2-dr., $1,120, $1,050. ‘54 
Two-ten Handyman, $1,330; 2-dr., $885, 
$830, $750; 4-dr., $890. "53 Two-ten 4- 
dr., $760; 2-dr., $600; One-fifty 4-dr., 
$640; 2-dr., $630. ‘52 SL Deluxe 4-dr., 
$540; SL Special 4-dr., $300. '51 FL De- 
luxe 2-dr., $360; SL Deluxe 4-dr., $360; 
SL Special 4-dr., $270°; 2-dr., $225, 


$930°; 
$860°, 


1956 


4-dr., $160. ‘51 Cranbrook 2-dr., $460. 
"50 Special Deluxe 4-dr., $220. 


PONTIAC—’S4 Star Chiet (8) Catalina, 
$1,540*. °53 Chieftain (8) 4-dr., $940*; 
Chieftain (6) station wagon, $925*. 
Chieftain (8) 2-dr., $600; conv., $500*. 
49 Silver Streak (8) 2-dr., $110. 

STUDEBAKER — ’'54 Commander coupe, 
$710*. °52 Commander Land Cruiser, 
$390°. 

WILLYS—’54 Aero Lark 2-dr., 
Ace 2-dr., $410. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 10.) 


(Sold 259 cars out‘of 332 offerings.) 


BUICK — ’'56 RM Riviera, $2,765* (ps); 
Century 4-dr., $2,750* (ps); Special 4- 
dr., $2,625* (ps). '55 Century Riviera, 
$2,075* (ps); conv., $2,140* (ps); Spe- 
cial Riviera, $2,060*, $2,000*; conv., $2,- 
025*; 4-dr., $1,865*°; Super Riviera, $2,- 
030° (ps). 

CADILLAC—’56 (62) coupe, $4,285* (ps). 
"55 (62) conv., $3,825*° (ps); coupe de 
Ville, $3,825* (ps); coupe, $3,485* (ps), 
$3,480* (ps); (60) Special 4-dr., $3,825* 
(ps). °54 (62) conv., $2,960* (ps). 

CHEVROLET—’56 Bel Air (8) Sport ee. 
$2,000. ‘55 Bel Air (8) conv., $1,838) 
Sport coupe, $1,630, $1,620*; Two- = 
(8) Handyman, $1,555°; Delray coupe, 
$1,500*; 2-dr., $1,255; Two-ten (6) 2- 
dr., $1,200. "54 Two-ten Handyman, $1,- 
250*, $1,135°; 2-dr., $965*, $960, $940, 
$855; Bel Air conv., $1,155; 4-dr., $1,- 
130°, $1,105*; 2-dr., $1,075*; One-fifty 

2-dr., $645. 


CHRYSLER "55 (300) 
(ps); NY 4-dr., $2,250* (ps), $1,960* 
(ps). °54 Imperial Newport, $1,445* 
(ps). °53 Windsor 4-dr., $780*, $690*; 


$450. °53 


sedan, $2,550*° 


Save Time, Labor and Materials 
with this Handful of Climate Control 


Stocked by refrigeration wholesalers in all principal cities. 
REFRIGERATION DEPARTMENT 
American Potash & Chemical Corporation 
3100 East 26th Street, Los Angeles 23, California 


99 Park Avenue, New York 16, New York 


®“FREON” is a Du Pont Trade Mark 


NY 4-dr., $590°. ‘50 Windsor 4-dr., 
$320*. °49 Windsor conv., $315*. 

DeSOTO—'54 Fire Dome (8) 4-dr., $1,160*. 
‘53 Fire Dome (8) 2-dr., $730*; 4-dr., 
$725*, $675°*. 

DODGE—’55 Royal (8) 4-dr., 
Coronet Suburban, $1,075*. 
(8) 4-dr., $465°. 

FORD—’55 Custom 
2-dr., $1,455*, $1,400°; 4-dr., $1,425; 
Fairlane (8) Victoria, $1,670*; 2-dr., 
$1,475*; Main (8) Ranch Wagon, $1,395. 
"54 Crest (8) Victoria, $1,370*; Custom 
(8) conv., $1,195*; 4-dr., $1,045, $865; 
2-dr., $805, $760; Custom (6) 4-dr., 
$940*. 

HUDSON—’56 Rambler 4-dr., $1,420. '55 
Hornet Hollywood, $1,775*; Rambler 4- 

54 Hornet 4-dr., $1,075° 


dr., $1,135. 
(ps). 

KAISER—’53 Manhattan 4-dr., $600*. 

MERCURY—’55 Montclair coupe, $2,200* 
(ps), $1,815*; Monterey 4-dr., $1,775*, 
$1,635*; 2-dr., $1,475*. °'54 Monterey 
coupe, $1,295* (ps). '53 Monterey coupe, 
$1,205*; 4-dr., $820°*; 2-dr., $765°*. 

NASH—’55 Rambler station wagon, §$1,- 
590*, $1,300. '54 Statesman 2-dr., $855°*. 
’53 Statesman club coupe, $795*; 4-dr., 
$640, $545. °52 Statesman 2-dr., $525; 
Rambler club coupe, $415. 

OLDSMOBILE—’56 (98) Holiday, $3,300* 
(ps); (88) Holiday, $2,695*. °55 (98) 
Holiday, $2,360* (ps), $2,300* (ps), $2,- 
250° (ps); 4-dr., $2,100* 88 
Holiday, $1,990*, $1,985*; 4-dr., 

"54 (98) Holiday, $1,850° (ps), 
(ps), $1,710* (ps). 

PACKARD—’55 Panama Hardtop, $2,030*; 
4-dr., $1,955*. °54 Panama Hardtop, $1,- 
315° (ps). 

PLYMOUTH 


$1,575°*. °54 
"53 Coronet 
(8) 


conv., $1,920°; 


— °56 Belvedere (8) Sport 
coupe, $2,075* (ps). °55 Belvedere (8) 


conv., $1,695*; Savoy (8) 4-dr., $1,165. 
(Continued on Page 28, Col. 4) 


Usable with any type system 


Economical —no waste 
Factory control of purity 
Assures accurate amounts 


Safe and easy fo use 
Convenient to stock 
Big repeat demand 


Cut Yourself in on Charg-A-Can 
MA aad 


American Poash & Chemical Corporation 


3100 East 26th Street, Los Angeles 23, California 


Ni 
Company. 
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coast-to-coast 
FOR NOVI AUTOMOBILE 
NRO TON a3 





... WITH A SPECIAL INSTALLATION 
PRB) Wa 
AUTOMOBILE DEALERS! 
















stalled automobil 


automobile air 
icing equipmen 





The Novi Equipment Company, a 
pioneer-leader in the automotive 
equipment industry, announces its 
expanded 1956 installation pro- 
gram. This program includes the 
addition of approximately 80 
factory-owned retail branches—lo- 
cated in all principal cities and 
towns in the U.S.A. 


These branches will be able to 
offer automobile dealers a close, 
reliable, factory installation station 
for the famous NOVI AUTOMO- 
BILE AIR CONDITIONER. 


hance to 
bile dealers—you stand a el 
eee e air conditioners in today's 


ill expect, 
ly that—your customers w! 
. cael ities. This means invest 


+ and parts; and, servicing $ 


@ BUT, NOW—you can be relieved of thes 
factory-owned NOVI retail brane 
automobile air conditio 
and service, performed 


ner, the NOVI, on your customers’ cars. 
by factory-trained personnel. 





lose your profit on factory in- 
highly competitive market! 


and demand, service on their 
ment in skilled personnel; serv- 
pace on a low profit accessory. 


e worries by letting your nearby, 


. os st 
i d service, Americas foremo 
ct All installation, 













Investigate Novi's 


VOLUME DISCOUNT to 
automobile dealers! 


AUTOMOBILE 


AIR CONDITIONER 


Test-Proven by Thousands of Satisfied Customers! 


PRICED AS LOW AS 
SR 


°295- 


INSTALLED ...SERVICED... 
GUARANTEED FOR ONE 
FULL YEAR BY THE 
MANUFACTURER 


(Written Guarantee) 








NOVI SALES AND SERVICE CO., INC., Novi, Michigan 





Factory and General Offices 





’54 Belvedere 4-dr., $1,035*; Plaza 4-dr., 

. *53 Cranbrook 4-dr., ; 2-dr., 

. "52 Cranbrook 4-dr., $395. 

PONTIAC—’'55 Star Chief (8) Catalina, 
$2,075* (ps), $2,000* (ps). '54 Star Chief 
(8) conv., $1,500* (ps), $1,475° (ps); 
4-dr., $1,485* (ps), $1,400°, $1,180*, 
$1,055*; Chieftain (8) 4-dr., $1,175*. ’53 
Chieftain (8) station wagon, $1,200*; 
4-dr., $950*, $805*, $615. 

STUDEBAKER — ’'53 Champion 4-dr., 
$555*: 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Apr. 10.) 

(A few real sharpies continued to 
bring the top dollar. Clean and fair units 
definitely off. Buyer resistance higher 
than for many weeks. Sold 98 cars out 
of 158 offerings.) 

BUICK—’56 Special Riviera, $2,490*. '55 
RM Riviera, $2,025* (ps); Century Rivi- 
era, $2,000* (ps); Special Riviera, $1,- 
975*, $1,945*; 4-dr., $1,830*. °54 Super 
conv., $1,625*; Riviera, $1,475*; Special 
4-dr., $1,465*, $1,440*. °53 Super Rivi- 
era, $1,015*, $855; 4-dr., $985*; Special 
2-dr., $910*, $750°; 4-dr., $855°. ’51 
Special 2-dr., $390*, $360*. °49 Super 
4-dr., $170*. 

CHEVROLET—’'56 Bel Air (8) 2-dr., $1,- 
980°. '55 Bel Air (8) 2-dr., $1,725*, §$1,- 
535*; Bel Air (6) 2-dr., $1,315*, $1,240; 
Two-ten (8) 2-dr., $1,360, $1,350. °54 
Bel Air 4-dr., $995*, $940, $935; Two-ten 
4-dr., $965; 2-dr., $745. '53 Bel Air 4-dr., 
$790*, 2 at $685*; Two-ten Delray coupe, 
$700; 2-dr., $700, $625; One-fifty 2-dr., 
$450. '51 SL Deluxe 4-dr., $390*, $235°. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,000*. 

DODGE—’53 Coronet (8) 4-dr., $560. '50 
Meadowbrook 4-dr., $145*. 


FORD—’56 Country sedan, $2,375* (ps); 
Custom (8) 2-dr., $1,690. °'55 Custom 
(8) sedan, $1,600; Main (8) Ranch 


Wagon, $1,475; Fairlane (8) 2-dr., $1,- 
320*; Main (6) Ranch Wagon? $1,275. 
"54 Crest (8) 4-dr., $1,225*; Custom (8) 
2-dr., $935, 2 at $865. '53 Crest (8) Vic- 
toria, $900*; Custom (6) 4-dr., $715; 
Custom (8) 4-dr., $695, $635, $505; 2-dr., 
$500; Main (8) Ranch Wagon, $675, 
$640. '52 Main (8) Ranch Wagon, $685; 
Custom (8) 2-dr., $505. '51 Custom (8) 
Victoria, $425, $375. 

HUDSON—’52 Wasp sedan, $250. 

MERCURY—’55 Monterey 4-dr., $1,765; 
Hardtop, $1,695. ‘54 Monterey station 
wagon, $1,500. '53 2-dr., $725. 

OLDSMOBILE—’56 (98) Starfire conv., $3,- 


200° (ps). °55 (88) Holiday, $2,265° 
(ps); 4-dr., $1,950*; (98) 4-dr., $2,050°. 
"53 (88) 2-dr., $955°; 4-dr., $950. '52 


(88) 2-dr., $600*. ’51 (88) 4-dr., $350*. 
"50 (88) sedan, $255*. 
$375. °50 2-dr., 





PACKARD — '52 2-dr., 
$145. 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,775*; 
Plaza (6) 4-dr., $1,545. '55 Plaza sta- 
tion wagon, $1,525. '54 Belvedere sedan, 
$940*. °53 Cranbrook 4-dr., $635, $555. 
"51 Cambridge club coupe, $315; 2-dr., 
$175. 

PONTIAC—’'55 Chieftain (8) Catalina, $1,- 
850°; station wagon, $1,850. °54. Star 
Chief (8) sedan, $1,140*. °52 Chieftain 
(8) Catalina, $615. 

STUDEBAKER — ’53 Commander 4-dr., 
$550°. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Apr. 11.) 

(Very excellent sale in spite of bad 
weather.) 

BUICK—’54 Super Riviera, $1,600. ’51 Su- 
per 4-dr., $415; Special 2-dr., $255. ’50 
Special 2-dr., $335, $155*; Super 4-dr., 
$260, $255°. 

CADILLAC—’'50 (62) 4-dr., $610. °46 4- 
dr., $155°. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
395. °54 Bel Air station wagon, $1,070; 
2-dr., $910. 53 Bel Air 4-dr., $830, $810; 
2-dr., $905, $700. '52 SL Deluxe Bel Air, 
$525, $485, $475; 2-dr., $440, $430. ’51 
SL Deluxe station wagon, $465; 2-dr., 
$425*, $410, $380. '50 SL Deluxe 2-dr., 
$395, $385, $280, $270; FL Deluxe 2-dr., 
$285, $250. 49 SL Deluxe 2-dr., $240, 
$180; 4-dr., $130. °48 FM coupe, $245, 
sas; FL 2-dr., $230, $220; SM 2-dr., 
$ ‘ 

CHRYSLER—’51 Saratoga 2-dr., $370*. 
DeSOTO—’51 Custom 4-dr., $285. ’50 De- 
luxe 4-dr., $325, $310. 
DODGE—'55 Royal (8) 4-dr., $1,255; Cor- 
onet 4-dr., $1,220. °52 Co 
$205. "50 Coronet 2-dr., $195. 

FORD—’56 Custom (8) 4-dr., $1,800. °55 
Custom (8) 2-dr., $1,210. 
Ranch Wagon, $960. '53 

dr., $800, $785, $750°. (8) 

2-dr., $725*, $710, $680; Main (8) 2-dr., 

. "S51 Custom (8) 4-dr., $365; club 
coupe, $355, $340; Deluxe (8) 2-dr., $325, 
$315. "50 Custom (8) 4-dr., $365, $355, 
$340; 2-dr., $480, $330, $300*, 
$265; club coupe, $410; Deluxe (8) 2-dr. 
$275, $265; 4-dr., $215, $205. °49 Custom 
(8) club coupe, $180, $170; 4-dr., $175, 
$165. °46 Deluxe (8) 2-dr., $115, $105. 
"37 2-dr., $100. 

HUDSON—’53 Hornet club coupe, $550. ’52 
4-dr.;)$270. °49 4-dr., $105. 

LINCOLN—'49 4-dr., $155. 

MERCURY—'52 Monterey 4-dr., $705. ’51 
4-dr., $345; 2-dr., $180. '50 4-dr., $200; 
2-dr., $140. '49 4-dr., $140, $130. 

OLDSMOBILE—’'56 (88) 2-dr., $2,025. ’55 
(88) 2-dr., $1,355. °51 (98) 4-dr., $415*. 
"50 (88) 4-dr., $530, $320*, $265*; club 

. '49 (88) club coupe, $255*. 

PACKARD—’51 4-dr., $160. 

PLYMOUTH — ’'53 Cranbrook 4-dr., $605. 
"52 Cranbrook 4-dr., $365. 

PONTIAC—’52 Chieftain (8) station wag- 

$690°. ‘51 4-dr., $280. °50 conv., 

cies ‘49 2-dr., $100. °48 club coupe, 

105. 


STUDEBAKER—’51 4-dr., $265. '50 Com- 
Tad 2-dr., $135; Champion 2-dr., 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
. Prices are for sale of Apr. 12.) 
(Cenmtinued demand for ciean, 
units. Sold 70 cars out of 95 offerings.) 
BUICK—’49 4-dr., $175°. 


CADILLAC—'56 (62) 4-dr., $4,200° (ps). 
"55 (62) 4-dr., $3,300* (ps). °50 (61) 
4-dr., $730*. 


@ Turning circle: 





(Continued from Page 27) 


CHEVROLET—’55 Bel Air (8) 4-dr., $1. 
395*; Two-ten (8) 2-dr., $1,250°. Be 


Two-ten 2-dr., $865; 4-dr., $860; ‘4-to 
pickup, $820. °53 Bel Air 4-dr., S309. 
Two-ten coupe, $800; 2-dr., $775: One 


fifty 2-dr., $655, $640, $610. '52 SL De 
luxe station wagon, $700*; Bel Air, $605», 
*51 SL Deluxe 4-dr., $345*, $275*; 2-dr 
$310, $280; FL Deluxe 2-dr., $355; 2-to 
truck, $520. '49 SL Deluxe coupe, $219. 
FL Deluxe 4-dr., $185; 1-ton truck, $209 


DeSOTO—’55 Fire Dome (8) Sportsman 
$1,800* (ps). '50 4-dr., $280*. 
DODGE — ’54 Coronet 4-dr., $900. °§ 


Meadowbrook 4-dr., $600. 

FORD—’56 Parklane station wagon §$2.. 
400° (ps); Fairlane (8) 4-dr., $2,045 
(ps); 2-ton truck, $2,100. ’55 Main (6) 


2-dr., $1,180. '54 Main (8) Ranch Wag. § 


on, $1,205; Custom (6) 4-dr., $1,060, 
$1,030*. °53 Custom (8) 4-dr., $925¢: 
Custom (6) 4-dr., $725, $695. ’52 Main 


(8) 2-dr., $500, $490; 2-ton truck, $479, 


"51 Custom (6) 2-dr., $305. °50 2-ton 
truck, $525; Custom (6) 2-dr., $285; 
4-dr., $205. '49 Custom (6) 4-dr., $140, 
HUDSON—’51 Pacemaker 4-dr., $130. 
MERCURY — ’53 2-dr., $875. ’52 4-dr., 
$625. ’°51 4-dr., $370. 
OLDSMOBILE — '53 (88) 4-dr., $1,060* 
(ps). ’°50 (98) 4-dr., $380*°; (88) 4-dr., 


$350; 2-dr., $150*. 
PACKARD—’51 4-dr., $320*. 
PLYMOUTH—’54 Belvedere 4-dr., 
Plaza 2-dr., $700. 
$400. 
PONTIAC — '56 Star Chief (8) Catalina, 
$2,510*. °54 Star Chief (8) 4-dr., $1,. 
125* (ps). '53 Silver Streak (8) 4-dr., 
$780*°. °51 Silver Streak (8) Catalina, 
$550*, $510*. '50 Silver Streak (8) 2-dr., 
$225. 
WILLYS—’50 station wagon, $325. ’47 sta- 
tion wagon, $175. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
(Continued on Page 29, Col. 1) 


ATTENTION 
DEALERS! 


Save money on all 


$915*; 
‘52 Cambridge 4-dr., 





pick-ups and deliveries 
with the famous 


MOTOR 
SCOOTER 





@ Up to 100 miles per gallon. 50 


M.P.H. 


@ Delivery van, light-truck and 


dumper bodies available. 


@ Hand gear-shift; hand and foot 


brakes. 


@ 150cc-6 H.P. direct drive motor. 


weight: 198 Ibs. 


DEALERSHIPS 


available in 





Contact your local Novi Sales aad 


Service branch, or: 


Novi 


SALES and SERVICE CO., INC. 


NOVI, MICHIGAN 
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y and Friday. Prices are for sales 

of Apr. 10-13.) 

(Prices steady with good demand, We 
have used more clean units. Sold 
all the clean ones out of a consignment 

of 200.) 

BUICK—'53 Special sedan, $860*. '51 Su- 

sedan, $405. '50 Special sedan, $285*, 
$205*; Super Riviera, $295*. '48 Super 
sedan, $115. 

CADILLAC—'55 (62) sedan, $3,420* (ps). 

ROLET—’54 Bel Air Hardtop, $1,- 
070. ‘53 Bel Air sedan, $750; Two-ten 
sedan, $695, $660. '52 SL Deluxe sedan, 
$590*, $575, $530, $505, $460, $440; SL 
Special sedan, $370. ’51 SL Deluxe sedan, 

, $335*; SL Special sedan, $255. '50 
§L Deluxe sedan, $290, $275, $265, $230°, 
$200, $190°; Bel Air, $310*. 

O—'53 Hardtop, $800*. 
sedan, $160. 

DODGE—’53 Coronet sedan, $650. °51 Cor- 
onet sedan, $375; conv., $340; Wayfarer 
sedan, $230. 

'56 Custom (8) sedan, $2,400. '54 
Custom (8) sedan, $925; Main (8) sedan, 
$820; Custom (6) club coupe, $810. °53 
Custom (8) sedan, $770, $745, $630; %- 
ton pickup, $590. '52 Crest (8) Victoria, 


"49 Deluxe 


$675, $650*; Main (6) sedan, $340. ’51 
Custom (8) Victoria, $430; Deluxe (8) 
gedan, $240. 50 Custom (6) 4-dr., $170. 
NASH—'55 Rambler station wagon, $1,- 
290°. '50 Rambler conv., $395. 

PACKARD—’53 sedan, $735*. ‘52 sedan, 
$485*. °49 station wagon, $185. 

PLYMOUTH—’54 Savoy sedan, $675. ’53 
Plaza sedan, $665; Suburban, $670. °52 


Cranbrook sedan, $230; conv., $365*. ’51 
Cranbrook Belvedere, $355. ‘50 Special 
Deluxe sedan, $250, $245. 

PONTIAC—’'54 Chieftain (8) Catalina, $1,- 
230°. '53 Chieftain (8) sedan, $925*. '52 
Chieftain (8) conv., $575*. °51 Silver 
Streak (8) Catalina, $480*. ‘50 Silver 
Streak (8) sedan, $350*. '49 Silver Streak 


(8) conv., $145. '48 Torpedo (8) sedan, 
$125. 
STUDEBAKER — '‘'53 Champion sedan, 
$440*. °50 Champion sedan, $160; club 


coupe, $100; conv., $210. 

MISCELLANEOUS—’52 GMC %-ton pick- 
up, $535. '47 International \%-ton pickup, 
$150. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 12.) 


BUICK—'55 Super Riviera, $2,150* 
$2,055* (ps); 
$1,900* (ps). 


(ps), 
Century Riviera, $1,935*, 
*54 RM Riviera, $1,630° 
(ps); Super Riviera, $1,400*. ‘53 Super 
Riviera, $960* (ps); 4-dr., $855*; RM 
4-dr., $825*. '52 Super 4-dr., $625*; RM 


4-dr., $530* (ps); Special 4-dr., $485*. 
CADILLAC—’55 (60) Special sedan, $3,- 
795* (ps); (62) sedan, $3,770* (ps); 


coupe de Ville, $3,700* (ps); 4-dr., $3,- 
265* (ps). "54 (62) 4-dr., $2,625* (ps), 
$2,535* (ps); coupe, $2,730* (ps). ‘53 
(62) 4-dr., $1,735* (ps). ‘52 (62) club 
coupe, $1,355* (ps); (60) Special sedan, 
$1,325* (ps). ‘51 (62) coupe de Ville, 
$1,120*; 4-dr., $1,070*. 

CHEVROLET—’56 Bel Air (8) Sport coupe, 
$2,310* (ps), $2,220* (ps), $2,220°; sta- 
tion wagon, $2,205*; %-ton pickup, $1,- 
565. '55 Bel Air (8) Sport coupe, $1,760*; 
4-dr., $1,595* (ps); Bel Air (6) Hardtop, 
$1,535; 2-dr., $1,525*; Two-ten (6) 4-dr., 
$1,340*, $1,285; 2-dr., $1,265. ‘54 Bel 
Air 2-dr., $1,095*. ‘53 One-fifty 2-dr., 
$710; %-ton pickup, $680. '52 SL Deluxe 
station wagon, $835*; ‘%-ton pickup, 
$450. '49 SL Deluxe 4-dr., $135. 

CHRYSLER—'53 Windsor 4-dr., $740*. '50 
Windsor sedan, $145. 

DeSOTO—'53 Fire Dome (8) 4-dr., $660. 


DODGE—’'55 Coronet 4-dr., $1,460. °53 
Coronet (8) 4-dr., $715*. °51 Meadow- 
— 4-dr.., $250*. ‘49 Wayfarer 2-dr., 
125. 


FORD—'55 Fairlane (8) Country sedan, 
$1,535*; 2-dr., $1,470*; Main (6) Ranch 
Wagon, $1,450*; 2-dr., $1,290*. '54 Crest 
(8) Victoria, $1,300*; 2-dr., $1,125*; 
Main (8) Ranch Wagon, $1,055; Custom 
(8) 4-dr., $810; Custom (6) 2-dr., $850; 


%-ton pickup, $925. °53 Crest (8) Vic- 
toria, $870*; Custom (8) 4-dr., $770; 
club coupe, $675*; conv., $625*. "52 
Crest (8) Victoria, $840*, $720*; 4-dr., 
$725*; Custom (8) 4-dr., $640*; 2-dr., 
$510*; Custom (6) 2-dr., $560*; %-ton 
Pickup, $520. °51 Custom (8) Victoria, 


$540*; 2-dr., $330, $260*; %-ton pickup, 
$365 


MERCURY—'56 Montclair 4-dr., $2,700* 
(ps); Hardtop, $2,550* (ps). '54 Custom 


4-dr., $1,260*. ‘53 Custom 4-dr., $945*; 
Monterey Hardtop, $875*. ‘51 coupe, 
$420*. 
OLDSMOBILE — '53 (98) 4-dr., $1,295* 
(ps). $985* (ps). ’51 (88) 4-dr., $445*. 
PLYMOUTH—’55 Savoy (8) club sedan, 
$1,300. '54 Belvedere 4-dr., $915* (ps). 


PONTIAC—’56 Chieftain (8) Catalina, $2- 
325*. 55 Chieftain (8) Catalina, $1,825*. 
*53 Chieftain (8) sedan, $755*; 4-dr., 
$455*. 52 Chieftain (8) Catalina, $685*. 

STUDEBAKER—’52 %-ton pickup, $350; 
Commander Hardtop, $325*. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Apr. 10.) 
(Market strong here this week on clean 
and sharp merchandise. Rough units off. 
Clear weather bringing signs of the 
©pening-up of the retail market. Sold 124 
cars out of 161 offerings.) 

BUICK—’56 Special station wagon, $2,350* 
(ps). °55 Super Riviera, $2,000* (ps). 
"54 RM 4-dr., $1,385* (ps); Super 4-dr., 
$1,310* (ps), $1,400*. '53 RM Riviera, 
$1,010* (ps); Super 2-dr., $945*; Special 
2-dr., $800*. °52 RM 4-dr., $470*. °51 
Super 4-dr., $200*. ‘50 Super Riviera, 
$435*; 2-ar., $205*; Special 4-dr., $215*. 

CADILLAC—’53 (62) 4-dr., $1,700*. ’'51 
(62) conv., $995*; 4-dr., $600*. ‘49 (61) 
4-dr., $345*. '48 (75) 4-dr., $265*. 

CHE VROLET—’55 Bel Air (8) conv., $1,- 


600*; Hardtop, $1,430; Two-ten 4-dr., 
$1,365*, $1,325*, $1,280, $1,245, $1,185, 
$1,165, $1,155; 2-dr., $1,275*, $1,195, 
$1,165; One-fifty 4-dr., $1,075, $1,045. 


‘54 Two-ten 4-dr., $855, $820, $800, $760; 
2-dr., $855, $805, $800, $775, $765; One- 
fifty 4-dr., $715, $700, $680, ; 2-dr., 
$670. °53 Bel Air 4-dr., $825*; Two-ten 
4-dr., $690, $605; One-fifty station wag- 





on, $725; 4-dr., $505. '52 SL Deluxe 4- 
dr., $430; 2-dr., $225. 

CHRYSLER—’53 Windsor 4-dr., $605*. ’52 
Windsor conv., $460*. '51 Windsor New- 
port, $360*. 

DeSOTO — ’53 Powermaster 4-dr., $505*. 

DODGE — ’54 Meadowbrook 2-dr., $915*. 
‘53 Coronet 2-dr., $625; Wayfarer 4-dr., 
$570. '52 Coronet 4-dr., $360*. '51 Way- 
farer 2-dr., $265*. °47 Deluxe club coupe, 
$175*. 

FORD — ’55 Fairlane (6) 2-dr., $1,250; 
Custom (6) 4-dr., $1,225, $1,060. °'54 
Custom (8) 4-dr., $825, $750*; Main (6) 
2-dr., $650. '53 Custom (8) 4-dr., $750*; 


Main (6) 4-dr., $560. °52 Crest (8) 
station wagon, $715; Main (6) 2-dr., 
$375. °51 Custom (8) Victoria, $400*; 
conv., $150; Deluxe (8) 2-dr., $300, 


$225. ’50 Custom (8) 4-dr., $190; 2-dr., 
$110. 

MERCURY—’55 Monterey station wagon, 
$1,920*. '54 Monterey 4-dr., $1,205*. '53 
Custom 4-dr., $860*; Monterey 2-dr., 
$830*. ’51 conv., $325*. 

OLDSMOBILE—’55 (88) Holiday, $2,040* 
(ps), $1,975*; 2-dr., $1,860*. '52 (98) 
conv., $815*; 4-dr., $675*; (88) 2-dr., 
$350*. ‘51 (98) 4-dr., $400*. °49 (76) 
4-dr., $165*; (88) 4-dr., $140*. 

PLYMOUTH—’55 Belvedere (8) Hardtop, 
$1,560; Savoy (6) 4-dr., $1,165. '54 Bel- 
vedere 4-dr., $710. '53 Cranbrook 4-dr., 
$550; Cambridge 4-dr., $445. ‘51 Con- 


cord 2-dr., $175. °49 Special Deluxe 4- 
dr., $145. 

PONTIAC—’'54 Chieftain (8) 4-dr., $1,- 
060. '53 Chieftain (8) 4-dr., $850* (ps); 
Star Chief (8) 2-dr., $800*. '52 Chieftain 
(8) 4-dr., $485*. °'50 Silver Streak (8) 
Catalina, $325. ‘48 Torpedo (8) club 
coupe, $145*. '47 4-dr., $105. 

— — '53 Commander 2-dr., 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 12.) 
(Prices very strong from start to fin- 
ish. All makes and models moving well. 

Sold 104 cars out of 126 offerings.) 

BUICK—’'56 Special 2-dr., $1,890. '53 Su- 
per Riviera, $1,015*; Special Riviera, 
$910*. °50 Special 2-@r., $280*. 

CADILLAC—’55 (62) coupe de Ville, $3,- 
595* (ps). '51 (75) 4-dr., $1,015*; (62) 
4-dr., $900*. °50 (60) special 4-dr., 
$730*. °'49 (62) 4-dr., $505*. °46 (62) 
4-dr., $210*. 

CHEVROLET — '55 One-fifty (6) 2-dr., 
$995. °54 Bel Air 2-dr., $935; Two-ten 
4-dr., $925; 2-dr., $900; One-fifty 2-dr., 
$730, $655, $650, $630, $610. '53 Two-ten 
4-dr., $780; 2-dr., $735, $730, $610; One- 
fifty club coupe, $565; 2-dr., $540. '51 
SL Deluxe 4-dr., $475, $440*; SL Special 


Business coupe, $260. ‘50 FL Deluxe 
4-dr., $340, $315. '49 SL Deluxe 2-dr., 
$105. 


CHRYSLER—’56 St. Regis 2-dr., $3,100* 
(ps). °50 NY conv., $230*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $765*. 

DODGE—’56 Custom Royal conv., $2,875*. 


‘55 %-ton pickup, $930. ‘53 Meadow- 
brook 4-dr., $475. °'52 Coronet station 
wagon, $615; 4-dr., $415*%, $400. ‘50 


Meadowbrook 4-dr.,~$295; Coronet 4-dr., 
$260°. 


FORD—’55 Custom (8) 2-dr., $1,285; 4- 
dr., $1,270; Main (6) 2-dr., $905. '54 
Crest (8) 4-dr., $1,005; Custom (6) 4-dr., 
$880; Custom (8) 2-dr., $850; Main (8) 
2-dr., $850. '53 Custom (8) 4-dr., $830. 

MERCURY—’56 Montclair 4-dr., $2,580* 
(ps); Custom 4-dr., $2,270*. °54 2-dr., 
$1,040. ‘53 Monterey 4-dr., $985*. ‘51 
2-dr., $360*; 4-dr., $320*. 

$805*. 


NASH—’54 Rambler Hardtop, 
Ambassador 4-dr., $155. 

OLDSMOBILE—’56 (88) Super 4-dr., 
700* (ps); Deluxe club sedan, $2,210*. 

PLYMOUTH—’55 Plaza 2-dr., $1,110. ’51 
Cambridge 2-dr., $430, $285, $195; Cran- 
brook 4-dr., $245. °49 Special Deluxe 
conv., $280; 4-dr., $280, $110. 

PONTIAC—’52 Chieftain (8) 4-dr., $450*. 
’51 Silver Streak (8) 2-dr., $410. '49 
Silver Streak (8) 2-dr., $190*. '48 Tor- 
pedo (8) conv., $100*; 4-dr., $100*. 

STUDEBAKER — ’53 Commander Land 
Cruiser, $580*. °51 Commander coupe, 
$220*; Champion 2-dr., $120*. '50 Cham- 
pion conv., $120*; 4-dr., $110. '49 %-ton 
pickup, $235. 

WILLYS—’52 Aero Ace sedan, $220. 

* ied 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Sale every 
Thursday (Apr. 12). Weather sunny and 
warm. Prices steady here today as in- 
creased retail business in this area had 
more buyers and less cars on the market. 


* * * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (Apr. 13). Consignors brought 374 
cars, of which more than three-quarters 
changed hands. Prices remained firm, espe- 
cially on clean, late models. 


51 
$2, - 


FLINT 


Flint Auto Auction, Inc. Sale every Wed- 
nesday (Apr. 11). Prices remain firm as 
activity appears to be at a very high pitch. 
Clean autos are still at a premium. Sold 
144 cars out of 206. 

* . * 


PHILADELPHIA 


H. B, Robinson Auto Sales Auctions. 
Sales every Tuesday and Thursday (Apr. 
5-10). Exceptionally good sale with high 
prices today. There is a shortage of used 
units as new-car sales are off. Sold 153 
out of 198. 

* * * 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday (Apr. 12). Sold 208 cars out of 


297 offerings. 
* * 
WINDSOR, VA. 
Windsor Auto Auction. Sale every 


Thursday (Apr. 12). We had a very good 
sale today with a high percentage of cars 
sold. 

+ * * 


MASON CITY, IA. 
Central States Auto Auction, Sale every 
Wednesday (Apr. 11). Fast aggressive bid- 
ding resulted in 83 percent of 194 consign- 


ments sold. 
* * * 


SYRACUSE, N. Y. 

Syracuse Auto Auction. Sale every Wed- 
nesday (Apr. 11). The market at today’s 
sale rose to a new high. 

* * * 


VALDOSTA, GA. 
Tom Hewitt Auto Auction. Sales every 
Thursday and Friday (Apr. 12-13). We had 
a good sale both days. 








» NEVER RE-USE 


Every car you service is a profit jackpot in oil seal replacements 





on every ca 
hit your ol 


CHICAGO RAWHIDE 


Worlds Largest Manufacturer of Oil Seals 


for original equipment ... now 
offers the most complete replacement line! 


Oil seals cost so little . .. mean so much in protection for your work 
...and your customers’ cars. 
Every service job that comes your way represents a jackpot for 
profit in replacement oil seals. Follow our nationally advertised 
recommendation: check the car’s front wheel 
miles... and replace the oil seals with new ones. 
time you pull a wheel, check a brake cylinder or do any engine 
overhaul work, replace the old oil seals. It’s cheaper, and safer. 
And, if they’re C/R oil seals, you know they’re manufactured to 


ings every 5,000 
fact, every 


er. 


the same rigi specifications as the original oil seals installed by 
the <a ufacturer and engine builder. They always fit right 
‘Sai right! 


A C/R oil seal replacement job is easier to sell ... they cost only 
a few cents. Ask your supplier right away for the facts about C/R 
oil seals. 

TIME-SAVING INSTALLATION TOOL KIT OFFER 


Get this! Service shops can get this easy-to-use tool kit for install- 


ing front wheel seals at tremendous savings. This kit saves minutes 
on every front wheel job, insures correct a 

and prevents damage to the seal in installation. : D 
also gauges wear . . . an important help in selling new oil seals. Kit 


the new seal 
versatile tool 


includes a rawhide mallet driving tool and assorted converters. 
Ask your supplier, or write us for details. 


CHICAGO 
RAWHIDE 





Hamilton, Ontario 


Great Neck, New York 


MANUFACTURING COMPANY 


REPLACEMENT DIVISION Elgin, lilinois 
IN CANADA: Super Oil Seal Manufacturing Co., Ltd. 


EXPORT SALES: Geon International Corporation 
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Young Splits L-M Deal 


J. Raymond Young, owner of 
Young, Inc. (Lincoln-Mercury), St. 


chise to his son, J. Raymond Young 


MOS1 


jr.. and Conn Irber, who. will be 
partners in a new firm, Young 
Mercury Motors, Inc. 
Paul, has sold his Mercury fran- |will continue as a Lincoln dealer 
lin St. Paul, 
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30 Days 
In 6 
Regional 
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a New 
Feature in the 


N.A.D.A. OFFICIAL USED CAR GUIDE 


AVERAGE 
CASH VALUE 


Complete Reports From Dealer Sales and 
Wholesale Markets in Your Territory Give 
You Complete, Current Price Information. 


IN ADDITION 


A Loan 
: (Except et Coast) 
e Average Retail 


e Identifying 
Specifications 


Quantity Prices on Request 


AERA Ee 
Usep CAR 


1800 H Street. N.W 
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Guipe Co. 


Washington 6 


Young sr., 





Sales Conditions in Various Areas... 





Auto Market Reports 


Louisville 

Registrations of 2,050 new cars 
in Louisville during March brought 
the first-quarter total to 6,161 units, 
compared with 5,753 in 1955 and 
4,276 in 1954. 

The March total was 11 percent 
below the February count of 2,294. 

By make, March registrations 

were: Chevrolet, 684; Ford, 508; 

Buick, 203; Oldsmobile, 176; Pon- 

tiac, 112; Mercury, 110; Plymouth, 

101; Chrysler, 30; Dodge, 30; Cad- 

illac, 21; DeSoto, 19; Hudson, 14; 

Packard, 10; Studebaker, 9; Nash, 

8; Lincoln, 5; Willys, 4; Conti- 

nental, 2; Volkswagen, 2; Impe- 

rial, 1, and MG, 1. 

March truck registrations totalled 
192, compared with 307 in the previ- 
ous month. By make, they were: 
Ford, 82; Chevrolet, 68; Interna- 
tional, 18; GMC, 15; Mack, 4; 
White, 4; Dodge, 1; Willys, 1, and 
miscelleanous, 2.—(A. W. Williams.) 

* * * 


Augusta, Ga. 

Augusta dealers report spring 
business increased considerably, 
with even more activity than had 
been expected in some quarters. 

Industrial and farm conditions 
are fair and slightly improving. 
Wages are steady and unemploy- 
ment has been reduced consider- 
ably. 

Dealers are slicing prices and 
offering better terms wherever 
they can. Some foresee a fair 

spring and summer business—a 
little above last year. 

Credit accounts are about normal. 
Dealers believe longer credit terms 
help to attract customers. They 
hope for no change in credit prac- 
tices for the next few years.— 
(Julanie Lampkin.) 

aa * * 
Buffalo 

Sales of new and used cars are 
in a seasonal upturn in Buffalo. 
The improvement is_ especially 
noted in the used-car market, where 
volume is reported running well 
ahead of the comparable 1955 
period. 

Used-car inventories of most 
dealers have been reduced con- 

siderably in recent weeks and 
the used-car price situation is 
described as firm. 

Edward E. Tunmore, president of 
the Buffalo Automobile Dealers 
Assn., described new-car sales as 
“fair to good” and dealer profits 
as “fair to poor.” He said that 
heavy production at factories is 
forcing dealers to work on close 
margins. —(George E. Toles.) 


” > - 
Pittsburgh 

New-car registrations in Pitts- 
burgh during the week ended Apr. 
7 were the lowest since the second 
week in January, according to the 
Bureau of Business Research of the 
University of Pittsburgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity fell to 196.8 percent of 
the 1935-39 average during the 
week. It had been 205.1 in the 
previous week. 

The steel-ingot rate declined to 
100 percent of practical capacity— 
the lowest figure reported since 
early January.—(Leon M. Leffing- 


well.) 
* x BS 


Cincinnati 

New-car registrations in Hamil- 
ton County (Cincinnati), O., during 

March totalled 4,132, compared with 
3,055 in February. 

Chevrolet led with a sales total 
of 1,133, compared with 806 for 
Ford. 

Other new-car registrations by 
make were: Buick, 410; Oldsmo- 
bile, 390; Plymouth, 350; Pontiac, 

255; Mercury, 208; Dodge, 138; 
Cadillac, 95; Nash, 62; Chrysler, 
75; Studebaker, 43; DeSoto, 55; 
Packard, 31; Hudson, 26; Lincoln, 
21; Volkswagen, 15; Imperial, 9; 
Willys, 5; Austin, 1; MG, 1; 
Jaguar, 1; Hillman, 1, and Sing- 
er, 1, 

New-truck registrations in March 
amounted to 433, an increase of 
159 units over the 274 registered 
in Febraury. 

Ford held the lead with 135 reg- 
istrations. Chevrolet was second 
with 131 units. 





Other commercial registrations 
were: International, 60; Dodge, 36; 
White, 10; Mack, 25; General Mo- 
tors, 19; Divco, 3; Studebaker, 5; 
Willys, 4; Diamond T, 1, and Reo, 1. 

Used-car sales in March sales 
amounted to 5,491, compared with 
3,744-in February.—(Frank Kappel.) 


* * * 


Atlanta 

A total of 1,024 new cars and 85 
new trucks were registered in 
Fulton and DeKalb counties (At- 
lanta) during the first 10 days of 
February. Registrations gained 
sharply over the same period in 
January, but fell for below those 
of the corresponding period a year'| 
ago. 

New cars registered by make | 
were: Chevrolet, 355; Ford, 224; 
Oldsmobile, 96; Plymouth, 78; 


Buick, 74; Pontiac, 58; Mercury, | which the dealership is located. 
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Mobilette Auto Air Contitioner 


Here is the fast-rising automobile air conditioner with up-front 
cooling that reaps rewards in customer appreciation as well as 
profit. Because it can be transferred easily, economically from 
car to car, it means that depreciation on the line is on the run. 
It can mean future new car sales, a “clincher” in many fleet 
contracts and a premium that means no great cash outlay. Your 
letterhead or post card will bring you full information. 


( Ti AUTO AIR CONDITIONERS 
{ y } © 0 @ ‘ej with the Warner Magnetic Clutch 
: MOBILAIRE MANUFACTURING COMPANY 


a Division of the National Gas Equipment Co., Ine. 


41; Dodge, 32; Cadillac, 22.) 
Chrysler, 16; Lincoln, 7; Nash, 6] 
DeSoto, 6; Studebaker, 5; Pack.|” 
ard, 3, and Hudson, 1. 4 
New trucks were registered ai 
follows: Ford, 31; Chevrolet, 17 
GMC, 15; Dodge, 6; Internationa 
8; Mack, 4; White, 3; Studebaker 
1, and miscellaneous, 2.—(E. ¢ 
Bash.) ¥ 


Hiller Deal Formed 


Hiller Chevrolet-Cadillac, In 
lias been formed in Kenosha, Wis,¥ 
as a successor to Braun Chevroleti 


Cadillac, Inc. ; 
* * * 











Bielen Buys Newman 


Newman Motors (Studebaker), 
Springfield, Minn., has been sold 
by Charles Newman to Art Bie- 
len, owner of the building in 
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BUFFALO’S DOWNTOWN 
DEPARTMENT 
STORES CAN’T BE 


In vying for their share of Buffalo’s 
$867,167,000 annual retail sales ... 
and in inviting shoppers into the city 
from surrounding territories...down- 
town department stores place 53% 
of their advertising lineage in the 


Courier-Express. 
You, too, can 
roven power of 


rofitably use the 
e Courier-Express 
in selling both men and women. Use 
it daily to get more advertising for 
your dollar concentrated on those 
with more dollars to s 
the 458,000 families in 
York’s 8 counties. Use the Sunday 
Courier-Express for maximum cover- 
age. It’s the state’s largest newspaper 
outside of Manhattan. 


ROP COLOR available daily 
and Sunday. 


surFALo COURIER-EXPRESS 


Representatives : SCOLARO, MEEKER & SCOTT 







nd among 
estern New 


Pacific Coast: DOYLE & HAWLEY 
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Here's how 
the big new 


RAYON TIRE CORD 


advertising pays off 


.-. for car dealers ...-fOr car manufacturers 


1, 6; i 
ack. | 
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For safety in emergencies...Rayon Hi-Test Suottas Sone oe ait ts Ub Uaton ems Ouse Gagne ener Wy TE 
el Now 20% stronger than ever, Rayon is the only cord that actually gains in 


m strength as tire heat builds up at high speeds. No wonder 9 out of 10 cars ride — 

Tire Cord... Nearly all fire trucks rely on rayon tires for on Rayon. For premium safety at no. premium in price, insist on RAYON Mi 
TEST Tires. They're standard equipment on every car manufacturer's new 'S6 “ to life this 12. 
models. American Rayon Institute, Inc, 350 Fifth Avenue, New York 1, N. ¥ Cad bo wmg cant 







hard, high-speed driving...proof that you can depend on rayon! 
Be sure you ride on RAYON—world’s leading tire cord 


This is the first ad in the 1956 Rayon premium in price when they buy 
Tire Cord campaign, appearingin LIFE, new cars. 

POST and COLLIERS. And there are This is important to dealers and man- 
plenty more full-color spreads and pages ufacturers. It means that with Rayon 
to come in these top magazines... . from Cord Tires you can sell new cars that 
now through November. Even greater offer top safety at no extra cost. Auto- 
impact than last year’s series! These mobile buyers have already been pre- 
ads keep car buyers sold on standard sold on Rayon’s fine performance. So 
equipment tires . .. show them how why boost costs when Rayon Cord 
they get premium tire safety at no Tubeless Tires are what the public wants? 


American Rayon 
Institute, Inc. 
350 Fifth Avenue 
New York 1, N. Y. 








AUTOMOTIVE NEWS, 


Cable Replaces Hydraulic Hoist— 


Shown above is the new Fruehauf-Schonrock dump trailer which was unveiled at 


Fruehauf's Trailerama in Detroit. 


A cable operation eliminates the hydraulic hoist 
mechanisms and reduces the number of moving ports to five, Fruehauf said. 


It also 


removes limitations on body length dictated by hydraulic equipment and it is possible 


to dump with the tractor jacknifed up to 90 degrees, it was said. 
_— * 


* * 


Fruehauf to Add Dealers; 
Displays Trailerama Vans 


DETROIT. Fruehauf Trailer 
Co., which operates 70 branches in 
the U. S., is planning to expand its 
distribution by placing dealers in 
areas not presently covered, accord- 
ing to C. L. Schneider, executive 
vice-president-sales. 


This was disclosed during the 
Trailerama showing of 12 new 
truck-trailers here. Fruehauf 
salesmen and branch managers 
attended the display. 


The last of the month, Trailer- 
ama will move to Los Angeles. 
There, a number of new trailers— 
specially designed to meet Coast 
hauling requirements — will be un- 
veiled. 

A. E. Williams, executive vice- 
president in charge of engineering 
and manufacturing, who directed 
research and development of the 
new trailers, said “they are as 


Railway Witness 
Asks Attorney, 
Refuses to Talk 


NEW YORK. — Sonia Saroyan, a 
witness in the $250 million damage 
suit brought by the trucking indus- 
try against 31 eastern railroads, 
appeared in Federal court here in 
answer to a subpena from the rails, 
but has refused to testify without 
benefit of counsel. 

Miss Saroyan, a former employe 
of Carl Byoir, public relations coun- 
sel to the Eastern Railroad Presi- 
dents Conference, and one of the 
defendants, had been on the stand 
.for two days in June, 1953. 

Attorneys for the railroads said 
she had been resummoned because 
of a letter she wrote Judge Thomas 
J. Clary, assigned to try the case, 
on Feb. 19, 1956. 

On her refusal to continue, the 
action was adjourned to the court- 
room of Judge Edmund Palmieri, 
who appointed Herbert Kaplow to 
act as the woman’s temporary 
counsel. The trucking industry law- 
yers and those for the railroads 
agreed to share the. costs of an at- 
torney for Miss Saroyan. She will 
return May 15 as a witness. 





up-to-date as the newest super- 
highway.” 


At the same time, Roy Fruehauf, | 


president, said that the company 
has a total of $19,566,644 in new 
orders for various types of truck- 
trailers, 

He said $4 million is for those to 
be used in “piggyback” and “fishy- 
back” programs. Fruehauf, in re- 
gard to the latter method, said it 
is another field promising a big fu- 
ture for truck trailers. 

He visions not only a marked 
growth of this type of detachable 
chassis truck-trailer shipping be- 
tween Atlantic and Pacific coast 
cities but also “another big spurt 
when the St. Lawrence Seaway is 
opened in 1959.” 

The 12 models shown here 
cluded an aluminum produce 


Volume Van; stainless steel refrig- | 


erator Volume Van; dry freight 
high tensile steel smooth panel 
Volume Van; Livestock Volume 
Van; furniture Volume Van; dry 
freight corrugated high tensile 
steel Volume Van; open top cor- 
rugated high tensile steel Volume 
Van; aluminum Volume Van grain 
and fruit haul; Fruehauf-Schonrock 
cable dump; multi-purpose plat- 
form trailer; heavy-duty platform 
trailer, and a stainless steel open- 
top Volume Van. 


Clark’s California Plant 


To Start Work May 1 


BATTLE CREEK, Mich.—Clark 
Equipment Co. has announced that 
it will start operations on the Coast 
about May 1 in a 40,000-square-foot 
structure in Richmond, Calif. 


The building will be used as a 
modification center and parts depot 
for slow-moving parts by Clark’s 
industrial truck division, according 
to R. H. Davies, division vice-presi- 
dent. The plant will fabricate and 
install special attachments for fork- 
lift trucks. It also will complete 
assembly of lift trucks by adding 
uprights and counterweights to 
equipment manufactured and 
shipped from Battle Creek. 


in- | 


APRIL 23, 


1956 


Current Prices on New Cars 


The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer’ delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 


State and local taxes, transportation | 


charges and optional equipment. 


BUICK—Special—4-dr. sed., $2,412; 2- 
dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 
seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 
hardtop, $3,335; conv., $3,539. Roadmaster 
—4-dr. sed., $3,498; 4-dr. hardtop, $3,687; 
2-dr. hardtop, $3,586; conv., $3,699. (Dyna- 


flow standard on Century, Super and Road- | 


master. Power Steering standard on Super 
and Roadmaster.) 

CADILLAC — Series 62—4-dr. sed., $4,- 
291; 2-dr. hardtop, $4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 


CHEVROLET — (Prices are for 6-cyl. 
| models; for V-8s, add $99.)—One-Fifty— 


| 4-dr. sed., $1,865; 2-dr. sed., $1,822; utility | 


sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
| $2,059; cl. cpe., $1,967; 2-dr. 2seat stat. 
| wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 
| —4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
| dr. hardtop, $2,226; 2-dr. hardtop, $2,172; 
conv., $2,340; 4-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. 
| $2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 


CHRYSLER—Windsor—4-dr. 
| 865.75; 2-dr. Nassau hardtop, 
4-dr. Newport hardtop, $3,123.75; 
| Newport hardtop, $3,036.75; conv., 
331.25; 4-dr. stat. wag., $3,593.50. New 
Yorker—4-dr. sed., $3,774.50; 4-dr. New- 
port hardtop, $4,097; 2-dr. Newport hard- 
top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr._ stat. 
wag., $4,518.50. 300B—2-dr. hardtop, $4,- 
414.25. (PowerFlite standard on New| 
Yorker.) 
CLIPPER—Deluxe — 4-dr. 
Super—4-dr. sed., $2,866; 
$2,916. Custom—4-dr. sed., 
hardtop, $3,164. 
CONTINENTAL 2-dr. sed., $9,538. | 
(Turbo-Drive and power steering standard.) | 
DeSOTO — Firedome — 4-dr. sed., $2,- | 
673.25; 4-dr. Seville hardtop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 


sed., $2,- 


2-dr. 


sed., $2,731. 
2-dr. hardtop, 
$3,069; 2-dr. 


$3,076.75; 


82, 648. 75; conv., 


man Raresep, 


Truck registrations by states 
are released here weekly, as 
compiled by R. L Polk repre- 
sentatives in state capitals. 


Brock- 
way 


*56| 
"55 | 
56) 
"55 
*56) 
*55| 
756 | 
"55 


Arizona 


Velaware 








idaho 


illinois 


$2,958; | 


wag., | 


$2,900.25; | 


$3,- | 


4-dr. | 
Sportsman hardtop, $2,948.75; 2-dr. Sports- | 


Chev- 
rolet 


4-dr. stat. wag., $3,366.25. Firefiite—4-dr. 
sed., $3,114.50; 4-dr. Sportsman hardtop, 
$3,426.50; 2-dr. Sportsman hardtop, §$3,- 
341.50; Adventurer °%-dr. hardtop, §3,- 
723.50; conv., $3,539.50; Pace Car conv., 
— (PowerFlite standard on Fire- 
ite.) 
| DODGE — Coronet 6 — 4-dr. sed., 
263.50; 2-dr. sed., $2,190.50. Coronet V-8— 
|4-dr. sed., $2,371.25; 2-dr. sed., $2,298; 
2-dr. 500 sed., $2,529.90; 4-dr. hardtop, 
| $2,547.50; 2-dr. hardtop, $2,433.50; conv., 
$2,773.50. Royal — 4-dr. sed., $2,508.75; 
4-dr. hardtop, $2,692.75; 2-dr. hardtop, 
| $2,578.75. Custom Royal—4-dr. sed., $2,- 
|618.75; 4-dr. hardtop, $2,802.75; ” 9-ar. 
hardtop, $2,688.50; conv., $2,908. Station 
Wagons—2-dr. 
Suburban V-8, $2,595; 2-dr. 
urban V-8, $2,724; 4-ar. 
| V-8, $2,712.25; 4-dr. 8-pass. 


Custom Sub-| 
6-pass. Sierra 
Sierra V-8, 


$2,817.75; 4-dr. 6-pass. Custom Sierra V-8, | 


| $2,864; 4-dr. 
$2.969.50. 
FORD—(Prices 


8-pass. Custom Sierra V-8, 
for 6-cyl. models; for 
| V-8s, add $99.98.)—Mainline—4-dr. sed., 
| $1,891.48; 2-dr. ved., $1,846.30; business | 
2-dr., $1,744.22. Customline — 4-dr. sed., 
$1,981.76; 2-dr. sed., $1,935.58; 2-dr. hard. | 
top, $2,098.93. Fairlane—4-dr. sed., 
089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, 
| $2,244.80; 2-dr. hardtop, $2,189.98; Crown 
| Victoria 2-dr., $2,333.75; conv., $2,355.07. 
Station Wagons 2-dr. 2-seat Ranch 
| Wagon, $2,181.05; 2-dr. 2-seat Custom 
Ranch Wagon, $2,245.60; 2-dr. 2-seat 
Parklane, $2,424.05; 4-dr. 2-seat Country 


Sedan, $2,292.87; 4-dr. 3-seat Country Se- | 


| dan. $2,424.05; 4-dr. 3-seat Country Squire, 
| $2,528.60 Thunderbird—Hardtop cpe. (V-8 
only). $3,147.60. 

HUDSON — Wasp Super 6—4-dr. sed., 
$2,416. Hornet Special V-8—4-dr._ sed., 
$2,626; 2-dr. hardtop, $2,741. Hornet Super 
|6—4-dr. sed., $2,770. Hornet Custom 6— 
}4-dr. sed., $3,019; 2-dr. 
|Hornet Custom V-8—4-dr. 
2-dr. hardtop, $3,429. 
IMPERIAL—Imperial — 4-dr. sed., 
| 827; 4-dr. hardtop, $5,220.50; 2-dr. 
| top, $5,089.25. Crown Imperial—4-dr. 
pass. sed., $7,597.50; 8-pass. lim., 
731.50. 
standard. ) 

LINCOLN—Capri — 4-dr. sed., $4,207; 
2-dr. hardtop, $4,114.50. Premiere—4-dr. 
|} sed. $4,596; 2-dr. hardtop, $4,596; conv., 
| $4,742. (Turbo-Drive and power steering 
| standard.) 


sed., $3,286; 
$4,- 


8- 
$7,- 


| MERCURY—Medalist—4-dr. sed., $2,309; | 
hardtop, $2,454; | 


sed., $2,250; 4-dr. 
hardtop, $2,384.50. 
sed., $2,406; 2-dr. sed., 
| hardtop, $2,551; 2-dr. 
}conv., $2,707.50; 4-dr. 
| $2,718; 4-dr., 8-pass. stat. wag., $2,815. 
| Monterey—4-dr. sed., $2,551; 4-dr. spt. 
sed,. $2,647.50; 4-dr. hardtop, $2,696; 2-dr. 
hardtop, $2, 626; 4-dr. 8-pass. stat. wag., 
$2,973. Montelair—4-dr. spt. sed., $2,782; 
4-dr. hardtop, $2,830.50; 2-dr. hardtop, 
| $2,760.50; conv., $2,895.50. 
METROPOLITAN—2-dr. hardtop, $1,527; 
conv., $1,551. 

NASH—Statesman Super oa Gr. 


2-dr. 
2-dr. Custom—4-dr. 
$2,346.50; 4-dr. 
hardtop, $2,481; 
6-pass. stat. wag., 


sed., 


$2,- | 


Suburban 6, $2,487.25; 2-dr. | 


$2,- | 


hardtop, $3.136. | 


hard- | 


(PowerFlite and power steering | 


$2,381. 
4-dr. sed., 
816; 2-dr. 


$2,591; 


hardtop, $2,681. 


Super 6—4-dr. 
Super V-8—4-dr. sed., 
Custom V-8—4-dr. sed., $3,236; 2-dr. hag 


| top, $3,379. 


| $2,483; 
| $2,667: 


sed. 


sed., 


OLDSMOBILE — Series 
2-dr. 
2-dr. 


$2, 


$2,685. 


$2,997. 


418; 


Ambassador Special V-8 — Sy 
Custom 4-dr. sed 


Ambass 
Amba 
Ambas 


88 — 4-dr. 
4-dr. 


hard 


hardtop, $2,595. Super 


|4-dr. sed., $2,635; 2-dr. sed., $2,569; 4 


hardtop, 
conv., $3, 
| 293; 
| $3, 475; 


Series 98.) 


| 465; 

4-dr. 
| $4,190. 
conv., 


922.50; 
| $1,780.50. 
| 2-dr. sed. 
Savoy 
| $1,978.50; 
| V-8—4-dr. 


| 6—4-dr. 
062.50; 4 
sed., 

| hardtop, 

| conv., 

862. 

stat. 

stat. 

| Stat. 

| stat. 

| 2-seat 

| 2-seat 


wag., 
wag., 


2-seat stat. 


Sport stat. 


| 294; 
439; 
| Stat. 


2-dr. 


2-dr. 


wag., 
4-dr. 

wag., 
wag., 


pass. 


| $2,231; 


2-dr. 


6-cyl. 





2-dr. 
sed., 


wag., 


2-dr., 


$2,876; 
026. Series 98—4-dr. 
‘4- dr. hardtop, $3,546; 2-dr. hard 
conv., 


$3,735. 


hardtop, 


2-dr. 


6—4-dr. 


2-dr. 
sed., 


sed., 
-dr. 
| hardtop, $2,209.75. 
$2,381; 


Suburban 6 


sed., 


$4,160. 
Caribbean—2-dr. 
$5,995. 


sed., 


2-dr. 


hardtop, 


$2,80 
sed., §i 


(Jetaway Hyd 
Matic and power steering 


standard 


PACKARD — Executive—4-dr. sed., 
$3,560. 
400—2- 
hardtop, 
(Ultramatic standard.) 
PLYMOUTH—Plaza 6—4-dr. 

$1,879.50; 
Plaza V-8—4-dr. sed., $2,025. 
$1,982.75; bus. 


Patricians 
dr. hardta 
$5,49 


sed., 


bus. cp 


cepe., $1,883. 
$2,021.50; 2-dr. 
hardtop, $2,125.75. 


Sa’ 


$2,124.75; 2-dr. sed., $3 


2-dr. 


2-dr. 


2-dr. 
$2,277.50; 
Belvedere V-8 — 4-dr, 
$2,208.75; 2-dr. sed., $2,165.75; 4-4 
hardtop, 
$2,473.50. Fury—2-dr. hardtop, $3 
2seat Delu 


081.75; 2-dr. hardtop, $2,228.25. Belve 
$2,105.50; 
hardtop, 


ve 


sed., . 
2-dR 


$2,313; 


$2,192.50; 2-dr. 2-seat Cus 


$2,263.50; 4-dr. 


$2, 


309.75; 
stat. 


$2, 


4-dr. 


wag., 
wag., 
413.25; 


$2,583.25. 
PONTIAC—Chieftain 860—4-dr. sed., $2, 
2-dr. sed., $2,236; 4-dr. hardtop, 


hardtop, $2,366; 


4-dr. 2-seat stat. 


1 


sedan, $1,943. 


sedan, $2,121; 
sedan, $2,072. President V-8—4-dr. sed 
2-dr. sedan, $2,184. President Chl 
sic—4-dr. sedan, $2,485. Hawk V-8—Po' 
Hawk 5-pass. 
hardtop, $2,473; Golden Hawk 2-d 
hardtop, $3,057. Station Wagons—Pelh 
$2,229; Parkview V-8 2-dr. 
$2,350; Pinehurst V-8 2-dr., $2,525. (0 
| axive standard on Golden Hawk.) 


4-dr. 


$2,647. Chieftain 870—4-dr. 
4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
wag., $2,744. Star Chief 

—4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
hardtop, $2,661; 
2-seat Safari stat. wag., 
RAMBLER—Deluxe—4-dr. 
Super—4-dr. sed., $1,936; 4-dr. 2-seat stat, 
$2,230. Custom—4-dr. 
hardtop, $2,221; 
$2,326; 
$2,491. 
STUDEBAKER — Champion 6 — 4-dr, 
sedan, $1.993; 2-dr. sedanet, $1,841; 
Hawk 6—Flight Hawk 
cpe.. $1,982. Commander V-8—4-dr, 


conv., 


4-dr. 


$2,296; 
$2,367 ; 


2-seat Cu 


2-seat Sp 


wag., $2,479.75. Suburban V-8—2-dr, 
Deluxe 
Custom stat. 
wag., 
wag., 


2-dr, 
4-dr. 


4-dr, 2-seat) 


$2, 


2-dr. 2-s 


wag., $2,564; 4-dr. 3-seat stat. wag., 
sed., 


$2,409; 


$2,853; 2-dr, 
$1,826, 


$3,124. 
sed., 


sed., $2,056; 
2-seat sta 


2-seat hardtop sta 


2-dr, 


2-dr. sedanet, $1,970; 2-dz 


cpe., 


$2,097; 


Sky Ha 
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New Passenger Car Registrations, 8 States for March, 1956-1955 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 
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Obituaries 


} H. H. Franklin, 89; 


Pioneer Maker 


SYRACUSE, N. Y.—Herbert H. 
Franklin, who gave his name to 
the most popular air-cooled auto 
ever built in the U. S., died here 
Apr. 16. He was 89. 

Mr. Franklin got interested in 
the horseless carriage before the 
turn of the century. He built his 
first car in 1898 and in 1902 sold 
out his weekly newspaper to form 
his own auto firm here, which de- 
veloped into a $20 million business. 

Mr. Franklin was one of the 
early disciples of spectacular pro- 
motions. By 1915, Franklin autos 
were setting coast-to-coast speed 
records. In one early promotion, a 
Franklin was driven nonstop from 
Walla Walla, Wash., to San Fran- 
cisco in low gear—a distance of 860 
miles—in 83 hours. 

The Franklin competed in the 
upper price ranges—against Pierce- 
Arrow, Packard and Marmon— 
where it gradually lost favor be- 
eause of noisy operation inherent 
in air-cooled engines. However, 
Franklins of the late ’20s and early 
80s proudly bore some of the finest 
examples of U. S. custom coach- 
work. 

The crash of 1929 delivered a 
blow from which the company 
never recovered and it went out of 
business in 1934. Among the last of 
the Franklins was a supercharged, 


. 
Goodrich to Spend 
o © 
$200 Million on 
. 
9 
Expansion by ’60 

NEW YORK. — Capital and in- 
vestment expenditures amounting 
to $200 million are estimated in the 
forward planning of the B. F. 
Goodrich Co. for the next five 
years, Chairman John L. Collyer 
told stockholders here last week. 

Referring to his company’s pro- 
gram of expansion of facilities for 
manufacturing, distribution and re- 
search, amounting to $140 million 
for the past five years, Collyer 
said, “these expanded facilities 
proved to be timely since company 
sales in 1955 totalled $755,016,879, a 
new high and an increase of 19.7 
percent over 1954 sales. 

“Earnings per share for 1955,” 
he said, “were $5.26 compared to 
$440 for 1954, an increase of 19.5 
percent. 

“Net sales for the first three 
months of 1956 amounted to $180,- 
295,218, compared with $178,619,306 
for the same period in 1955.” 

The directors reelected the fol- 
lowing officers: John L. Collyer, 
chairman of the board; W. S. Rich- 
ardson, president; J. W. Keener, 
vice-president; Arthur Kelly, vice- 
president; F. K. Schoenfeld, vice- 
president of research; R. G. Jeter, 
secretary and general counsel; E. 
A. Stevens, treasurer, and H. V. 
Gaertner, controller. 


Ex-Dealer Gets 
5-Year Probation 


PONTIAC. — David P. Dawson, 
a@ former Ford dealer in Lake Or- 
fon, Mich., was sentenced last week 
to five years’ probation in a $28,000 
case involving larceny by conver- 


n. 

Dawson had pleaded guilty last 
March to keeping money from the 
Sale of 17 vehicles which had been 
floor-planned by Universal C.LT. 
Credit Corp. between Oct. 27, 1954, 
and May 18, 1955: Dawson lost his 
dealer's franchise after his arrest 
last June 23. 

Dawson was ordered to spend the 
first 60 days of his probation in jail 
and to make restitution of $28,862, 
Plus $250 in costs. 


Daytona Beach Dealers 


Elect Cox President 
DAYTONA BEACH, Fla. — The 

Daytona Beach Automobile Dealers 

Assn. has elected Paul Cox (Lin- 

-coln-Mercury) as president for the 
. Coming year. 

_ Dean Martin (Dodge-Plymouth) 
‘is vice-president and Perry Jerni- 
gan (Oldsmobile) is secretary- 
, treasurer. 





overhead-valve, 398-cubic-inch V-12. 
+ aa * 


Robert Pringle, 65, 


Veteran Conn. Dealer 

HARTFORD, Conn. — Robert 
Pringle, 65, who began in the auto- 
mobile business 40 years ago, died 
here Apr. 11. Mr. Pringle had been 
a Pontiac dealer for 30 years and a 
Chevrolet dealer for 28 years of 
that time. 

Mr. Pringle had been an active 
worker in the Connecticut Auto- 
motive Trades Assn., Inc., served 
as president in 1943 and had been 
treasurer for the past 11 years. 
He was chairman of the board of 
trustees for the CATA group in- 
surance plan from its inception. 

* + * 


Dr. Russel S. Rogers, 


Auto Lacquer Pioneer 
PONTIAC.—Dr. Russel S. Rogers, 
56, known as the first man to use 
lacquer in production for finishing 
automobiles, died Apr. 16. 
In the early 1920s, when Rogers 


‘was superintendent of painting for 
Oakland Motor Car Co., lacquers 
first came into the finishing pic- 
ture. He hired a bootblack to polish 
the first ten cars that he painted. 
Lacquer at that time produced a 
flat, glossless finish. At his death, 
Dr. Rogers was vice-president of 
John W. Masury & Sons, Inc. 
Baltimore. . 


+ * 7 
Gus Kiesow 


JACKSONVILLE, Tex.—Gus Kiesow, 66, 
Jacksonville car and truck dealer, died 
Apr. 7 

* * * 


Colin R. Segars 
HARTSVILLE, 8. C.—Colin R. Segars, 
62, president of Segars Motor Co. and 
Segars Chevrolet-Cadillac Co., died Apr. 
5. He was a director of the South Caro- 
lina Automobile Dealers Assn. 
* * * 


Larry Cain 


DALLAS.—Larry Cain, 63, retired Pack- 
ard dealer and Dallas safety leader, died 
of a heart attack Apr. 12. He opened 
Packard Dallas Co. in 1944, with Jack 
Mitchell. They bought Packard Kansas 
City Co., Kansas City, Mo., in 1948. Mr. 
Cain retired in 1952 after 35 years in 
the auto business. 

* * * 


Stuart Edwin Norton 


LOS ANGELES.—Stuart Edwin Norton, 
72, former Denver Buick dealer, died here. 
He had lived in Los Angeles since he re- 
tired in 1933. Mr. Norton and a brother, 
Chalmers F., started Norton Buick Co. in 


Mercury Anniversary— 


Mercury celebrated its first anniversary 
as a separate division last week (Monday, 
Apr. 16) by completing the 2,416,334th 
Mercury built since World War Il. F. C. 
Reith, Mercury general manager, congrat- 
uiates J. J. Kaye, plant manager, as 
Reith drives the anniversary convertible 
off the assembly line at the Wayne (Mich.) 
plant. 


Denver in 1915. He was a close friend of 
the late Ralph DePalma, race driver, and 


often participated in early-day auto races 
in Denver’s Overland 7 
* * 
John L. Madison 
HAMPTON, 8, C.—John L. Madison, 86, 
who formerly operated Madison Motor Co. 
(Dodge-Plymouth) here, is dead, The firm 
now is operated by his two sons, George J. 
and James Madison. 
. . * 
Frederick B. Starr 
SEATTLE.—Frederick B. Starr, 56, a 
partner in Starr-Hackett Pontiac, died Apr. 
10 in the Seattle Hospital after a heart 
attack. He was a native of Pullman, 
Wash. 
* - * 
John S. Wolkonocki 
SOUTH UTICA, N. Y.—John 8, Wolkono- 
cki, owner of Hughes-French Chevrolet 
Co., died in Yorkville, N. Y. Apr. 4 after 
a brief iliness. He was 43. 
* * ” 
Gus J. Thompson 
OAK CLIFF, Tex—Gus J. Thompson, an 
auto dealer here for 20 years, died Apr. 
4 in a Houston hospital. 
7 * * 
Joe Shuk 
YAKIMA, Wash.—Joe Shuk, 62, associ- 
ated with Burrows Motor Co. (Ford) here 
for many years, is dead. 
a * * 
Charles H. Libby 
TAMPA, Fla.—Charies Harry Libby, 48, 
a used-car dealer here for 21 years, died 
Apr. 10. 
* * * 
Shafto H. Dene 
CHAPPAQUA, N. Y.—Shafto H. Dene, 
58, senior vice-president of Kudner Agency, 
Inc., died Apr. 15. He entered the adver- 
tising field in 1927 and was one of the 
original members of Kudner which was 
established in 1935. 


Here's One Mirror You Can Bank On! 


THE ALL NEW 
Fe é ¥ 
BY ROBERK 


You can bank on satisfied customers, 
as well as extra profits, when you 
sell the Roberk Guardian because its 
many advanced design and engi- 
neering features provide the finest 
rear vision that money can buy. 

Distinctive continental styling 
gives this exciting new mirror :a 
smartly different look that captures 
interest at first glance. 


The “Thumblock’”’ . 


..a major ad- 


vance in mirror design. With this 
exclusive device no tools are needed 
to lock the mirror head in focus, or 
to release it for hand adjustment. 
Just a simple twist does the job! 


*Construction and design patents applied for. 


ee 


EXAGLUSIvVe 


THUMBLOCK 


CNo Tools 


Needed) 


Adjusts for Full Right or Left Vision from the Driver's Seat 


ARM SWINGS 170 


HEAD TILTS 7O 


HEAD SWIVELS 360 


Guardians are easy to sell by the pair because they can be adjusted 
to give the driver full rear vision from the right, as well as the 
left side. The added safety, plus the extra beauty, of a dual in- 
stallation has irresistible appeal to many car owners. So order 
your supply of Guardians today, and be sure to request one or more 
of our FREE display units. If your jobber can’t supply you, write: 


Dept. 34 


THE ROBERK COMPANY 


Norwalk, Conn. 
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An Open Meeti 


, Says Hoffman... 








Stockholders Air S-P Problems 


(Continued from Page 2) 


tion but would just be augument- 
ing the present problem.” 
+ * + 


LS pended had no gavel but he 
may have bemoaned the ab- 
sence of such a symbol as the 
meeting progressed, The fireworks 
began when the meeting was but 
a few minutes old. 


Sol A. Dann, Detroit attorney, 
arose to liken the corporation- 
shareholder relationship to the 
parent-child tie. He charged the 
parents’ reports in the early 1950s 
had given the Packard children a 
distorted picture of the family’s 
financial status. 


He said the glowing reports con- 
trasted sharply with an appraisal 
by Nance in a magazine story in 
1955. 

Referring to the time when 
Nance came to Packard in 1952, 
Nance was reported to have said 
he “found a company suffering 
from old age . . . with musty plants, 





a poor sales organization and with 
executives aging and set in their 
ways.” 

Dann was guilty of one tactical 
blunder in his presentation. He 
addressed his remarks to “Mr. 
Nance,” a well-tailored gentleman 
a few feet from Dann’s front-row 
seat. 


A shareholder interrupted, 
“That’s Mr. Nance on the other 
side of the platform. The man 
you're addressing is Mr. Hoff- 
man.” 

Dann intimated the company 
should be making buses “as it did 


Holt Equipment Burns 


INDEPENDENCE, Ore. — Holt 
Equipment Co. here was destroyed 
last week by a fire of undetermined 
origin. The firm manufactures the 
Holt lumber carrier and other 
heavy motor equipment. Damage 
was estimated at $500,000. Francis 
Holt, owner, said the plant will be 
rebuilt immediately. 


years ago,” and tractors and 
trailers. “Look at Fruehauf,” he 
declared. 

During his 45 minutes before the 
assemblage, Dann spoke against 
the election of pessimists to the 
board, and invited shareholders to 
meet with him after the session to 
form a stockholder’s protective 
committee to check on the actions 
of management: Some 25 or 30 per- 
sons remained for the parley. 

* * * 
feo attorney outlined a plan, 
previously submitted to the 
company, under which shareholders 
would receive certificates in the 
amount of $2 a share to be applied 
to the purchase of S-P products. 

Explaining why the plan had 
been turned down, Nance said 
the company did not feel the 
“scrip” plan was feasible and 
mentioned it would amount to 
a $13 million annual discount. 

Dann also referred to the merger 
rumors. He said, “There are a 
number of rumors, as you know, 


| that there are discussions with 
|other corporations for consolida- 
tion. 


“I wouldn’t want to say anything 
to jeopardize those negotiations. I 
think we are still a good-looking 
bride for anybody to court, even 
though it may be to our best in- 
terest that an entirely new man- 
agement may be necessary before 
the evils of the old management 
can be cured.” 


Dann gave way to Neville, the 
Brooklyn surety bondsman, and 
the fireworks were intensified. 


Neville mentioned an October, 
1954, conversation in South Bend 
with Harold S. Vance, then chair- 
man of S-P’s executive commit- 
tee. He said Vance assured him 
the company was to receive a 
$200 million jet contract. 

Neville asserted the _ contract 
later went to Ford and that about 
the same time the Ford Foundation 
announced a $15 million grant to 
the Fund for the Republic of which 
Hoffman was chairman. 


Turning to the _ shareholders, 
Neville demanded: “Get rid of 
Hoffman a commander in 


chief who consorts with the enemy.” 
The Brooklynite continued, “Of 
course, he may resign. But who 


Beacdixfffeslinghouse 





AIR BRAKES 


Worlds Safest Stopping 


waey 


of the reduced-diameter 


PAT. NO. 2,724,410 


Bendix -Westinghouse, through constant re- 
search and engineering activity, strives to bring 
the highway transportation industry ever-in- 
creasing braking superiority. The development 
brake chamber 





for every size vehicle! 


THEY'RE EASY TO SELL AND MEAN EXTRA PROFITS FOR YOU 


(above) illustrates the success of this program. 





Bendix-Westinghouse Air Brakes are 
the best known, most widely accepted 
air brakes on the market—year after 
year outselling all other makes of air 
brakes combined. In addition, Bendix- 
Westinghouse offers the most complete 
line in the industry, giving you the ex- 
clusive advantage of being able to sell an 


weight, power 


one sure and 


air brake system specially tailored in 


and capacity to suit the 


requirements of every model truck you 
handle. So recommend these powerful 
brakes to all your truck customers. It’s 


easy way to add extra 


profits, performance and customer satis- 
faction to every truck sale. 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 


General Offices and Factory—Elyria, Ohio « Branches—Berkeley, Calif.; Oklahoma City, Okla. 


These are the registered trademarks of the Bendix- Westinghouse Automotive Air Brake Company: 
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gives up $100,000? No, he gave yg 
a discount. He only got $98,000.” 
+ + > 

| AN AROUSED Hoffman jumpeg 
to his feet demanding an apol. 
|ogy. He declared the jet contrac 
| Neville mentioned was let ig 
| March, 1953, some 19 months before 
| Neville claimed to have talked with 
| Vance. 

He angrily denied the charge 
of consorting with the enemy, 
citing his 45 years of service to 

Studebaker and S-P. 

In the matter of compensation, 
Hoffman said he had voluntarily 
given up his company salary on 
Feb. 29 of this year. 

It was during this torrid ex. 
| change that Neville termed the 
board chairman “an international 
| politician.” He also wondered why 
| Hoffman couldn’t get S-P some de. 
|fense work if he was such a “golf. 
jing buddy” of President Eisen. 


hower. 
| 
| 





| would never use his friendship with 


|the President for such a purpose, 
| Neville referred to the Fund for 
|the Republic as a “leftist” organi- 
| zation. This led Hoffman to declare 
| his patriotism. He pointed out that 
| he had served in World War I and 
|his five sons had served in World 
| War II. 
| Dialog of this type prompted 
a used-car dealer to interject, 
| “We're here to sell cars, not to 
discuss Communism.” 


Another shareholder said Hoff- 
man should resign from the Fund. 
Nance declared that was a personal 
matter for Hoffman to decide, 
adding, “He has performed his 
duties as chairman of the (S-P) 
board admirably.” 

Neville then was nominated for 
the board by Dann. Dann also was 
nominated, but withdrew his name, 

* oa = 


BALTIMORE Studebaker 
+% Packard dealer defended Hoff- 
man, calling him one of America’s 
greatest salesman. He credited 
Hoffman with bringing Studebaker 
out of receivership. 


This dealer said he had $750,000 
invested in his dealership and had 
an inventory of $350,000. 


A plea for prayer to solve the 
firm’s difficulties was inserted 
into the meeting by Andrew 
Fruehauf, 64-year-old member of 
the trailer family. 


Nance said one of the reasons 
the company is secking new money 
is to enlarge its dealer organiza- 
tion and to increase advertising 
and promotion expenditures. He re- 
vealed that S-P dealer profits last 
year were considerably below the 
NADA average. 


The NADA average was 1.7 per- 
cent on sales. . 

A shareholder asked, “Why don’t 
our cars sell?” 

Nance declared “the volume 
dealer out-trades us,” and referred 
to a lack of public confidence. 

Another shareholder contended, 
“If each of our 3,000 dealers can’t 
sell at least one car a week, we’re 
not going anywhere.” 

Adopted unanimously by the 
attendees was a suggestion by 
shareholder James B. Gilmer III 
that a committee at corporation 
level be set up to sift suggestions 
submitted by shareholders. 

Despite the length of the pro- 
ceedings, the capacity crowd stayed 
to the end. Shortly before enter- 
taining a motion for adjournment, 
Hoffman remarked, “I don’t think 
anyone will dispute the fact that 
this has been an open meeting.” 


—JoHN K. TEAHEN JR. 


Dealer Grissom Arraigned 


In Attack on Customer 


MOUNT CLEMENS, Mich. — 
Ernest K. Grissom (Chevrolet) has 
been arraigned on a charge of as- 
saulting an ex-Marine who had 
complained to Chevrolet division 
about poor service on his car. 

Donald T. Crandall, 33, Rich- 
mond, Mich., said he suffered cuts 
and a bruised forehead after he 
was struck by Grissom. The inci- 
dent, police said, occurred at Gris- 
som’s dealership. Crandall said 
Grissom attacked him when he 
showed a reply from Chevrolet to 
a letter complaining of poor service 
on a new car bought from Grissom. 
The dealer was freed on $100 bond. 


Hoffman bristled back that he f 


— 


owe 
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gave 
98,000," ower Assists Also Gain .. . GM and FTC Split 


jumped : . On Parts Ads 
“2 Automatic Dri 
onteal u oma ic riwwes WASHINGTON, — A Federal 
let ig Trade Commission examiner con- 
s before f 7 5 % yf C tended last week that an agreed 
stipulation of facts substantiates 
od wie n 0 O ars — ete dee claim that Gen- 
otors falsely advertised that 
charge (Continued from Page 2) “genuine” Chevrciet replacement 


parts are better than the same 
parts sold by competitors without 
the “genuine” label. 

GM’s attorney denied that the 
facts agreed to by the corporation 
and the FTC proved the commis- 
sions charge. The company is to 
present its side of the case May 21. 

The FTC complaint charged that 
GM buys Chevrolet replacement 
parts from suppliers who sell iden- 
tical parts to other outlets. The 
company advertises the parts it 
buys as genuine, the FTC said, and 
represents that the others are 
“spurious” and will not function as 


‘ a Studebaker tallied 57 percent|71 percent; Packard-Clipper, 67.4; 
~— vainst 44 a year ago. Oldsmobile, 60; Buick, 54; Mercury, 
' 31; Pontiac 24.8; Dodge 24.3; Ford, 
Pat Tamers aint eatieeh os 19; Studebaker, 12; American 

M ‘ Pl le 

a reveal its production percentages. wom, <4, = * ene 62 
¥ % | Reports from nonfactory sources, | 4 MERICAN MOTORS, which 
however, indicated that Chevro- made power brakes standard on 
dt let’s production was about 58 per- |Nash and Hudson custom models 
: he cent Powerglide, up a bit from (this year, reported it installed the 
ational ® ast year. feature in 72.5 percent of its first- 
a American Motors said 57 percent | Quarter units as against 22.12 per- 


me de. : cent last year. 
| “golf. pf its first-quarter production of Other power brakes percentages: 


Eisen. Nash, Hudson and Rambler units Lincoln, 98.3 percent; Packard-Clip- 


nsation, 


‘id ex. 


equipped with automatic trans- 
missions, the same percentage as in 


per, 93.6; Chrysler division, 70; 
Oldsmobile, 70; DeSoto, 64; Buick, 








well. 


: wal 1966. * * * Dodge, 204: OF ates, Piy. Pp GM oe said oe 
urpose, ip OWER steering and power mouth, 5.9, and Ford, 4.7. GM's Free Piston Engine— selet parte were “the best,” but he 
nd for brakes both fared well during} Chevrolet installations were Engineers at the GM Technical Center examine the XP-500, which is powered by a | insisted the ads did not say or rep- 
organi- Bthe first quarter although neither estimated at 5 percent for both | free piston engine. The new engine burns almost any kind of fuel. It pumps hot| resent all other parts were not as 
leclare of these features has yet gained power brakes and power steering. gases through a pipe to a turbine which drives the vehicle's rear wheels. good. 
. a he widespread acceptance of the 
World automatic transmission. 

Both features are available on 
nptea fevery U. S. car and are standard 
rject, Jequipment on Cadillac, Continental 
ot to Band Imperial. Power steering is 

standard on Lincoln and several 

Hoff- fmakers have made one or both 
Fund. foptions standard on individual 
rsonal series. 
7 Chrysler division was a leader 


(S-P) 


i f 
oO wil power brakes in 1932, autodom’s 
name Middle Ages. 









in development of each innova- 
tion. It offered power steering in 
1951 and claims to have had 


Power steering was installed on 
81.5 percent of Chrysler division’s 
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Indiana Dealers 
Plan to Step Up 


* = e 
me [Legislative Drive 
_ (Continued from Page 3) 
of Evansville. Incumbent directors re- 
elected for three years were Frank 
— Edwards (Chevrolet), Spencer; 
Stanley Pressler (Studebaker-Olds- 


in the Seattle ABC City Zone. 


(More than ONE MILLION people in the 
Seattle ABC Retail Trading Zone) 


50,000 
i had 








BUYING POWER 


loney : : ; 
; mobile), Bloomington; John Keck e : ° 

niza- (Ford), Mount Vernon, and Brown. | THIRD HIGHEST per capita effective buying 

ae income among the nation's largest markets. 


le Te- Dealers who specialize in “stock 
: last | Teduction” or “super discount” 
the § Sales as a means of moving over- 
stocks were taken to task by Wal- 

ter B. Cooper, Fort Collins, Colo., 


The Boeing Seattle payroll, alone, will exceed 

per. | Set B. Cooper, Fort Cs 0, $200 million in 1966. Boeing’s backlog, near- 

dont | NADA’s public an Sone t- ly 2% billion dollars in orders, will require sub- 

"2 i aE stantial increases in working force and plant 

wrong with our industry,” Cooper facilities. ($7114 millions in plant expansion 
for Seattle area already announced.) 
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told the dealers. “But despite this 
fact we dealers are doing nothing 
about it. The manufacturers are 
steadily producing automobiles and 
we are buying a lot more than we 
an sell at a reasonable profit. 


MORE SEATTLE BUYING POWER FOR YOUR PRODUCT 





she 

by “The first thing we know our 
my stock builds up and we stage 
tion #2 “super-dooper” reduction sale 
ons §2nd out they go at a near loss. 


Why did we buy this oversupply in 
pro- }the first place?” 

ayed C. J. Maxton, president of Max- 
iter- §ton Motors, Inc. (Pontiac), Butler, 
1ent, |Was awarded the Herman Goodin 
hink |Civic Service award plaque as a 
that |climax of the convention. 


ng.” 
r JR. 


SATURATION COVERAGE 


THE SEATTLE TIMES PROVIDES MASS COVER- os ae i 
AGE OF THE SEATTLE MARKET—156,757 OF 
THE 226,200 HOUSEHOLDS IN THE ABC CITY 
ZONE. FURTHERMORE, 117,172 OF THESE 
HOMES ARE REACHED ONLY BY THE SEATTLE 
TIMES. 








‘Honest? Woman 


ed \Swindles Dealer 


WHITE RIVER JUNCTION, Vt. 
























has [> (UTPS)—Police are seeking a ore 
as. [uiddle-aged woman with an “hon- Survey by Dan E. Clark II & Associates 
had est face.” who has reportedly 
04 fleeced business men in New Hamp- 
shire and Vermont, including a 

ich- local automobile dealer. 
suts |,. The culprit, claiming to be a rela- ee ea) * 

he jtive of the late President Calvin — 
nei- Coolidge, reportedly went to Gate- rm 
ris- {¥8Y Motors, Inc. (Pontiac), and 
Lid om she mage to purchase “about 

h ree or four cars and a station : _ = 
x a a $35,000 farm she was BETTER RESULTS i SEATTLE’S ACCEPTED NEWSPAPER 
ice ? 
om. She was given the use of a 1953 Represented by O'Mara & Ormsbee, Inc. * New York * Detroit * Chicago + Los Angeles * San Francisco 
md. jcar, and that was the last seen of 


- She also ran up a $25 gasoline 
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Highest Loan Rate Since °32... 
Auto Men Criticize 


New Credit Pinch 


(Continued from Page 1) 


is any criterion of its concern 
over unabated “loose credit.” 

Auto paper outstanding rose $83 
million in February to a U.S. total 
of $14,397,000,000, The total out- 
standing at the end of February a 
year ago was $10,641,000,000, and 
monthly rises exceeded $500 mil- 
lion in May, June and August. 

However, finance company execu- 
tives are unworried, Here is what 
C.1.T. President Arthur O, Dietz 
said about the situation April 12 
in San Francisco: 

“The U.S. economy needs more 
domestic consumers and more 
domestic consumption, not less, The 
obvious solution 
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LET'S MAKE MONEY TOGETHER with 


BORGWARD 


‘=n te Cen 


This old established company offers new opportunities in profits and prestige 
with an outstanding line of automotive products and a forward-looking dealer 
polley! Borgword Parts and Service always avaliable from the Importers. 

Several excellent dealer territories still available. 
see the full BORGWARD line at the bag 
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ful stimulant of installment credit 
function freely to increase our 
living standards, our material satis- 
factions and our levels of employ- 
ment and prosperity.” 


p= pointed out that Britian 
is sharply restricti use of 
loan credit in order to uce con- 
sumer demand. 

“However,” he went on, “with our 
own unlimited natural resources 
and productive capacity, the last 
thing anyone in his right mind 
wants is to reduce the number of 
car buyers, household - appliance 
buyers and so on over here.” 
This past Friday, O.LT. an- 
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nounced plans for a §2 million- 
a-year advertising campaign 
au 


= “brand name” basls, More than 


ia, tees wane Gif aa 
be in what O.LT. calls 


will 
the largest promotion in auto 
financing history, 

In the Associates Investment 1955 
annual report, Chairman Robert L. 
Oare deplored sentiment to put 
time sales under permanent 
Federal control, 

“The consumer credit industry, 
historically, has demonstrated its 
ability to expand and contract as 
conditions dictate without govern- 
ment interference,” Oare said, 


“It is our belief that the principal 
financial institutions extending 
time credit are employing proper 
measures to correct the relatively 
few undesirable trends which crept 
into the industry during this period 
of unprecedented expansion.” 

* * 


— 


EB of the “proper measures”— | 


advocated also by the American 
Finance Conference—bore fruit in 
the nation’s largest state last week 
when New York Gov. Averell Har- 
riman signed finance control bills 
setting ceilings on interest charges 
and limiting repossession charges. 
The bills on interest ceilings and 
repossession costs will go into 
effect Oct, 1. Sales - finance com- 
anies will be required to obtain 
icenses starting Jan. 1. 

The new ceilings are: For new 
cars costing $3,000 or less, $7 per 
$100 a year; for used cars two 
models old or less, $10 
year, and for other cars, $13 
per $100 a year, Consumers must 
be provided with a detailed ac- 
counting of repo costs. 

Banks are benefiting together 


Ford Dealer Policy Board 
Headed by Benson Ford 


(Continued from Page 1) 


——- of the Beene and 
Arthur 8, Hatch, present Western 
regional sales aaeer “a Ford 
division. 

Stressing the importance of the 
work and functions of the new 
board, Ford said it will uire 
the full-time attention of its 
members and the resignation from 
their present positions. 

Benson Ford, however, will re- 
main a vice-president and director 
and a member of 
its administration committee. Wil- 
liams also will continue as vice- 
president and a member of the 
administration committee, Both 
will become members of the prod- 
uct planning committee. 

- ” « 

Fror> said it will be the specific 
responsibility of the board 
familiarize itself with the basic 
problems of the dealers and to 
work for the improvement of their 

position, 

“To this primary end, each of the 
members of the policy board will 
seek communications and sugges- 
tions from the dealers,” he added. 

Commenting on the board’s func- 
i Breech told the dealers: 

t is not intended that the 
representatives of the "Seera 
when they call on you, or you 
call on them, shall, in any man- 
ner, assume the authority or the 

ities of our sales or- 


ganization. 

“Tt is intended to furnish to the 
top management, the executive 
committee and the board of direc- 
tors independent thinking on the 
part of men who will not be 
responsible in any manner for the 
sales of our products.” 

Ford said the new board would 
neither ‘replace nor interfere with” 
relationships between the dealers 
and the company’s car and truck 
divisions, 

“Our Ford dealer councils have 
been elected by the dealers them- 
selves since 1950,” he said. “These 
dealer councils of ours have per- 
formed an invaluable fun 
They will continue to do so.” 


RD reviewed the improvements 
which have been made in dealer 
eel cae — 
percent warranty paymen 
and announced these new benefits: 
A eee one See Gen 


of a five- agreement, 
terminated by the company only | the 








to|to dealers in the form of better 





with finance companies and dealers 
from the credit boom. Auto loans 
constituted the top revenue pro- 
ducer at the end of 1955 in the 
consumer loan portfolios of com- 
mercial banks, according to the 
=e Bankers Assn, Such 
loans on Dec. 31 made up 46 per- 
cent of the installment paper of 
230 commercial banks. 

As of Feb. 29, sales finance com- 
panies had 55.38 percent of out- 
standing auto paper; banks, 35.7 
percent; other financial institutions, 


AUTOMOTIVE 
SALES MANSHIP 


The fameus seig 






automobile sale 
trainers 
W. K. BRAASCH || Huds 


Is new eaveliabis Nash 
in six power. BOHRY! 





5.1 percent, and dealers, 3.9 per- packed Chry 
cent, DeSo 
The dealer total rose $3 million A complete and detalied course coven noag 
in February, continuing an uptrend | ng every phase of automotive lig oi 
which began last year. fleld-tested methods which we hav 
oe . ae eed sugeseetully In warren or, an FORD 
§ pees W, ROGERS, executive 7 gunn ve Se ete Ps oe Cont! 
vice-presidents of the American fee an fend. om Ford 


Finance Conference, assailed pro- 
posals to revive Regulation W in 
a recent North Carolina address, 

“Economists and government 
officials must be reminded,” he 
said, “that our industry has a 
pretty good set of built-in balance 
wheels which make it self-regu- 
lating.” 

A contrary view is that of 


TRY AT OUR RISKE Linc: 
i ORDER THESE SALES BUILDERS TODAY) 
° Wee Elght Automotive Success Funds 

ante i. e GENE 
. The Auiomotive Sollio4. Process. 
. Hghty Ways to F ew Prospect, 
* Personalityethe Key to Leadership, 
. The —s of Used Car Sale & 
mans 
Developing and Testing Your Sales 


y= 
SAVE $2.00! 
Order All Six for $10.00 


National Sales Trainers 


Dept. 423, 1 W. Erie $t., Chicage 10, mF 





POSTPAID 


York, who believes Regulation W 
authority was needed because of 
what he terms a “temptation to 
abuse” consumer credit in boom 
periods, 

Regulation W went out of exist- 
ence May 7, 1952, seven weeks be- 
fore expiration of the Defense 
Production Act which allowed the 
FRB to enforce credit controls. 
One-third down payments with 15 
to 18-month terms were required on 
new cars at the time of expiration. 
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Just Published! 
““AUTO COSTS” 


“AUTO COSTS" Is a complete, con: 
clse and accurate book that gives 


you 
FACTORY 
INVOICE 


PRICES 
of all 1956 CARS and 
EQUIPMENT 
(WHOLESALE COST) 
KNOWING YOUR COMPETITORS’ 
COSTS can save many a deal for 
+ + + here are fhe actual facts 
and figures. You'll agree It's worth 
many times its modest price of 
$5.00. 





2. The ompany will change its 
method of billing so that payment 
will be due on the oe 

are scheduled to reach de 
rather than on the as 
ment from assembly plants. 

&.The company will start study 
rograms to include employe group 
ife insurance, health and hospitali- 
zation plans, pension plans, and 
assistance to dealers in their 
wholesale and retail financing 
activities, 


vehicles 
— 
ship- 


IVING details about the insti- 
tute of marketing, Crusoe said 
that dealer and company personnel 
working in the area of sales and 
—_ ng will be invited to parti- 


cipate 
“We believe it will pay dividends 


Send your check today! 
AUTO COSTS 
PUBLICATIONS 


Bex 224 
New Yerk \ N, Y. 





results from properly trained, top- 
caliber sales management,” he said. 
A second purpose will be to pro- 
vide a means for jecting ac- 
ourately Ford to dealers, 
their management and Ford field 
sales he said, 


Crusoe said the curriculum would 
put special emphasis on the 
customer-relations aspects of car 
marketing. 

He said the institute would not 
be a school in the popular mean- 
ing of the term, but would be a 
center for informal discussion, con- 
sultation and briefing. 

The first center will be estab- 
lished in the Detroit area and, 
eventually, as many as three other 
centers will be established. 


FORD in criticising sales mal- 
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practices, said the company had Ins 
taken “every avenue legally open ate. 
to us” to stamp out bootlegging “othe 
and would continue to do so. listec 
wint 2° lowers the miss 
of the saps the fixed 
brings th yc of ane Won 
8 . n 
dealer eventually to the point of atic! 
no return,” he sald. pels 
sgetllens te" agitation avoling bee! 
° ions on ecting ’ 
elmer relationships, he 18 PENNETTE _ 
: ve 
“We are opposed to such | 100 feet only $4.00 pptd. Ge 
clearly that once Teyilation me eo — 
to reg- Celers 
ulate a business is introduced, it 6 Bright over 
soon permeates the whole industry Setistection Gurenateed 
a ae oo ae ae Discount on 3 or more 





the opportunity for 


a, women oe MYRLO COMPANY 


the induatsy" 









ODay! 
Funds 


‘. 
spect, 
jership, 


Sales & 


| Sales 


10, til, 


d| 
5” 


ives 


RS’ 

for 
acts 
orth 












AUTOMOTIVE NEWS, APRIL 28, 1956 
Buick, Pontiac Latest to Trim... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. & PRODUCTION ONLY) 





— dan. 1 dan. 1 

om Bnaed Apel, To To 
Ape 21, cok, . 14, 1086, 93, , 91, 

066 less Teaee To Date 

(ERICAN MOTORS 1,850 4,575 1,816 5,380 67,552 48,152 
FEUGGON osesiscsssescscsersseens 600 1,070 560 1,636 25,065 14,004 
NOG nssessscssssesssesssssseseess 1,250 8,505 1,256 8,744 42,497 383,158 
CHRYSLER OORP. .... 19,805 382,554 20,200 57,005 522,640 312,045 
ONFYSET ovine 2,270 4,287 2,664 74,183 671,678 42,057 
SEED © ‘bicisveevsecstavsinvssndns 2275 8556 2360 6018 54,508 30,651 
IID. sancecuscessvsscnscsesnseons 8,750 7,508 4,060 11,680 123,686 66,486 
Plymouth... 11,600 17,208 11,216 982,260 272,688 162,051 
FORD MOTOR. ............... 87,780 47,685 388,081 113,055 710,198 555,123 
Continental ............. oS sian 80 re 855 
WE seesscccnnsscseeseeneesnenies 20,000 35,031 30,180 88,458 656,158 450,015 
TEE, cicctcscsvescerssevesseees 1,400 1,120 1,412 4,112 14,5238 18,208 
Meroury  ooicccccccseees 7,800 10,684 7,850 21,207 180,528 85,145 
GENERAL MOTORS .. 69,618 91,264 172,704 217,042 1,880,877 1,184,036 
SEE | serecetcnnerncorncevesenions 11,088 10,888 18,202 38,400 265,319 220,702 
EIEN: pavestveotsiecetinntbeen 8,360 8,849 83,870 10,007 58,081 53,882 
Chevrolet ....ccccccccs 88,000 40,467 388,372 115,681 608,427 584,060 
Oldsmobile _.........:0608 9,920 18,776 9,869 30,546 202,011 180,078 
EDD. sescccvecscercosessoivevee 6,400 18,284 7,801 22,368 200,288 186,774 
SE EPEEEE s sovccessdesssscesvone 2,231 4,228 2,187 6125 77,020 44,571 
IEE cabeisisvivseniiaiiaten 156 2,010 746 1,502 26,306 8,523 
Studebaker ............005 1,475 2,218 1,441 4,623 51,614 36,048 
Total Cars, U. S. .. 181,810 180,657 135,028 400,407 2,714,407 2,143,027 





**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 
(U. & PRODUCTION ONLY) 








Week Week Jan, 1 Jan, 1 

Ended Same Ended April, To To 

Apr. 21, Week, Apr. 14, 1966, Apr. 23, Apr. 91, 

1956 1965* tose To Date Posse 1966 
CHEVROLET .............5:. 8,000 11,284 8,054 24,057 100,184 130,647 
DIAMOND T. .......06005 110 182 97 808 1,580 1,564 
SIE Sacssuieessivstosendtonasenies 80 80 80 240 1,066 1,400 
SEITE espsenccencnsccossnneneosie 1,600 2,533 1,805 5,242 27,464 27,478 
SI sstebncnvcenttssonsnvesocssabig 5,575 7,003 6,406 18,708 117,785 101,846 
SEI ‘sisscdsnacpesseateinessesenecees 1,950 8,506 1,976 5,840 21,455 33,188 
D RNATIONAL ....... 2,830 2,896 8,028 9,002 30,880 47,600 
SEI. sinsibaisseqeapeaboresscecnegine 400 $18 836 1,060 8,656 5,986 
SEI, icisa snsassbabienemnsesenveesesee 90 121 718 238 1,522 1,181 
STUDEBAKER ............. 485 414 398 1,210 7,008 4,410 
SEEN * i sadedsatithGsecsesnscatns 875 828 367 1,002 4,542 6,066 
IEEE. scstencaeonessesvvinsesvees 1,810 1,681 1,810 3,005 25,058 20,590 
MISCELLANEOUS*** 48 68 45 188 1,151 750 
Total Trucks, U. S..... 22,003 31,208 24,070 71,051 352,882 382,707 


Total Cars, Trucks, 





| eee 154,222 211,956 159,008 471,548 3,066,889 2,526,724 
Total Cars, Trucks, 

RNID isschchessenacsasedsae 14,500 18,0738 14,411 42,246 140,811 148,316 
Grand Total, 


Cars and Trucks, 


U, S. and Canada....168,722 225,028 174,408 513,784 3,216,700 2,675,040 


*Revised, Miscellaneous includes Corbitt, 
Drive, Federal, etc. 


Marmon-Herrington, 





Brockway, Four Wheel 


***Autocar, Freightliner and Sterling are included in White totals, 





New York Inspection Law 


ALBANY. — New York's compul- 
automobile safety inspection 
Measure was signed into law last 
week by Gov. Averell Harriman. 
The program, which goes into 
effect in 1957, requires yearly 
Checks of all cars and trucks 
More than four years old. Inspec- 
tions will be made at State- 
licensed private garages. 
All used cars, regardless of age, 
will have to be inspected before 
can be registered. Used-car 
dealers will be responsible for the 
checkups. 
Inspections must cover brakes, 
iteering, wheel alignment and 
er equipment” which may be 
listed by the motor vehicle com- 
Missioner. No set fee has been 


Each car which passes inspec- 
tion will be given a windshield 
sticker. Vehicles in need of re- 

will be rejected and must be 
pected after needed work has 
been done. 

Cars deemed beyond repair will 
have their registrations revoked. 
Garages licensed as inspection 
tations must pay a $25 fee. They 
Must post fee schedules, and if they 
overcharge, the State is empowered 
to revoke their licenses. 
Harriman also signed a bill re- 

iring auto owners to carry a 
bility insurance policy before 


To Take Effect Next Year 


they can receive 1957 license plates 
next year. 

The minimum required under the 
new law will protect car owners to 
the extent of $10,000 for an acci- 
dent involving injury or death to 
one person; $20,000 involving two or 
more and $5,000 for an accident 
involving only property damage. 

It was estimated this will effect 
700,000 owners in the state who 
are not now insured, They will 
have to be insured or give up 
driving. 

New York thus is the second 
state to have a compulsory insur- 
ance law. Massachusetts took the 
step more than 20 years ago. 

Owners driving without insur- 
ance are liable to a fine of $100 
to $1,000 and up to one year in jail. 


Swedish Saab’s Debut 
Slated in Twin Cities 
MINNEAPOLIS, Swed 





ish automo 
troduced here 8 or 10 in the 
owrooms 0 
Inc. (Oldsmobile), 

or will be 
driven here from New York, This 
city for the U. 8S. 
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Car Production Off to 131,300 


(Continued from Page 1) 
General Motors gave way to de- 


clines, 

Starting today (Apr. 23), Ameri- 
can Motors will increase Rambler 
production and suspend assembly 
of its larger cars for three weeks 
to balance field stocks. Last week 
Hudson output rose from 500 to 
600 units while Nash production 
held steady at about 1,250. 

Studebaker-Packard Corp. also| 
showed a alight increase last week 
as both its Studebaker and Packard 
divisions scheduled output boosts. 
Studebaker jumped from 1,441 the 
previous week to 1,475 last week, 
while Packard scheduled 756 as- 


Cincinnati Amends 
Law Against 
Would-You-Takes 


CINCINNATI, — The Cincinnati 
City Council has amended the 
traffic code to prohibit the placing 
of advertising stickers or would- 
you-takes on streets and public 
property being used for parking. 

Formerly the code had only men- 
tioned that it was illegal to place 
advertising on cars parked on 
streets. 

But the Council Law Committee 
decided to have the law amended 
after four auto salesmen recently 
pleaded guilty to placing cards on 
cars in a public lot. 

After being fined costs in Cincin- 
nati Traffic Court, the salesmen 
questioned whether the language | w 
of the ordinance covered their acts. 


semblies last week, 
with 746 the previous five work 
days. * . . 


FORD MOTOR CO, dropped from 
88,981 cars during the week 
ended Apr. 14 to 37,7380 units last 
week as its Ford division went back 
on a five-day week. Mercury sched- 
uled Saturday operations at its 
ba e (Mich.) and St. Louis plants, 
e Lincoln also planned tur- 
= operations at the Wayne plant. 
Ford division turned out an 
estimated 20,000 cars last week, 
as co with the 80,139 units 
assem the previous week 
when its Dearborn assembly plant 
worked Saturday. Meroury turned 
out 7,300 cars last week, as com- 
ree with 17,350 a week earlier; 
coln dropped from 1,412 the 
previous week to 1,400 last week, 
and Continental continued on its 
80-cars-a-week pace. 

The Pontiac-Buick declines were 
the chief factors in dropping GM 
assemblies to 69,618 units last week 
—a 4.3 percent drop from the pre- 
vious week's 72,704 cars and lowest 
weekly outturn of cars by that cor- 

ration since the week ended 

arch 31, ‘ 


Buck with a production of 
11,088 cars last week, dropped 
17 percent from the 13,292 units 
assembled during the week ended 
Apr. 14; Pontiac built 6,400 cars 
last week to drop 18 percent off 
the 7,801 units turned out a week 
earlier; Chevrolet upped output 
from 38,372 units the previous week 
° $8,900 cars last week; Cadillac 
dropped from 3,870 the previous 
to 3,360 last week, and Olds- 


mobile upped output to 9,920 cars 


as compared|/last week from the 9,869 units 


turned out a week earlier, 

Production declines at Dodge, 
DeSoto and Chrysler division 
dropped Chrysler Corp. output te 
10,895 units last week, or a 305- 
unit dip from the previous week's 
20,200 cars. 

A breakdown of Chrysler Corp. 
operations showed Plymouth with 
11,600 units last week, as compared 
with 11,216 a week earlier; Chrysler 
division with 2,270 cars last week, 
as compared with 2,664 units the 
previous week; DeSoto with 2,275 
cars last week, as nat 2,860 a 
week earlier, and e with 3,750 
units last week, as compared with 
4,050 the previous five work days. 

Canadian car-truck operations 
produced 14,500 units last week, as 
compared with 14,411 vehicles a 
week earlier. 


Mercury’s Hardtops 


Oust Sport Sedans 


DETROIT. — Mercu 
continued production o 
door sport sedan, a ty 
model originally inttodee to com- 
pete with General Motors’ then 
new idea of four-door hardtops. 

Four-door a now are well 
entrenched in the Mercury lineup, 
being available in all four series. 
The sport sedans were offered in 
the top-priced Monterey and Mont- 
clair series. 

The demise of the sport sedan 
leaves the Montclair frour with 
two and four-door hardtop models 
but with no conventional two or 
four-door sedan. 


has dis- 
its four- 
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A COMPLETELY 
WASHED CAR 
EVERY 

10 MINUTES! 
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GHLERT ALL PURPOSE SYSTEM 
REVOLUTIONIZES CAR WASHING AND 
PUTS IT WITHIN REACH OF EVERYONE 
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Gives quick car-wash service without 


expensive installation or 


additional help. 


No interruption of regular routine. 


ONE MAN 
27 cars a day 


a 


Two 
he spray of water is so 
the work of operator 


grime and thorough v 
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can operate it and wash at least 


men can handle 40 cars. 


t does not impece 


as it washes away the dirt and 


rinses away cetergent 
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But Feb Trails Jan 
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Freight Tonnage 12% 
Over °55, ATA Says 


WASHINGTON. 


truck in February, 1956, was 12.7 
percent over the volume trans- 
ported during February, 1955, but 
was slightly below the January, 
1956 volume, according to the 
American Trucking Assns. 

The unadjusted monthly figures 
are based on a survey covering 355 
Class I intercity common carriers, 
representing about one-third of all 
carriers in the group. 

The 355 surveyed operators 
transported 4,579,757 tons of inter- 
city general freight during Feb- 
ruary, 1956, compared to 4,063,784 


Dutro Takes Ford Deal; 


Archer Dodge Exclusive 


Dutro Motor Co. has opened a 
Ford dealership in Zanesville, O., 
and Archer Motor Co., in the same 
city has changed its name to 
Archer Dodge Co. in adopting an 
exclusive car and truck deal. 


— Tonnage of | 
intercity general freight hauled by 


tons in February, 1955, and 4,609,- 
265 tons in January, 1956. 

Increases for February, 1956, over 
the same 1955 month were regis- 
tered in each of the nine U.S. 
geographical regions. The highest 
gains were in the northwestern 
region, 18.9 percent; the New Eng- 
land region, 18.8 percent, and the 
Middle Atlantic region, 15.7 percent. 

February tonnage figures by re- 
gions (1956 vs. 1955) : 

New England, 28 carriers: 134,- 
706 tons vs. 113,384, up 18.8 percent. 
Middle Atlantic, 67 carriers; 807,232 
tons vs. 697,894, up 15.7 percent. 
Central, 110 carriers; 1,742,587 tons 
vs. 1,581,419, up 10.2 percent. 

Southern, 48 carriers; 576,866 tons 
vs. 510,121, up 13.1 percent. North- 
western, 23 carriers; 357,927 tons vs. 
301,147, up 18.9 percent. Midwestern, 
25 carriers: 299,797 tons vs. 261,838, 
up 14.5 percent. 

Southwestern, 20 carriers: 415,401 
tons vs. 375,164, up 10.7 percent. 
Rocky Mountain, 15 carriers: 90,739 
tons vs. 81,810, up 10.9 percent. 
Pacific, 19 carriers: 154,502 tons vs. 
141,007, up 9.6 percent. 


- - Classified Want Ads - - 


HELP WANTED 


WANTED — SERVICE MANAGER. For 
only Ford dealer in midwest town of 
110,000 population. This is a large serv- 
ice operation and will need top notch 
man. Unlimited potential for additional 
growth and personal advancement. Box 
6022, c/o Automotive News, Detroit 26. 


USED TRUCK AND TRAILER sales man- 
ager for growing GMC ‘‘A’”’ dealership; 
also Dorsey trailer distributorship. At- 
tractive proposition for man qualified to 
appraise, supervise reconditioning and 
sell. Write giving experience, references 
and recent snapshot. Meredith GMC 
Trucks, Inc., Casper, Wyo. 


DETROIT AUTOMOTIVE TRADE associa- 
tion. Person experienced in preparation 
and compilation of catalogs, technical 
manuals, bulletins, correspondence and 
general office procedures. Box 6018, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER 400 car Ford 
dealer. One hour from Chicago. Also 
parts manager. Want sales minded peo- 
ple only. Salary, commission and per- 
cent of profit. Write Box 6023, c/o Auto- 
motive News, Detroit 26. 


WANTED SALESMEN. Due to expanding 
sales activity need two experienced high 
class qualified men, Ages—25-40. Inves- 
tigate our town—army, navy and fac- 
tories around. Draw and high commis- 
sion for real salesmen. 38 years in auto 
business, same location. Chrysler-Plym- 
outh. Apply own handwriting. Refer- 
ences. Furnish small recent photo. Son 
Motor Co., Pensacola, Fila. 


SALES MANAGER. Are you an experi- 
enced enthusiastic man with ambition? 
This dealership offers exceptional salary 
and incentive income to one who will 
control the selling of more than 1,000 
new cars and trucks per year which is 
the current rate of sales. This dealership, 
one of ‘‘Big Two,’ located in Pennsyl- 
vania. Write giving past 10 years’ em- 
ployment history, educatiOnal back- 
ground, age. Replies strictly confiden- 
tial. Box 6030, c/o Automotive News, 
Detroit 26. 





wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager Automotive News. oe a 
- Msting the concerns which 

would not want your letter to ceoame 
Your reply will be destroyed if the ad- 
one you have mentioned; 


GENERAL 
MANAGER 


(Buy-Out Contract) 


This is a rare opportunity. No invest- 
ment required. Owner will be absent 
from dealership city. Compensation 
will consist of a good salary and a 
large percentage of net profits before 
taxes. You will have a contract to buy 
me out over a reasonable period of 
time. This is a volume operation and 
a gilt edge opporiunity for the man 
who can qualify. | will need complete 
details from you in the first letter 
which will be treated in a strictly con- 
fidential manner. Box 6057, </o Auto- 
motive News, Detroit 26. 


HELP WANTED 


NEED EAST COAST MEN. New York and 
Philadelphia. Nationally advertised chem- 
ical specialty line. Experience contacting 
automobile dealers. Can earn $10,000 and 
better per year. Commission up to 50%, 
drawing account, other benefits. Need 
good car, free to travel. Write Liquid 
Glaze, Inc., Box 627, Lansing, Mich. 


GENERAL MANAGER OR general sales 
manager with proven ability to handle 
all phases of a large dealership. Inter- 
ested in an operation that needs a $20,000 
a year manager. Will consider operating 
on a manager buy out plan. Factory ap- 
proval assured. Box 6024, c/o Automo- 
tive News, Detroit 26. 


SERVICE MANAGER. Executive volume 
operator. No chicken but spry, healthy. 
Million dollar experience. All angles A to 
Z service supervision. 10 years one place, 
1 year present, Dying dealership. Poten- 
tial small, improper compensation for 
background, ability, experience and 
knowledge parts, service. Tops; employee, 
factory, owner, headaches. Expert insti- 
tutional, technical meetings. Compensa- 
tion must be interesting to relocate. Why 
have mediocre operation? Have the best. 
Can streamline any deal. South, south- 
west or Minnesota preferable. Box 6006, 
c/o Automotive News, Detroit 26. 


EXPERIENCED PARTS merchandising 
operations manager. 23 years’ experience 
automotive allied fields in far east, central 
South America. Wish relocate United 
States. Thoroughly competent and quali- 
fied handle complete domestic or export 
operation. Age 42, native born American. 
Box 6010, c/o Automotive News, Detroit 
26. 


SALES MANAGER. Age 33, five children, 
10 years’ experience with Ford, Lincoln 
and Mercury. Very neat, honest and ag- 
gressive. Proven record in volume with 
profit. Prefer GM or Ford deal. Box 
6031, c/o Automotive News, Detroit 26. 


OFFICE MANAGER with GM and Chrys- 
ler experience. All phases of automotive 
accounting. College training and GM 
accounting school. Age 36. Long Island 
preferred. Box 6032, c/o Automotive 
News, Detroit 26. 


EUROPEAN REPRESENTATION offered 
an American firm by man with 25 years’ 
experience in the automotive industry— 
both technical and sales background. 
Excellent references. Living in Belgium 
and have extensive business relations in 
most European countries. Box 6033, c/o 
Automotive News, Detroit 26. 


OFFICE MANAGER, CONTROLLER. 
Married and reliable. Ten years’ auto 
experience including all phases of oper- 
ating controls. Presently with Ford 
dealer in metropolitan New York in 
process of liquidation. Would like to 
locate in Nassau, Suffolk or Queens 
County, Long Island. Box 6034, c/o 
Automotive News, Detroit 26. 


USED CAR MANAGER, young, aggres- 
sive, experienced today’s market. Can 
handle any volume profitably—retail and 
wholesale. Only consider top wages. Box 
6035, c/o Automotive News, Detroit 26. 


SALES MANAGER — YOUNG, aggressive 
and ambitious automobile career man, 
with over 14 years’ experience in all 
phases of new and used car sales man- 
agement, desires permanent connection 
with aggressive firm. Can train success- 
ful hard hitting sales group for selective 
or volume selling. Heavy personal closing 
ability, combined with leadership, plus 
a thorough knowledge of the automobile 
business. Have wide. educational back- 
ground and can furnish all references. 
Now employed as new car sales manager 
(Ford, L-M). Box 6036, c/o ‘Automotive 
News, Detroit 26. 





CLASSIFIED WANT ADS; 


estimated 150,000 
TWENTY-TWO CENTS 


Reaching an 


RATES 


and address at regular rates 


TEN DAYS 
WANT AD DEPT., 


POSITION WANTED 


SALES OR SERVICE representative for 
automotive or allied lines in New York 
state. 30 years’ experience. Excellent ref- 
erences. Box 6049, c/o Automotive News, 
Detroit 26. 


OFFICE OR PARTS MANAGER. Fifteen 
years’ experience in office, parts and 
service—Pontiac-Cadillac dual. Presently 
employed, prefer midwest or Florida. 
Box 6050, c/o Automotive News, Detroit 
26. 


EX-DEALER WITH wholesale and retail 
experience wants position as general 
manager, sales manager or with factory. 
Now located upper midwest but will re- 
locate. Box 6051, c/o Automotive. News, 
Detroit 26. 


TERRITORY MANAGER, experienced in 
automotive parts. Excellent technical 
background, college graduate, 32, mar- 
ried. Now headquartering in Atlanta, 
Georgia. Desire challenging sales posi- 
tion. Box 6052, c/o Automotive News, 
Detroit 26. 


NEW CAR MANAGER or general sales 
manager. Recent experience, 7 years Ford 
volume dealer. Wish to associate with 
Ford or General Motors dealer in Detroit 
metropolitan area or suburbs. Age 43, 
married, local resident. If your operation 
requires a man who can recruit, train, 
lead and keep good salesmen; can direct 
aggressive prospecting and merchandising 
programs; fights for the gross through 
effective and systematic closing proce- 
dures, then perhaps I am your man. In- 
terested in five figure compensation on 
salary and percentage of net basis. Please 
address Box 6053, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Chevrolet and 
Buick. We want out. $8,000 buys parts, 
special tools and accessories. Netted over 
$23,000 and sold over 160 new in 1955, in 
Lyman, Wyoming. Ford only other deal- 
ership in 40 miles. Large trading area. 
Center of upper Colorado River project. 
2 hours from Salt Lake City. Low over- 
head, sure profit. Lease building for $250 
per month, used car lot paid up to Jan- 
uary ist included. Natural gas heat. If 
you don’t like friendly people and a 
small town don’t answer. Uranium in- 
terest requires our full time. Bridger Val- 
ley Motor, Lyman, Wyoming. 


GM DEALERSHIP in Michigan—75 miles 
from Detroit. Corner property, cement 
building, brick front. Unusual opportu- 
nity. Box 6013, c/o Automotive News, 
Detroit 26. 


“BIG 3’ DEALERSHIP Metropolitan 
Philadelphia area—250 new car potential. 
Service shop completely equipped and 
doing excellent business. Will sell all 
assets including real estate or will lease 
real estate. Write Box 6015, c/o Auto- 
motive News, Detroit 26. 


VERY CLEAN DEALERSHIP—Established 
1925. Handling Dodge-Plymouth in Ohio 
industrial county. Low overhead. 1955 
sales—$160,000. Priced to sell. Box 5989, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHEVROLET, 
middle Tennessee, completely equipped, 
25,000 area population, over half-million 
sales. No accounts or used units, buy or 
lease fireproof building. Write in confi- 
dence. Box 6012, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE, handling 
Cadillac, Pontiac, in midwest agriculture 
center. Modern building, high fixed cover- 
age with high net. Lease building, buy 
parts, tools and equipment. Box 6045, 
c/o Automotive News, ‘Detroit 26. 


OKLAHOMA DEALERSHIP now handling 
Ford in wealthy farming and ranching 
community. Good buildings, sell or rent. 
Modern equipment at depreciated value. 
Parts at inventory. Box 6054, c/o Aute- 
motive News, Detroit 26. 


FOR SALE BY OWNER. Well established 
Packard dealership situated in the lucra- 
tive west. A Packard dealer for 16 years 
—have many repeat customers. Contact 
Kenneth A. Sutherland, 2314 East Lin- 
coln Highway (US 30), Cheyenne, Wyo. 


WISCONSIN — HANDLING Studebaker. 
Long established. One of leading and 
fastest growing cities. Wisconsin has 
good business laws. Clean competition. 
County income steady, diversified—dairy, 
farming and manufacturing. Dealership 
has modern facilities, good location, low 
overhead, large potential. Buy only 
equipment and parts. Family illness rea- 
son for selling. Box 6043, c/o Automotive 
News, Detroit 26. 


FOR SALE—MARYLAND dealer auto cor- 
poration with substantial and usable tax 
loss. Will sell with or without inventories 
and receivables. Box 6044,c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Dodge-Plym- 
outh. Good substantial Texas town ap- 
proximately 15,000 population. No in-line 
competition in county. Close proximity 
largest car-truck market in Texas. County 
income diversified: oil, cattle, farming. 
All modern facilities, very low rent, no 
real estate. Sell all or just shop equip- 
ment, parts, fixtures. Potential about 200 
units. Family illness forces sale. Box 
5973, c/o Automotive News, Detroit 26. 


FOR SALE BY OWNER. ‘Well equipped 
dealership handling DeSoto - Plymouth. 
Ideally located in Vermont. 200 new car 
potential. Modern, new building and ad- 
joining used car lot. Can be bought with 
or without real estate. Long term lease 
available. Inventory clean and conserva- 
tive. Small investment required. If inter- 
ested, write Box 6041, c/o Automotive 
News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING OLDSMOBILE 
in prosperous central Michigan county 
seat. Established 11 years. New, factory 
approved building. 175 to 200 car poten- 
tial. No real estate, cars or accounts 
to buy. Adjoining body shop and used 
car lot. Inactive owner forces sale. Box 
6040, c/o Automotive News, Detroit 26. 





HANDLING BUICK-GMC. Southern Cali- 
fornia finest desert resort and ranch area. 
Fast expanding community. New build- 
ing, modern facilities, completely air 
conditioned. Inventories at cost. No used 
cars or accounts receivable. Large used 
car lot adjoining. Write Box 6055, c/o 
Automotive News, Detroit 26. 


FLORIDA OVER $55,000 net before 
owner’s salary, over 5% net on gross 
sales in 1955. Modern facilities and per- 
fect location. This is a Chrysler product 
deal with no trucks. An obvious steal at 
$35,000. No real estate, accounts receiv- 
able or used cars. A 300 car deal with 
low overhead in a bountiful medium size 
Florida city with year-round industries 
and tourist attractions. Box 6019, c/o 
Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Chevrolet—midwest. Well established. 
Average over three hundred units an- 
nually. Will sell or lease building and 
used car lot. Will also lease or sell parts 
bins and major items of shop equip- 
ment. Have other interests. Box 6014, 
c/o Automotive News, Detroit 26. 


ESTABLISHED DUAL DEALERSHIP, 
handling Ford-Mercury, available in 
thriving city of 6,000—two county area 
in Arkansas. Sold over 400 new and used 
units in 1955 with 108% service absorp- 
tion. Consistent money maker. Modern 
building and corner used car lot can be 
favorably leased. Buy only new inven- 
tories. Equipment and fixtures at rea- 
sonable discount. Reason for selling— 
failing health. Write Box 6042, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 
Pontiac, in Texas’ golden Gulf Coast 
area—adjacent to several larger cities. 
Unlimited potential business— $58,000 in- 
ventory. Will consider selling, less used 
cars and accounts. Box 6046, c/o Auto- 
motive. News, Detroit 26. 





BUSINESS 


WE ARE INTERESTED IN THE PURCHASE OF 
LONG TERM FLEET CAR RENTAL COMPANIES 
—LARGE OR SMALL, AS WELL AS LONG TERM: 
TRUCK RENTAL COMPANIES. 


Will purchase for cash at reasonable prices. 
Request that prospective sellers give detailed information of 


All 


their company’s operations. 


held strictly confidential and will receive our prompt attention. 
Box 6058, c/o Automotive News, Detroit 26. 


HELP WANTED 


NEW and USED 
WHO WANT A BIG FUTURE 


Join one of the finest organizations in America. We're suc- 


INSERTION 


insertion for 


2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


"Bey 
Bu 
the nation's automotive industr os 
POSITION WANTED ADS 

be signed with full nam i 
use of a box number. Replies to | Aut 
$12.30 per column inch. CLOSING | 10040 
supplied upon request as. 
= 


DEALERSHIPS WANTED 


FORD—100 to 200 cars, Florida, Ten 
see, Georgia. Cash, factory appro 
available immediately, We mean bi 
ness. Reply in confidence. Box 6020, 
Automotive News, Detroit 26. 


WANTED—GENERAL MOTORS or Fo 
franchise in Florida, California or D 
ver, Colo. area. 200 unit potential F 
up. Write Box 6037, c/o Automoti 
News, Detroit 26. 


CASH AVAILABLE FOR active inte 
in an automobile dealership in grea 
Cincinnati or surrounding counties. 
000 to invest in a General Motors 
Ford product dealership. Give total 
units sold in 1955. Principals only rep 
Box 6038, c/o Automotive News, Det 
26. 


CHEVROLET, FORD, BUICK, Oldsmo 
or Mercury dealership wanted—300- 
car potential in town of 40,000 or mo 
Grossing $1,000,000. Cash and experie 
assures factory approval. Box 6039, ¢ 
Automotive News, Detroit 26. 


DEALER SERVICES 


INVESTIGATE 


our 


General Assistance Program, a personal 
confidential service for new car dea 
Bounce the ball against us regarding 
things in your business that are causing 
to lose sleep. We will suggest solutions 
are drawn from the successes of a nati 
network of experienced dealers actually o 
ating dealerships, and who make their ex 
ences available to us. Write now for detal 


Automotive Enterprises 


10600 Puritan Detroit 38, Mic! 


WANTED 


information furnished will be 


CAR SALESMEN 


cessful . . . and so are the people who work with us. We're 


going great guns in Miami, and the men who work with us 


are enjoying life in an area unmatched anywhere. 


Our employee benefits are the most liberal in the industry, 


with finest working conditions, 


incentive rewards, company 


parties, promotions from within, and many more worthwhile 


benefits. If you are the kind of man who wants to grow, join 


us now for a big future and a profitable present. 


Write giving full details and include a recent snapshot. 


Box 6056, c/o Automotive News, Detroit 26. 
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DEALER SERVICES PARTS WANTED CARS FOR SALE ACCESSORIES FOR SALE MISCELLANEOUS 


ROCKER PANELS. Hugh Satway, Jones- 
ville, Mich. 

























Inventory Service 





. s Dealership? |_____ BUSINESS OProrTUNITY | ROBINSON AUTO RENTAL AUTO RADIOS 
y buy Right © Sell Right FLEET LEASED CARS hme te The NEW 
f Parts—Accessories—Equipment Distributorships Open 1954 - 1955 ' (Orietact 63-64-88) B L U E ® Cc H p 
oo A dismterewnl cave yeu mensy © © || FOR THE QU ALIT Y ||CHEvRoLETS, ForDs, PLYMoUTHS “7 
se CONT SURE Deluxe and Standard— 
Bayt for service details. CADILLAC LINE OF Many two-tones TOW- PILOT 
pulemotive eee Service Co FU N ERA L COACHES Now available at Hertz Stations in the fol- (Original 53-54-55) 


: : 8-tube push button, 2 speakers 
10040 Freeland, Detroit 27, Mich., WE 3-6445 lowing os Philadelphia, Baltimore, Wash- 

i ‘estern Attention ington, , Pittsburgh, Akron, Cleveland, 95 
as. Nwrestern eo hoe Angeles 5, Calif. AND AMBULANCES Detroit, Oot” Chicago, Milwaukee, Cincin- 

; Du 


: WITH LUBRICATED 
9-5095 Territory 1 Territory 2 nati, Louhville, St. Louis, Kansas City, Lin- PLYMOUTH 


AUTOMATIC BRAKE 

































VIRGINIA TENNESSEE coin, Neb., Okiahoma City, Fort Worth, Dal-|1 1955 g.tube push button including 

ee EE : 

o PARTS FOR SALE Territory 3 = “peneeoel aim RENTAL chrome dash Meets 1.C.C. Requirements 
—<—<—<$= MisSsOURI e 95 |] ONLY ONE CHAIN LOCK BOLT 

annsaend nae Leena 218 S. Wabash Ave. Chicago 4, Ili. F o g D ATTACHES COUPLING HEAD 
Qa U | C K Pp A Pp T s ~ vot Me non . 1. E. Spatig, Used Car Mgr. Webster9-5165 Custom fit 52-53, 8-tube push FOUR CLAMPS To BIT 
All Other GM Parts Also a Gane ane a CADILLAC — SHARP 1962's-1956's. Ail oente 98% OF ALL CARS. PLUS 
. tyles. Chrysler, joto eight pas- i rs. ° 

UP TO 50% DISCOUNT By Old Established Manufacturer conger ceaane eaty. Prises giediy quoted. we Srna al cate - 


McClintock-Cadillac. Ivanhoe 7-5046, Lan- 


sing, Mich auto radios. 


AgTO passe WHOLESALERS 


2 Large adaptor clamps 
included with each unit. 


Profitable proposition to reliable dis- 
tributors who are interested in earn- 


Extra Discount on 
Special Phone Orders 


= oe con ania so ‘souere pow 1954 NASH HEALY hardtop, 8,000 miles, F 
st—Direct—C. Serv é rs never been titled. $3,295. Miller Nash § 
a aa . _— «4 sentative will help organize. Co., 1127 Washington St., Toledo 2, Ohio. Ludlow 8-711 SPECIAL (F.0.8. Factory Net) 





G.M.A.C. Finance Available 





Art Hansen Buick, 








$ 35 FED. TAX 
wen hioet sf Sie” || Sreerion DEALERS 11|—__—= |] * SZ ees 
Inc. ale te le esas Oe * *|1000 BUSINESS CARDS, raised printing WITH AUTOMATIC BRAKE 
SPECIALIZI (1 color), $3.50; (2-color), $4.50. Cut 
NEED FINANCIAL assistance to open an AND BRAKE CABLE 
(formerly Gordon Buick) automobile super market handling five EX-TAXIS } ae = pean nieden: gr By ot all 
Largest Buick Parts Dealer in U. S. cee yine. 10 000 ‘Auvantage low overhead | Excellent Bodies - Good’ Motors - Heaters | kinds. Send requirements. Business Spe- - 
at Ee 90,000. ’ cialties, 1422-A Rosemont, Chicago, III. 
igh sales volume. Box 6047, c/o Auto- Upholstery New 
1000 S. Wabash Ave., Chicago, Ili. motive News, Detroit 26. BUY NOW — LOWEST PRICES EVER SS ea Sean THE FAMOUS 
Phone WAbash 2-1030 ACTIVE PARTNER—$15,000 investment. 1951-1952 
Full a © young, = . e A Oo T o = Ma A T t Cc 
TARTS WANTED  —*||-—sv an. Dodge and Plymouth dealership in| Pjymeuths — om olets 
PARTS WANTED Delaware Valley (N. J.). Chance for 7 a a Chevr Automatic BrakinG 
KAISER, FRAZER, Henry J, Willys, Hugh| ¢&rly buy-out. Established 13 years. All . TOW - GUIDE 
Salway, Jonesville, Mich. facilities. Used car lot adjoining garage. 
Population 16,000. Box 6048, c/o Auto.) MORRIS FREEDMAN THE ORIGINAL YELLOW BAR cl : 
ENGINES WANTED GARAGE—ZOCATED wremnerees qoutes Sth & LINDBERGH BOULEVARD Four amp Unit 
bind prosperous growing 
FOR SOUTH AFRICA city, North Carolina. Established 1947. PHILADELPHIA 43, PA. ONLY $ 00 ‘Ess SPECIAL (F.0.8. Factory Net) 
FORD — General Motors and Chrysler prod- Gross receipts $97,738.76—can increase. SARATOGA 17-2300 ee 
ucts. New sub assemblies also used sub Complete service. Equipment finest pos- 





assemblies suitable for reconditioning. For sible. Splendid reputation. 5200 sq. ft. 
further information reply to Mike Appel Mo- floor space. Rent $350. Unusual features 
tor Co., Ltd., Box 3648, Johannesburg, South will appeal to investors in addition to 
Africa, or to Brown Bros. Export Corporation, | | substantial profit. Reasonably priced. 


$44* INCLUDED 


Meets 1.C.C. Requirements 


WITH BRAKE HOOK-UP 














2725 B New York |, N. ie _N . . ° 

Be nidhncm chnotbart l\imntr Tt“. Buy in Miami ONLY $5445 Less € 

dea ‘Ss CARS FOR SALE 400 GUIDE 
es se ee Be ae Fy CABLES “Leaders Since 1939" 
ens ~ ‘ _— yen me oe a ere Write for Illustrated Catalog 
eal Buick and Cadillac COMPLETE with Divisi 
ally Guide Cables and Factory Sales Division 
ir ox Sedans — Convertibles — Hardtops BRAKE HOOK-UP 
wr dete — Station Wagons—driven 3,000 to Meets ALL 1.C.C. Requirements! PILOT DISTRIBUTING 
ses 4,000 miles—delivery arranged. COMPANY 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Call Collect 3.2005" 
40 So. Clinton St., Chicago 6, Ill. 


mi 1956 CHEVROLETS, 
FORDS, PLYMOUTHS, 
a BUICKS, CADILLACS 


IES Sedans, Convertibles 
RM 


MORSE AUTO 
RENTALS 
7726 N.E. 2nd Ave. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 


FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 







Miami, Florida 











TRUCKS FOR SALE 





Automatic Transmission, Radio, oak tae aigee, aon. ee ee 
Heaters — 3,000 to 5,000 Miles. 


Donohoe Chevrolet Sales, Brooklyn, Mich. 
e 
Like New. 





* * FORD DEALERS * * 
Spring Edition 
1956 Color and Trim Chart 


, REVISED, COMPLETE WITH LATEST CHANGES 
1840 Alton Rd., Miami Beach, Fia. Sat Sie Se Sey or IN COLORS, BODY TYPES AND TRIM 


BUSES WANTED MAIL YOUR ORDER TODAY 


WE HAVE AVAILABLE 5 1955 and 1956 
GMC 660 model tandem tractors, 1 con- 
ventional and 4 C.O.E. These units have 
503 cu. in. engines, 2 speed axles with 
Grico tandem trailer axles, straight air 
brakes and are in excellent condition. 
be A & T L IN They range from 7,000 to 40,000 miles 

’ e and have excellent 1000x20 tires. Please 

. contact Used Truck Manager for prices 

ion. and further details. GMC Truck and 





WILL BUY USED hool b ~-36 to 66 
passengers. One = ante ate cher $3.00 Per Half Dozen, $5.00 Per Dozen 
“CODACAR” P. O. Box 1289, Norfolk 1, Va. 


TRUCKS FOR SALE ters. Dealer, Box 5982, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 








FOR SALE DESOTO- 
AUTOMOBILE TRAILERS PLYMOUTH 


We are terminating our DeSoto-Plymouth 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 


( MAKES ) ase effective May Ist. 


Bargains are available on 
signs, parts, special tools, undercoating 
equipment, Walker electric floor lift series 
G and miscellaneous ‘small tools. 


re Traffic Transports 
us Mechanical Handlings 
Whitehead & Kales 





C. E. SMULLEN 


163-165 Main St. Owego, N. Y. AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


. . . . BURROUGHS SHELVINGS—56 12” and 28|| TO........... penecinss cane snes cua thhest CAtieleie ei sical a2 
Four car units, fully equipped, will handle all sizes and 24°" sections with shelves, dividers, label 
holders, etc. Setup for stocking $25,000 
to $35,000 General Motors, Chrysler or 
makes of cars. Ford parts. Light gray finish in new 
condition. Special price 40% discount 
F.O.B. Mount Seen, New — oe. 
. : i Motorists Supply Co., Inc., 121 E. ird 
in Phone or write St., Mt. Vernon, N. ¥. 
ANTIQUE CARS FOR SALE 
1907 MODEL U PACKARD sedan. Car is 
R L BEARDSLEY & co in good running condition. Dillon Bros., 
a ° 330 E. Pershing, Springfield, Mo. 
. FOR SALE—COLLECTION of historical 
496 W. 138th St. Chicago, Illinois cars, 1900 and 1910—all in running con- 
dition. —— on 4, rue Beaurepaire, 
Pantin (Seine), nce. 
Waterfall 8-1700 ACCESSORIES WANTED 
SEAT COVERS, Hugh Salway, Jonesville, 
Mich. 
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..---- for the EXCLUSIVE benefit 
of all the New Car Dealers on the 
vast PORCELAINIZE program. 


wh 


~ PORCELAINIZE 


car beauty protection is different and why it 
is better for you and your car 


“ .? 


~e 
¥ 
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; 
y 

« 
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The old Romans knew the difference between lasting beauty 
and temporary appearance. They ran their hands over marble 
sculpture to be sure that the surface was free from imperfec- 
tions concealed by wax. If entirely free, they approved with 
the words “cine cera” (“without wax”—and the English word 
“sincere” was originated) . 


Porcelainize is sincere. It is not a wax—not a coating of any 
kind. After the finish of a car is treated with Porcelainize, not 
a trace of the Porcelainize material remains. But the treatment 
creates a tough, dry, mirror-like surface with the strength to 
keep its beauty and the stamina to provide month after month 
of all-weather paint protection. 


With nothing to wear off, wash off, peel off or heat-soften and 
trap surface grime, Porcelainize maintains the brand new look 
many times longer. Just think of the advantages of always 
driving a beautiful car. 


Write for 
Better work by trained workmen. .° Pree internets 
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In any work, experienced and trained work- a same 
men produce superior results. Porcelainize is of , 
the only appearance product which maintains Rs Porceleinize”’ 
a national field force to train operators. Insist af 
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Superiority keeps them sold... 





